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By Robert M. Lienert 
Associate Editor 
ESPITE the fact that the first 
public showing of ’61 . models 
SES sy eee eae won't come ecg until next 
nex Thursday (Sept. 29), gun-jumping 
DeSoto ... Page 22 dealers are already. pushing new 
models out the back door to cus- 
a tomers who don’t want to wait. 
a Dealers, of course, for many 
= years have delivered a few cars 
ahead of time to favored clients, 
but this year’s torrent of prema- 


Debate Persists 
Over Bonus Plans 


Car Makers Pleased 
With Effect on Sales 


By John K. Teahen dr. 
Associate Editor 
Ts end of another year of 
+ buildout bonuses and incentive 
contests finds auto dealers still de- 
bating whether the factory pro- 
grams are a blessing or a curse. 
Dealer complaints about the 
bonus-incentive system are nu- 
merous, and many retailers feel 
that their gripes are ignored at 
the factory level. However, the 
economics of the situation indi- 
cates that this is not the case. 
Buildout bonuses and merchan- 
dise-type contests for salesmen are 
big business. Auto makers will 
(Continued on Page 4, Col. 1) 





Buick . . . Page 55 





Ford ... Page 16 


By Martin L. Whitmyer 
Staff Writer 

ECORD-BREAKING output by 

Falcon plus heavy overtime 
scheduling by Comet, standard 
Ford, Mercury and Rambler, push- 
ed car output to a 12-week high of 
an estimated 117,802 units last week. 

Marking the first big week of 
the 1961 model run, last week’s 
car output represented a 36.9 per- 
cent increase over the 86,024 units 
turned out a week earlier. It also 
compared with the 91,339 units 
rolled from U, S. assembly lines 
during the week ended Sept. 26 
last year, 

The upsurge brought ’61 model 
output through last Saturday (Sept. 
24) to an estimated 348,296 cars, or 
within 67 percent of the 520,000 
units the an. hopes to have 
assembled by Oc 

Only makes hae a in production 

’6ls are Lincoln, Thunderbird 





Plymouth ... Page 24 


on 


Referral Expose 


Given by Buyer 


EXprror’s Nore: This is another 
in’a series of articles on referral 
selling. Many have condemned 
this method, a few defend it. 

By William Carroll 
West Coast Editor 
LOS ANGELES.—The girl on the 


telephone said she was from an ad- 
(Continued on Page 60, Col, 1) 
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Starts on Page 28 
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Gets Quiet Approval 


ture deliveries pee te over- 
shadow anything in the past. 


Dealers last week were also de- 
livering new models of the other 
lines with an official 
although they had n 
approval. These included 
Ford, all the Dodge series, Impe- 
rials, Plymouth and Valiant. 

In isolated instances, a few 
with later showroom dates have 
ready been delivered at retail, 
Deals in these lines will certainly 
multiply as their official 
draw closer, if what is ae 
among the “early birds” is any in- 
dication. 


HE 


ai 


—RzAa ae apparently are paying 
little attention this veut to fac- 


(Continued on Page 61, 1) 


Car Output Swings Higher; 
Ford Makes, Rambler Gain 


and Checker Superba. The two 
Ford Motor Co. units are scheduled 
to begin assembly operations next 
Monday (Oct. 3) at the Wixom 
(Mich.) plant. Checker hag not an- 
nounced whether it will introduce 
a '61 model. Se 


OPES for continued increases in 


industry car output were damp- 
(Continued on Page 63, Col, 3) 


Top Cars 


New-car registrations for seven 
months, plus six states for Au- 


gust: 
1959 


t 
nag Make Pos. 
1—1,039,499 Chev. 901,501— 1 
837,496 Ford 875,862— 2 
278,905 Plym. 234,674— 4 
259,761 Rambler 214,430— 6 
241,718 Pontiac 238,710— 3 
229,116 Dodge 87,192—10 
Olds. 228,068—- 5 
156,111 7 


205,194 
155,223 
98,076 90,964— 8 
87,556 87,971— 98 
69,886 Comet __.......... 
68,090 $1,413—11 
47,361 38,196—12 
16,734 27,574-—13 
13,205 17,041—14 
9,450 10,497—15 
321,588 Mise, 380,945 
Total All Makes 
3,973,858 3,671,349 
Further details on Page 53. 
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As Compacts Bite Sales... 
Foreign Auto Firms 


Face Crisis over U.S. 


tainty” of the American market, he 
said, 1961 would be a year of con- 
solidation for Renault, France’s 
biggest car maker. 

Renault already has cut back its 
work week and reduced production 
on Dauphines. Production figures 
for July showed 114,944 vehicles, 
compared with 135,245 in June. 

Many plants are running on short 
time in England, too, although 
some expansion schemes are too 
far along to be called off. 

Rootes has its workers on a 
short week and Vauxhall, which 
has just started up production 
on ’61 models, recently cut out its 
night shift one night a week. 
West German production, while 

still rising, is gradually catching up 
with demand, according to Wilhelm 
Vorwig, secretary of the Automo- 
bile Industry Assn. 

Exports to the U. 8S, from the 
other auto-manufacturing nations 
—Sweden, Italy and Japan among 
the major ones—have declined, 

British and French auto makers 
see the development of markets 
outside the U. 8S. as the only an- 
swer. 

In England, executives from 
major auto firms are setting out 


VW Dealers Ask 
Bootlegging Curb 


Factory Action Urged 
By Southeast Group 


WASHINGTON.—The Southeast- 
ern Volkswagen Dealers Assn. has 
asked the factory in Germany to 
take steps to keep its cars from 
going to the “gray market” in the 
United States. 

The group’s stand on this and 

matters 


LONDON.—With the substantial 
cutback in sales to the United 













in 

Asheville, N. C. It was forwarded 
to factory officials. 

In touching on the gray-market 
problem, E. W. Hawthorne, associ- 
ation president, said “many fran- 
chised Volkswagen dealers in the 
United States have been forced to 
compete with their own product in 
nonfranchised hands.” 

One point in the Statement of 
Principles says: 

“It is believed that Volkswagen 
GmbH can control the flow of their 
products so as to prevent them 
from falling into the hands of 
those who place vehicles in the 
gray market, and that this control 
should be exercised.” 

Hawthorne said the four-point 
statement was adopted “in view of 
the constantly increasing competi- 
tive situation and the complex 
problems of creating new dealer- 











markets outside the U. S. 

The worst may be yet to come. 
Pierre Dreyfus, head of Renault of 
France, said in Paris last week 
that 1961 would be “very tough” in 
the U. S. for European imports. 

As a consequence of the “uncer- 


Volvo Organizes 
New Sales Areas, 


Names Managers 
NEW YORK.—Volvo has split 


Stage Readied for National Show— 


A stage longer than a football field is being built for the 43rd National Automobile 
Show at Detroit's Cobo Hall Oct. 15-23. The stage area is 350 by 90 feet and is large 
enough to accommodate a 750-foot conveyor of cars and the show's musical revue with 
a cast of 60 singers, dancers and musicians. 


John Green’s Distributorship 
Being Acquired by Renault 








two of its sales regions in a move|for European countries and other By William Carroll Said to have been approved Sept. 
_| Ships at a time when distribution 
apparently designed to bolster sag-| parts of the world to attempt to West Coast Editor 12, the day Automotive News quot methods do not satisfy the present 





improve sales organizations which 
have been neglected while all the 
main efforts were concentrated in 
the U. 8. 

Extensions to the present manu- 
facturing and assembly plants 
abroad to offset import duties, to 
enjoy European Common Market 
tariff privileges and to increase 
overseas spare part services, are 
all matters which are being given 
priority now. 

What 





dealers.” 

In addition, he continued, the 
principles were designed to as- 
sure closer cooperation among 
the dealers and distributor. 

The other three points are: 

“1. A distributor should confine 
himself to wholesale distribution 
and not engage in retail outlets, We 
endorse the present distributor- 
dealer method of distribution pro- 
vided there is no competition be- 
tween distributor and dealer at the 
retail level. 

“2.In the best interests of the 
factory, Volkswagen of America 
and the present dealer body, no 
new dealers should be appointed 
until such time as existing dealers 
in their area have been able to 
satisfy the product demand through 
authorized sources. 

“3. New franchise contracts 
should be written in accordance 
with standards acceptable to the 
National Automobile Dealers Assn.” 


Lander Nominated 
For National 
Dealer Award 


ATLANTA.—John H. Lander, At- 
lanta Dodge dealer, has been nom- 
inated by the Atlanta Automobile 
Dealers Assn. to receive the Ben- 
jamin Franklin Quality Dealer 
Award. 

The award, sponsored by the 

Saturday Evening Post is given 
annually to the dealer who has 
done most in the way of service 
to the industry and to his commu- 
nity. 
Lander hag served as president 
of the Atlanta Automobile Dealers 
Assn, and the Georgia Automobile 
Dealers Assn. He is currently the 
Georgia director for the National 
Automobile Dealers Assn. 

He is also national chairman of 
the Dodge Dealer Advisory Confer- 
ence. 

In 1958 and 1959 he served as 
treasurer of NADA, as chairman of 
the Budget Review Committee and 
hag been a member of NADA’s In- 


LOS ANGELES. —Renault, Inc.,| 4 denials from both groups. 
has sent telegrams to all dealers| Renault's purchase was effective 
on the Pacific Coast supplied by|@t close of business Sept. 15. At 
John Green Corp., announcing pur- | that time, Bruce Douglas, assistant 
chase of all Green assets and stock | 2ational sales manager for Renault, 
by Renault. — over control of the Green op- 
Green, distributor of Renault |°'®°°D- 
and Peugeot in California, Ari- | | Green and Renault manage- 
zona, Nevada and Utah, started | ents are cooperating until Oct. 
from scratch in 1954 18 ease 1, at which time Renault assumes 
and at ‘the time of the buyout complete control of the Green 
distributorship. 
was considered to be the largest 
independent distributor of cars Surprise change resulting from 
in the world. a Ligeoonl was release »? — 
The buyout was under way at|Green operation, Hoen charted and 
the time Renault and Green officers | was responsible for much of 
were denying to Automotive NEWS| Green’s success in merchandising 
that such negotiations were in|jmported cars. Hoen’s resignation 
progress. allows him to consider other posi- 
Initial phases of the deal were/ tions after Sept. 30. 
ne er Tre It is reported Renault will con- 
. Pla tinue the name of John Green 
Car-Buying TtS | Corp. Bruce Douglas, of Renault, is 
° expected to head the new operation, 
H olding Steady; assisted by John Lizinski, regional 


L P . 3 ee for reece 
o Officials of either company 
ess essumism were available for comment last 
ANN ARBOR, Mich.—The con-| week. John Green was in Europe. 
sumer’s economic outlook and buy-| Douglas was en route to New 
ing plans are moving sideways, the| York and Lizinski was in New 
Survey Research Center of the| York, Charles Bizjack, Western re- 
University of Michigan determined} gional manager for Renault, was 
after its latest survey of consum-/travelling and could not be reach- 
ers. ed. 
The latest survey was conduct- A spokesman for Len Weissman 
ed in August. In the surveys im- |C°., advertising and public rela- 
mediately before the August | tions agency for Green, said, “We 
check, consumers’ buying plans | have no information. Mr. Green has 
were dropping and the consum- | requested we make no statements 
er’s view of the business outlook | until Renault has released the 
was turning pessimistic. _— ove contract ha Green runs 
un an. 1, 1961, Until that time, 
PBs Bec mom Bog Hn coe ee We will continue to handle Renault 
On the other hand, the August sur- and Peugeot advertising and public 
vey uncovered no great improve- —- for the Green corpora- 
ment since the previous survey. Deale one Au 
Turning specifically to the auto (Continued one y Col, ea 
maviiet the Ausust survey tou |S. CO 
no great change in plans to buy 
cars over the level shown in the 
May survey. Plans to buy cars had 
been slipping in the period up to 
the time of the May survey. 
The Research Center found, once 
again, that the compacts are pop- 
ular with those planning to buy 


ging sales in the United States. 
The Midwest region has been 
















the American market has 
meant—and still means—to the 
British auto industry is not told 
by official figures. The fall in 
shipments to the U. S. is far 
more serious than Board of 
Trade export statistics suggest. 
Because it began only towards 
the middle of this year, the overall 
fall in shipments to the U. S. since 
Jan, 1 has not been very substan- 
tial. For the first seven months to 
July 31, cars shipped from Britain 
to the U. S. totalled 111,646, against 
130,782 for the same period of last 
year. This is a drop of about 29,000 
on a yearly rate of around 200,000, 
But these shipments do not tell 
the whole story. They fail to reveal 
that many thousands of these autos 
are crossing the Atlantic to fulfill 
contracts made long before the rot 
set in in the U. S. demand for 
British cars. They fail to explain, 
too, that while shipments are con- 
tinuing, unsold stocks of British 
autos in the U. S. dealers’ show- 
rooms have grown. 
A survey by one British maker 
(Continued on Page 61, Col, 2) 











R. ©. Kireh H. A. Stines 
split to form a new Great Lakes 
gales region, covering Michigan, 

Indiana and Kentucky. 

The Northeast region has been 
dissolved and split to form a new), 
New York region, covering New 
York State, and a new New Eng- 
land region, covering the New Eng- 
land states. ? 

The old Midwest region now in- 
cludes Illinois, Iowa, Minnesota, 
Nebraska, Wisconsin and North 
and South Dakota. 

William Kelly, formerly North- 
east regional manager, has been 
appointed special sales representa- 
tive. Named new regional man- 
agers were Harold A. Stines, New 
York; Robert C. Kirch, Great 
Lakes, and Peter Gouras, New 
England. 


Jan Parelius continues as Mid- 
west manager. 

Headquarters of the Great Lakes 
region will be at 24824 Michigan, 
Dearborn, Mich. 


Business Barometer 


Automotive News Economic Index — 


109.7 Percent of Last Week 
125.2 Percent of Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 


Auto Production ............... 86,024 163.1 137.2 
Truck Production .............. 20,351 154.7 102.1 
Auto Registrations—Year to date.. 3,973,858 Sakd 108.2 
Track Registrations—yYear to date. 575,327 Fe, 102.0 
Steel Production—tTons ......... 1,510,000 107.8 424.2 
Pa Production—Tons.... 320,971 135.0 96.9 




















































































































Coal Output—tons ........ 6,480,000 85.3 101.0 new cars. “A sizable proportion of vestment, Public Relations and 
Oil Refinery Output—Borrels ..... 51,980,000 102.5 104.6 people who plan to buy new cars Membership Committees, He cur- 
Electric O Kilowatt hours.... | 13,903,000,000 97.8 108.8 say they are looking for a compact rently is chairman of the Conven- 
Barometer ght Cer Loadings 265,349 82.9 90.7 car,” the center said, tion and Exhibit Committee. 
Department Store Sales index .. 130 88.4 97.7 The center summed up the out- In Atlanta, he has long been a 
Stock Market Price Index....... 392.2 98.5 95.9 look for the consumer’s role in the leader in Boy Scout activities. 
U.S. Government Spending , economy in the near future in this i se ne tara 

—Fiscal to date ...csessseee 20,090,889,000 aes 98.3 way: 
Commercial ond Industrial Loans $30,938,000,000 99.9 106.7 “Whether the consumer will Tennessee Elects 
Savings GONE Cieccdcaceecccce $31,909,000,000 100.2 103.8 give some stimulus to the econ- 
Geadiber Pines averens gesesees $917 98.9 92.1 omy in the period ahead seems to N ew M anager 
Business Failures ................ 305 110.5 115.5 depend on two crucial questions: 
“1, Will consumers in fact be NASHVILLE. — Richard N. Sat- 





















terfield has been elected executive 
vice-president of the Tennessee 
Automotive Assn., replacing the 
late David P. Welchel. 

Satterfield formerly was execu- 
tive director of the Mississippi Di- 
vision of the American Cancer So- 
ciety, 






poe with the price tags = 
they find on the things they buy? 

“2. Will business activity be main- Werk Well Done— 

tained at a sufficient pace to pre-| John H. Lander, right, Dodge dealer in 
vent further layoffs, a shortening | Atlanta, receives nomination for Benjamin 
of working hours and other disap-| Franklin Quality Dealer Award from R. H. 
pointments with personal] fi-/ East, president of the Atlanta Automobile 
nances?” Dealers Assn. 


Common mmon 

Stocks Sept. 2! Sept. 14 1960 Range Stocks Sept. 21 Sept. 14 1960 Range 

AMC....... 21% 22 29-20% Os ce csaens 39 = 41%: 50%-38% 

Chrysler... 43% 43% 71%-40 Mack...... 32% 32%, 52%-3) 

Ferd....... 63% 63% 992%-60% RRP ye 12% 12% 24Yo- 8% 

GM........ 43% 43%, 55%-42%4 White...... 41 41% 67%-40 
(Sept, 26, 1960) 
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Dealer Forum 


by Robert M. Finlay 


fairer is no better way to find 
out how you are doing in busi- 
ness than to listen to your cus- 
tomers sound off. This might not 
be as easy as it sounds, As a dealer 
you could go into the backshop 
and talk with customers, but your 
personality might get in the way. 
What people tell you is conditioned 
by what people think of you. 

Certainly what the customer 
thinks is information of vital value. 
As a result, the industry has been 
greatly interested in efforts of 
Chevrolet, under encouragement of 
K. E. Staley, sales manager, to pipe 
the voice of the customer into the 
ears of management through the 
new customer-relations depart- 
ment. 

The other day I dropped in on 
Mack Worden, head of this effort 
at Chevrolet, to hear how the pro- 
gram is coming along. Together we 
sat listening to the voice of the 
customer piped in by way of tape 
recordings. I’m sure that any deal- 
er who listened to the tapes would 
come away with many ideas to im- 
prove his operation. 

+ * * 


Women Ignored? 
OR instance, there was the 
pleasant voice of the woman 
from Harrisburg, Pa.: 
“... my husband drives a Volks- 
wagen and I drive a Chevrolet. He 


Index 


Ad Ideas 

Advertising News 
Auctions, Used Import Cars 
Auctions, Used U. S. Cars 
Briefs (General) 

Business Barometer 
Coming Events 

Court Decisions 

Editorial Page 
Engineering Highlights 
Engineering Briefs 
Engineering New Products 
Financial News 

Highway & Safety News 
Import-Car News 
Letterbox 

Market Reports 

New Products 

Obituaries 

Parts & Accessories News 
Personnel (Factory) 
Personnel (Technical) 
Prices, Import-Car 

Prices, U. S. New-Cor 
Production by Makes 
Registrations, Cars, Trucks 
Turnings 

Used-Car Market Report 
Washington Column 


Sounding Out the Owners— 


says I'll take care of my car, and 
.. I find 


you take care of yours . 
that service men don’t pay much 


attention to women when they try 


to tell what their car needs. ., .” 

Or the man who was saying: 
“I know that the service depart- 
ment gets all the grief... Peo- 
ple usually come there only when 
they are having trouble... 
Pd 

So a dealer might think: “You 
know, I forget that sometimes. 


Maybe I should make a point of 


inspiring my service people every 
now and then .. . telling them how 
much it means to the firm for 
them to try to make the customers 


happy ... Or how we are inclined | @ 


to think women don’t know any- 
thing about cars . . . We should 
be remembering that more and 
more women are becoming my 
service customers and we should 
consider what we can do to make 
them feel good about our serv- 
ice...” 

If you’d like to hear such tapes, 
stop in to see Worden at 3-161 
General Motors Building next time 
you are in town. 

* * + 


How It’s Done 


yas owner meetings are just 

part of the program, but they 
are an important part. Basically, 
the idea of the owner relations de- 
partment is to channel in the own- 
er’s viewpoint. 

One way it is done is to hold 
meetings of 12 to 15 owners in vari- 
ous cities. Some 25 have been held 
in the East. The meetings in the 
West will get under way soon. Own- 
ers are selected at random. They 
are invited to lunch with assurance 
that this is not some new kind of 
a sales gimmick. (And care is taken 
to keep that promise.) 

The idea of the owner-relations 
program is explained to them, and, 
after lunch, they are given an op- 
portunity to get their opinions on 
tape. 

In this way, some depth of 
opinion is obtained. Once the 
owner gets talking and hearing 
others talk he is inclined to go 
on at greater lengths, for in- 
stance, than he would if filling 
out a printed form. 

Printed forms are part of the 
program, too, though. Some 1,200 
owners are now members of the 
owner panels. Efforts are made to 
contact the panel members four 
times a year. 

For example, on Oct. 5, just as 
the new models go on display, ques- 
tionnaires will be sent to panel 
members to sound them out on the 
new models. The panel members 
will be asked to go to their Chev- 
rolet dealers to see the new models 
and report back. Obviously, the 
owners are likely to report on how 

(Continued on Page 62, Col, 1) 
* + o* 





A group of Chevrolet owners gather in Charlotte, N. C., at the invitation of William 


McGuire, assistant manager of the new owner relations department. After lunch the 
owners were handed a microphone and went on tape with their opinions of Chevrolet 
cars, dealers and service. Some 25 similar meetings have been held and the opinions 


piped back to management. 


At Canadian Dealer Convention— 









A. E. Stedelbaver, London, Ont., has been elected president of the Federation of Automobile Dealers Assns. of Canada, suc- 
ceeding S. J. Parkinson, Calgary, Alta. Other officers, elected at the group's annual meeting in Toronto, include Howard B. 
Moore, Toronto, executive vice-president; Earl Murray, Neepawa, Man., secretary; Albert Bear, Toronto, treasurer, and W. Stewart 
Wilson, North Kamloops, B. C.; George G. R. Parsons, Nfid., and G. W. Snelgrove, Hamilton, Ont., vice-presidents. Directors are 
W. R. Jenkins, Charlottetown, P. E. |.; Albert F. Dillon, Sydney, N. S.; Bliss Wood, Fredericton, N. B.; J. Robert Pouliot, Quebec 
City, Que.; George Henderson, Montreal; O. W. Andreason, Brantford, Ont.; E. G. Evans, Toronto; Sam Stern, Winnipeg, Man.; 
Ed Vickar, Melfort, Sask.; K. L. M. Hartley, Calgary, Alta., and F. W. Baillie, Toronto. 





Only One-Sixth Flunk Safety Check... 





Unsafe Cars at New Low 


during the 1960 campaign, he said. 
Another record high of 2,955 pro- 
grams were conducted in cities and 
counties, at military installations, 
by teen-age groups and by indus- 
trial plants and government agen- 
cies for employes and their own 
vehicles. 


The Safety-Check is sponsored 
by the Auto Industries Highway 
Safety Committee and Look maga- 
zine, with the cooperation of the 
Assn. of State and Provincial Safe- 
ty Coordinators. 


Darlington reported that, for 
the sixth year in a row, rear 
lights headed the list of items 
most often found in need of at- 
tention. These were followed in 
order of frequency by front 
lights, brakes, exhaust systems 
and tires. 


The percentage incidence of 
faulty rear lights was also the 
highest ever—31.2 percent. 


Other items and the percentage 
of incidence of unsafe condition: 
Front lights, 17.4 percent; brakes, 
13.6 percent; exhaust, 10.0 percent; 
tires, 8.7 percent; windshield wip- 
ers, 5.8 percent; steering, 5.4 per- 
cent; glass, 3.9 percent; horn, 2.6 


ASHINGTON.—The percentage 

of vehicles in unsafe operating 
condition uncovered by the 1960 
National Vehicle Safety Check de- 
clined to an alltime low, M. R. 
Darlington jr., director of the pro- 
gram, said last week. 

For the first time in the 13-year 
history of the annual campaign, 
Darlington said, one in every six 
cars and trucks going through 
local check lanes and dealer serv- 
ice departments was found to 
need immediate service attention 
to at least one of 10 items af- 
fecting safe driving condition. 

For the last five years, he said, 
one out of five vehicles had been 
found with at least one unsafe 
item. 

* a * 
NEW record total of 3,216,164 
vehicles were safety-checked 


New Tax Code 
Stumps Officials 
In Kentucky 


LOUISVILLE.—A new piece of 
automobile legislation designed to 
“put everything that rolls except| Percent, and rear-view mirror, 1.4 
dice on the tax rolls” has resulted | Percent. 
in some confusion among Kentuc- o. o'@ 
ky’s county tax commissioners, OR 

They demonstrated their concern F va ae ee eae ~ : 
during a panel discussion of the| oy di int P- 
Kentucky Tax Commissioners Assn. 2 Re, anence eteaijon 

The law, in brief, changes the 
assessment date on vehicles from 
Jan. 1 to March 1 and the delin- 
quency date from Jan. 1 to Dec. 1 
to allow sheriffs an extra month to 
file liens. Before a motorist is is- 
sued a new license plate, he will be 
required to show proof that the 
taxes have been paid. 

E. D. Ballard, supervisor of the 
Local Valuation Section of the 
State Department of Revenue, at- 
tended the meeting here and assur- 
ed the tax commissioners that the 
new law will not mean additional 
work for them. 

George Trager, Jefferson County 
tax commissioner and chairman of 
the panel, said the law will “put a| 
stop” to automotive tax dodgers 
and tax delinquents. 

Trager noted that in Jefferson 
County alone there are more than 
25,000 delinquent tax bills on ve- 
hicles, resulting in a loss of more 
than $500,000 in taxes. On Jan. 1 in 
Kentucky, 760,000 vehicles were as- 
sessed for taxes, which means 150,- 
000 were not assessed and that 
revenue totalling $2 million is un- 
collected, Trager declared. 





Wemhoft 


Fred Carleson (Cadillac-Pontiac) 


new resolution, at the start of the 





On the House... 


How’s your cleanup profit? A group of low-price 
car dealers in Chicago report a net of $2 (before 
taxes) per new vehicle delivered in August, com- 
pared with a loss of $43 per vehicle in July... 
One dealer official questions whether dealers are 
being realistic in accepting smaller discounts on 
compacts. He wonders if the smaller discount won’t 
become the standard on all models soon , 
bama association has added 27 new members in 
drive, Louisiana 11... 

Fay Hahn, secretary of the St. Louis associa- 
tion, was honored last week for 40 years’ service 
to the association; presented with cash, a watch 
and special scroll ...NADA’s 14th annual exhibit is going “under- 

ground”; it’ be held in San Francisco’s new Brooks Hall which 
is built below the surface next to Civic Auditorium ... Two dealers, 
Nick Neff (Plymouth-Dodge) and Bob Kramer (Pontiac-Stude- 
baker), are running for state senate in Nebraska; two ex-dealers, 
Senator Ken Bowen and Jack Windle, are also in the race . 





Fund drive for $1,000,000 . . . George A. McNevin has been named 
field representative for Greater New York association . 


exceeded that of steering mechan- 
isms. 

Although brakes were in third 
place for the second straight 
year, the percentage of defective 
units uncovered was the lowest 
on record. 

The voluntary Safety-Check is 
conducted annually during May 
and June in states not requiring 
official motor vehicle inspection. 
Two states which participated in 
the 1960 campaign will be missing 
from those taking part in 1961. 

Mississippi and Louisiana have 
adopted legislation requiring offi- 
cial inspection of motor vehicles, 
thus reducing to 32 the number of 
states where programs may be 
conducted next year. 

* * * 
xv 1,888,626 vehicles on 
which insufficient data was 
submitted, Darlington said, there 
were 1,245,806 cars and 81,732 trucks 
checked, with 240,887 cars and 
16,890 trucks rejected. 


Of these, 162,264 cars and 
trucks were reported corrected 
and rechecked. 

Vehicles reported in need of serv- 
ice attention, including those re- 
ported and rejected with no break- 
down of items, included 1,373,420 
cars and 92,227 trucks. 

Of these, 260,012 cars, or 19 per- 
cent, and 18,105 trucks, or 19.6 per- 
cent, were found in need of service 
attention. 












.. Ala- 













is heading Salt Lake City’s United 
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1961-model year: Make a profit. 
—Pere Wemuorr, Editor, 

Automotive News 
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Factories Pleased .. . 


Debate Still Alive 
On Bonus Program 


(Continued from Page 1) 
spend an estimated $35 million on| grams used by their factories, 


them this year. 
* * 

N ADDITION, the manufacturers 

will pay about $20 million in 
carryover rebates on ’60 models in 
dealer inventory when the ’61 are 
introduced. 

With upwards of $50 million in- 
volved, it is unlikely that the fac- 
tories would ignore suggestions for 
improving their incentive plans and 
cutting the number of cars on 
which they must make carryover 
payments. 

Since Jan. 1, _ manufacturers 


been ; 

Of the 46 programs, 28 paid 
bonuses to dealers for sales per- 
formance, and the other 18 offered 
vacation trips, cash, United States 
Savings Bonds or merchandise. 
These events were aimed primarily 
at salesmen and gales managers. 

a 

— 28 bonus programs includ- 

ed 13 in which dealers were 
paid according to their perform- 
ance against a factory-assigned 
quota and 13 in which dealers re- 
ceived a flat sum for each new car 
sold. The other two events were 
based on conquest sales. 

The 13 no-quota programs repre- 
sented a victory for dealers, the 
National Automobile Dealers Assn. 
and state and local dealer organi- 
zations, 

For years, dealers and their 
trade groups have denounced the 
quota-type of buildout bonus, In 
an Automotive News survey last 
spring, 85 percent of the dealers 
responding criticized the pro- 


Moore Pledges 
N. H. Convention 
New Wage Fight 


RYE, N. H.—The fight against 
extension of the Fair Labor Stand- 
ards Act to cover automobile deal- 
ers has just begun, the 17th annual 
convention of the New Hampshire 
Automobile Dealers Assn. was told. 

The speaker was James C. 
Moore, executive vice-president 
of the National Automobile Deal- 
ers Assn. 

Moore predicted that an intense 
effort would be made at the next 
session of Congress to pass the 
Kennedy amendments to the wage 
and hour law. The amendments 
died in a conference committee at 
the end of the last session. 

A second industry speaker at the 
convention was William Mitchell, 
Waltham (Mass.) Chevrolet dealer 
who is New England vice-president, 
NADA, who continued his blast at 
unethical advertising which has 
gained national attention and de- 
manded positive action from the 
dealers themselves to eradicate 
troublesome newspaper ads. 

Breakfasts were held for both 
Ford and General Motors dealers. 
Duane Freese, executive secretary 
of the Ford Dealer Policy Board, 
and Clifford Hughes, field repre- 
sentative of the General Motors 

Dealer Policy Board, Chevrolet 

Division, headed these discus- 

sions. 

Several outdoor program features 
were cancelled because of Hurri- 
cane Donna which hit during the 
convention, 

Convention chairman was Leo 
Appel (Buick), Portsmouth, and 
convention committeemen were 
Robert Irwin (Ford), Lanconia; 
Jesse Pushee (Ford), Milford; J. 
Harvey Walker (Dodge), Woods- 
ville, and Folger Wentworth (Ram- 
bler), Exeter. 

Ellis Robertson (Dodge), Keene, 
was named the oldest active dealer 
in New Hampshire when he reveal- 
ed his earliest connection with the 
business was in 1907. Chairman of 
the first annual Old Timers Lunch- 
eon was Virgil White, Ossipee, one- 
time New Hampshire state com- 
missioner of motor vehicles, 





and most of the complaints con- 
cerned the quota system. 

Dealers declare that the man 
who does a good selling job early 
in the model year gets a high 
cleanup quota and has difficulty 
reaching the bonus class. 

On the other hand, they say, the 
less-efficient performer has a low 
quota, hits the bonus mark early 
and then disrupts the market by 
selling at or below cost. 

* *. * 


UILDOUT-BONUS reform is 

one of the chief goals of 
NADA’s powerful Industry Rela- 
tions Committee, and the efforts 
of this group helped bring about 
an improvement in the situation 
this year. 

Dealers prefer a buildout pro- 
gram that carries a flat payment 
for each new car sold after a cer- 
tain date, and that’s the type of 
rebate they got from Chevrolet, 
Corvair, Buick, Oldsmobile, Pon- 
tiac, Mercury and Valiant. 

No-quota payments also were 
made on Ford Galaxie, 

Dart and Rambler American. 

Plymouth had both a quota and 
a@ no-quota setup. 

An example of a buildout bonus 
that dealers dislike ig the current 
Ford Division program. It began 
July 1 and offered dealers $125 for 
overquota sales of standard mod- 
els. The overquota payment was to 
be $150 if a dealer reached 50 per- 
cent of his assigned target by 
Aug. 10. 

As late as Sept. 20—just nine 
days before the introduction of the 
’61 Ford—many metropolitan deal- 
ers were short of the bonus ranks. 
Dealers in one large city wired fac- 
tory officials a few weeks ago, com- 
plaining that the plan was inade- 
quate. 

+ * + 

ae domestic make except 

Cadillac, Lincoln and Comet 
paid a buildout bonus on all or 
some models this year, and the 
season’s top payment was $250 per 
car to Dodge dealers who exceeded 
90 percent of their Matador-Polara 
quota. 

Ford dealers who qualify for $150 

under the quota program also can 
pick up $250 by selling Galaxies, 
which carry a $100 no-quota re- 
bate. ‘ 
Top rebates in other lines are: 
Plymouth, $230 in Western states 
and $200 elsewhere; DeSoto, $200; 
Imperial, $200; Mercury, $150; 
Oldsmobile, $120; Buick, $120; 
Chrysler, $100; Studebaker, $100; 
Pontiac, $85; Dodge Dart, $75; 
Rambler American, $75; Valiant, 
$65; Chevrolet, $60, and Corvair, 
$50. 


Some imported makes are out- 
running the domestics in the re- 
bate derby. Heading the pack are 
bonuses of $500 on the Taunus 
17-M, $300 on the Taunus 12-M and 
$250 on the English Ford Consul. 

* + * 


LTHOUGH buildout bonuses 

create more excitement and 
comment, dealers and factories also 
devote considerable time and 
money to the early-season affairs 
that offer merchandise, cash, bonds 
and vacation trips to salesmen and 
sales Managers. 

The buildout bonuses and other 
rebates are paid for entirely by the 
factory, but dealers almost always 
share the cost of the merchandise 
contests. 

In many instances, the dealer 
matches the factory’s contribu- 
tion, paying about half a cent a- 
point for prize points earned by 
his staff. Dealers don’t care too 
much for the arrangement, 

Some dealers have suggested that 
the manufacturers speed up their 
auditing practices in these con- 
tests. 

A Midwesterner explained it this 
way: “When the contest starts, 
everybody is pretty enthused and 
it helps sales. But there’s a letdown 
after the contest ends. 

“It takes too long to audit the 
results and give the winners their 
prizes. By the time a man gets his 
award, he’s usually forgotten what 
he won it for.” 











Pugmire Sells Milestone Comet— 





Pugmire Lincoln-Mercury, Atlanta, sold the 100,000th Comet on Sept. 12, less than 
six months after the line was introduced. The buyer of this milestone Comet was T. 
Wayne Maffett, vice-president, E. A. Baylis Co., Inc., a building developing firm. John 
Pugmire, left, dealership president, hands the bill of sale of Maffett. William A. Toms, 
center, L-M Atlanta district sales manager, witnesses the sale. 





Midwest Dealers Pitch In 
To Promote Big Show 


By John E. Walsh 

Staff Writer 
UTO dealers within a 350-mile 
radius of Detroit are lending 
a hand in publicizing the 43rd Na- 
tional Automobile Show, which 
opens a nine-day run in Detroit’s 

new Cobo Hall Oct. 15. 

The Automobile Manufacturers 
Assn., which sponsors the show 
for the auto makers, has con- 
centrated its deale r-promotion 
activities in an area bounded by 
Buffalo and Pittsburgh in the 
East, Louisville in the South, 
Chicago in the West. 

The dealers’ chief contribution, 
according an AMA spokesman, 
is the me nm of the show in their 
local newspaper, radio and tele- 


vision advertising. 
+ ok *~ 


NUMBER of dealer associa- 

tions have purchased or are 
planning to buy blocs of tickets for 
distribution to members or friends, 
he added. Many dealers are expect- 
ed to visit the show. 

In certain communities, dealer 
groups are endeavoring to get 
civic clubs such ag Rotary and 
Kiwanis to sponsor bus transpor- 
tation of school children to the 
show, which will be the biggest 
and most spectacular ever staged 
by the industry. 

The AMA spokesman said a spe- 
cial train has been chartered by the 
Motor Car Dealers Assn, of Kansas 
City to bring area dealers to De- 
troit. 

Directors of the Chicago Auto- 


Canadian Chrysler 
Drops 2 Lines, GM 


Shelves Invader 


TORONTO. — With imports con- 
tinuing to put a big hurdle in front 
of sales of Canadian-made cars, at 
least two auto companies have 
changed production and sales plans 
for 1961. 

General Motors, which had spent 
a considerable sum to prepare as- 
sembly machinery to produce an 
“all-Canadian” compact, the Invad- 
er, has shelved the project in- 
definitely. 

A spokesman for the corporation 
said its Corvair lines have been 
extended, but “compacts” in the 
medium-price field will be imported 
from the United States. GM will 
import the Buick Special, Oldsmo- 
bile F-85 and Pontiac Tempest. 
The Invader was to have been the 
Canadian-built version of the Buick 
Special. 

At the same time, Chrysler Corp. 
of Canada announced that it will 
discontinue the production and sale 
of DeSoto and Dodge Polara in 
Canada. It will continue to produce 
the Chrysler, Dodge Dart, Imperial, 
Plymouth and Valiant for sale in 
Canada. The Dodge Lancer will not 
be made in Canada, nor imported 
for sale from the U. &S., officials 
said. 


mobile Trade Assn, and officials of 
the Chicago Automobile Show, the 
country’s largest dealer-sponsored 
exhibition, also are coming by train 
to the manufacturers’ exposition, 

In addition, the AMA spokesman 
added, a group of Buffalo area 
dealers is planning to sponsor an 
auto caravan to Detroit. 

* * - 
poerans and other display ma- 
terials telling about the show 

also are being sent to dealers in the 
area in which AMA is concentrat- 
ing its dealer efforts, the spokes- 
man said. 

Detroit-area dealers are expect- 
ed to have an active role in the 
exhibition, first industry show 
ever held in the Motor City. 

Under present plans, the AMA 
spokesman said, dealers will ask 
for volunteers from their sales 
forces to work on the show floor 
with factory representatives. 

Although it is unlikely that there 
will be any order-taking, he said, 
the dealers will have an opportu- 
nity to line up prospects. The na- 
tional show is preempting the an- 
nual exposition sponsored by the 
Detroit dealers. 

* * * 
ADMISSION prices for the show 
are 50 cents for adults and 25 
cents for children. 

Large numbers of tickets have 
been bought by several of the 
auto companies for distribution 
among their employes in areas 
within driving distance of De- 
troit. 


These tickets are in addition to 
those which the companies receive 
with the fees paid for exhibit space 
in Cobo Hall. 








N.Y. Dealer Chief 


Accents Service 


Convention Is Told 
It Is Prime Need 


KIAMESHA LAKE, N. Y.— 
Greater emphasis on service and 
development of merchandising 
techniques during the 1960s was 
urged last week by James J. 
Clarkeson, new president of the 
New York State Automobile Deal- 
ers Assn. 

Clarkeson, president of Van 
Curler Motors (Lincoln-Mercury), 

Schenectady, addressed dealers at 
the association’s 37th annual con- 
vention here. 

“Our greatest responsibility to 
the motoring public during the 
1960s lies in developing a greater 
consciousness of the value of serv- 
ice in relation to our total sales 
effort,” he said. 

He called for the development of 
merchandising techniques “to in- 
form and remind car owners that 
his car’s visit to a service depart- 
ment has been a pleasant experi- 
ence for the car and a rewarding 
experience for the motorist.” 

Clarkeson said service provides 
an opportunity to improve the deal- 
er image, create goodwill and re- 
cover prestige lost since 1946. 

He said a survey he had di- 
rected in his area showed that 
motorists are influenced more by 
the quality of a dealer’s service 
than by any other factor in the 
subsequent choice of another 
auto. 

“There is no greater source of 
grumbling among car owners than 
their dissatisfaction and disap- 
pointment with the quality of serv- 
ice being rendered by the automo- 
bile dealers,” Clarkeson continued. 

He called the service department 
representative who greets the car 
owner the most important public- 
relations factor in the dealer’s 
business. 

“The man who meets, and greets, 
the service customer is a walking 
advertisement ... equally as im- 
portant as billboards, direct mail or 
clever radio jingles,” he said, “He is 
the reflection of the personality, 
friendliness and cooperative spirit 
of every man in our organization.” 

Nelson B. Krogslund, Middle- 
town Cadillac-Oldsmobile dealer, 
was presented the association’s 
“Dealer of the Year” award by 
Walter Heingartner, Brooklyn, re- 
tiring president. 

Other speakers included Birkett 
L. Williams, president of the Na- 
tional Automobile Dealers Assn., 
and Dave Reese, Drexel Hill (Pa.) 
Oldsmobile-Rambler dealer. 

Other new officers are: 

Wesley Van Benschoten (Dodge), 
Poughkeepsie, first vice-president; 
James Sayles (Cadillac-Pontiac), 
Suffern, second vice-president, and 
Robert Barton (Oldsmobile), Lock- 
port, third vice-president. 

Officers reelected were: 

Samuel Giles (Chevrolet), Port 
Jefferson, secretary; R. Harold 
Craig (Dodge), Albany, treasurer; 
Harvey Stewart (Lincoln-Mercury), 
Syracuse, and John J, Evers jr., 
Albany, executive vice-president. 





Angled for Service— 


One of the features of the Jim O'Neal Ford's new building is the service entrance. 


Constructed on a 45-degree angle, the 


entrance allows complete and easy flow 


of traffic at all times. According to James E. O'Neal, owner, the angled entrance is 
more efficient and ‘works better than having service traffic make a 90 degree turn 
to get into your building.” The 11,200-square-foot service department has five twin- 


post hoists, 16 stalls, a paint booth and 


complete facilities for all service work in 


one building. The dealership also has a four-car showroom, offices, parts department, 
a used-car lot for 75 cars, and a 28,000-square-foot service parking area. 








Motorola was dedicated to the 
advancement of car radio back when 
spares weren’t free-loaders 


Everybody called them spares, but they sure 
saw action like the regulars! 

Remember? Roads resembled washboards 
and were murder on tires. A flat or two per 
tour was par for the course. 


It was a time when Motorola was making 
some changes, too. The kind that helped make 
car radio reception what it is today. 

And there’ll be more advances. Because 
when experience is there, so’s progress. 


OMOTOROLA 








Penetration Boost Seen for 61 Line... | 
Buick Going Allout on Special 


By Maynard M. Gordon 
News Editor 


LINT.—Buick is building to a 
mid-October “plateau” for deal- 
er inventories of ’61 cars and is 
geared to step up production of 
Special models 
quickly if the 
new compact 
takes off in re- 
tail sales, 
‘ So said General 
Manager Edward 
D. Rollert last 
week at a press 
preview of the 
new Buick Spe- 
cial and “full- 
size” cars — the 
E. D. Roliert narrowed and 
shortened LeSabre, Invicta and 
Electra (line details are on Pages 
46 and 55). 
Although Rollert shied away 
from the perennial “numbers 
” Buick obviously is bank- 
ing heavily on the revived Special 

to give its dealers a sales im- 

— they have lacked since 1956. 

nofficial Buick projections call 

for production of 160,000 Specials 

and 260,000 big Buicks in the 1961 

model run, compared to 254,000 

in the run just ended. 

General Sales Manager E. C. 
Kennard said Buick would be more 
“flexible” in meeting compact-car 
demand than General Motors com- 
petitors. But again, the Buick offi- 
cial was hesitant about a specific 
forecast of what lies ahead in the 
vicious ’61 market, 

“Our strong point has always 
been dealer profits,’ Kennard told 
Automotive News. “If our dealers 
qualify their prospects into the 


Model Changes 





European Auto Shows 


By George L, Glaser 
European Correspondent 

FRANKFURT, Germany. — The 
European auto industry has pre- 
pared for the annual round of auto 
shows by announcing a number of 
new models and changes in existing 
cars. 

The show season started here 
Sept. 21 with a show that will run 
until Oct. 1. Other show dates in- 
clude: 

Paris, Oct. 5-15; London, Oct. 
18-28; Turin, Italy, Oct, 28-Nov. 8; 
Brussels, Belgium, Jan. 11-22; Am- 
sterdam, Netherlands, Feb. 2-11, 
and Geneva, Switzerland, March 
16-26. 

In Italy, Innocenti, a scooter 
maker, will assemble the Austin 
A-70 under license and Japan has 
announced plans to be represented 
in the Turin show for the first 
time. 

There will be a new, underground 
hall at the Turin show. It will be 
used for trucks and buses with the 
space formerly used for such ve- 
hicles allotted to custom-body mak- 
ers. 

The new models and the 
changes in existing models in- 
clude: 

Ford of Germany will offer some- 
thing new and nice in October. 

Standard-Triumph has added a 
light truck, the Atlas Major. It is 
the popular Atlas with unitized 
body, far-forward control, 
doors and more horsepower, Pay- 
load is 1,200 pounds, 

NSU has released the third edi- 
tion of the Prinz, with nothing new 
on the outside, plenty of mechani- 


cal improvements and a price boost | | 


of about $40. 

A new camshaft and higher 
compression ratio boost horse- 
power by five points and the 
heater has been redesigned, Seats 
have been restyled and the space 
has been increased in the rear 
seat. 

Riding comfort has also been im- 
proved by increasing spring travel, 

using four long-stroked shocks of 
NSU design and including an air 
pillow in each rear coil spring. 

Fiat is planning to put a bigger 
engine in the 600, Auto Union will 
have some new bodies but none 
for the DKW line. Lloyd is testing 
a souped-up Sport Arabella, 

In other news in the European 
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td date are 2 percent above a year 
ago, with the increase since March 
20 amounting to 5 percent. 

“Our sales have risen while the 
sales of every other medium-priced 
manufacturer have declined, some 
of them quite substantially,” he 
added. 

+ * oa 


—. predicted that Buick 
penetration would rise next 
year even if there were to be no 
112-inch-wheelbase compact from 
Flint, with the Special adding cus- 
tomers from three sources: 1. Those 
who want a better-performing 
economy car. 2, Disenchanted own- 
erg of compacts. 3. Chevrolet, Ford 
and Plymouth owners. 

It was learned that Buick hopes 
to come up to dealer announcement 
Oct. 5 with about 10,000 Specials 
on hand, including a liberal sprin- 
kling of manual-transmission mod- 
els. Each Buick dealer is to have 


right model, the Special and larger 
cars will be profit items for them 
this year.” 















* * * 


RICEWISE, Rollert declined to 

comment on a report that the 
Special would list closer to Chev- 
rolet’s Biscayne than to the Impala. 
General Motors prices will be an- 
nounced Oct. 1, probably after Ford 
tips its hand this week at the lat- 
ter’s new-model previews. 

Fresh from meetings here with 
nearly all 3,200 Buick dealers, Rol- 
lert voiced a flat forecast of in- 
creased Buick penetration in 1961, 
while becoming the first General 
Motors general manager to concede 
that his compact may cost some 
big-series business. 

“The new smaller cars are both 
plus and minus,” he said, “with 
more plus for Buick than minus.” 








Rollert said the Buick dealer at- 
titude has improved with sales over 
the past six months. He noted that 
Buick sales for the calendar year 


$494 Price Cut 
On Lancia Sedan 


NEW YORK.—A $494 reduction 
in the price of the Lancia Appia 
four-door sedan has been announc- 
ed by Hoffman Motors Corp., 
United States distributor of the 
Italian auto. 

The New York port-of-entry 
price of the Appia sedan now is 
$2,398, Leather upholstery for the 
car was reduced from $205 to $165. 

The West Coast price of the car 
has been cut to $2,449. 


Anticipate 


auto market, Daimler-Benz has de- 
cided to locate a new plant at 
Woerth, Pfalz, Germany. Ford of 
Germany is still considering the 
site for another plant. 


BMW is increasing production 










Opel will continue to be handled 
by Buick dealers. New models of 


at least one “stripped” Special four- 
door sedan, so as to avoid Cor- 
vair’s experience with high-ticket 


announcement cars last year. 

A four-door wagon wil be the 
only other body style in the Spe- 
cial series at first, but Rollert 
implied that other styles would 
be issued by 1962. Oldsmobile’s 
F-85 and Pontiac’s Tempest also 
will be available from debuts in 
four-door models only. 

Buick officials are guessing at a 
stickshift demand ranging from 10 
to 40 percent on the Special—a far 
cry from the 3,000 manuals sold 
this year on the LeSabre. The '61 
LeSabre, along with the higher- 
priced Buicks, will be automatic- 
transmission all the way. 

* cg + 


 eeraew pointed out that 
Buick has tooled up a separate 
line for the Special here and, to- 
gether with Olds and Pontiac, will 
build compacts at the South Gate 
(Calif.) B-O-P plant. He surmised 
that the new GM compacts could 
be phased into other B-O-P plants 
if the demand warrants. 

Rollert told a questioner that the 


the West German import will be 


announced after the Buick intro- 




























ductory period. However, Buick did 





DETROIT. — Refinement 


let’s 1961 truck line. 

The 1960 chassis redesign, fea- 
turing independent front suspen- 
sion with torsion-bar springing 
and innovations in rear suspen- 
sions, is continued in the 1961 
trucks, “with evolutionary refine- 
ments throughout the line to en- 
hance the ride, handling, dura- 
bility, comfort, and hauling 
efficiency,” said James E. Conlan, 
assistant general sales manager 
for trucks. 

New cab features emphasize a 


Dann Asks End 
Of Chrysler Suit 


Court Moves Continue 
















sliding | * 





of the 700 and, for the first time 
since World War II, the company 
is making money. 


As is its custom, Simca is work- 
ing for an endurance record before 
the auto-show season. An Ariane 
with a new engine is being driven 
120,000 miles, averaging 60 miles 
per hour, around a track in Mira- 
mag in Southern France, 


The engine is a four-cylinder, 
1.3-liter unit with a 80-cubic-inch 
displacement. The engine offers 
more speed and superior endur- 
ance. Its large crankshaft runs in 
five main bearings. 


not show the press the ’61 Opels 
at the preview here. 

The Buick chief said the clean- 
up for his dealers was proceeding 
“satisfactorily” despite a higher 
inventory than they held last fall. 
He said that he wouldn’t be sur- 
prised if Specials were in short 
supply for the first few months 
of the model year, even with 
Buick’s production adaptability. 

Rollert said the Special should 
provide 30 to 40 percent more fuel 
economy than the LeSabre. He sub- 
mitted for press contemplation the 
(Continued on Page 61, Col, 4) 


On Two Other Fronts 


By Kenneth C. Kelley Jr. 
Staff Writer 
Ewes action on the Chrysler 
case continued on three fronts 
last week, 

Sol A. Dann, Detroit attorney 
and leader of the antimanage- 
ment forces, filed for dismissal of 
the $30-million libel and slander 
suit filed against him by Chrys- 
ler Corp, 

The deposition hearing in which 
Chrysler attorneys questioned Dann 
on two of his suits against the 
company was adjourned after two 
sessions which produced little in 
the way of new information. 

In the third action, lawyers for 
a New York stockholder were 
scheduled to file papers to support 
the demand that Chrysler officials 
appear for a pretrial examination. 
Chrysler attorneys requested and 
received a delay in the proceeding 
until this Friday (Sept. 30). 

* a + 





7S suit in question was filed by 
Robert Markewich, holder of 
about 100 shares of Chrysler stock. 
As yet, the Markewich group has 
not made public charges against 
Chrysler management, 

Meanwhile, E. C. Row, Chrysler 
first vice-president and one-time 
head of Chrysler of Canada, was 
quoted as saying the probe of 
Chrysler officials for possible con- 
flicts of interest had not in any 
way involved any executives of 
the Canadian subsidiary. 

In addition, Alvin McEvoy, pres- 
ident of Great Lakes Forwarding 
Co., Detroit, branded as false the 
charges which have brought his 
name and that of his company into 
suits against Chrysler, 

* * * 


ETROPOLITAN CONVOY, a 


Dealers Pool Efforts to Sell Cars— 


Three Spokane (Wash.) dealers, Bill Brown Plymouth, Inc.; George R. Jones Co., and 
Liberty Motors, Inc., combined to stage a successful “warehouse” sale, above, at the 
Spokane Armory. The three-day promotion netted the sale of 30 Plymouths and Val- 
iants. Persons attending the sale were considered prime prospects since the center of 
attention at ‘the armory was cars. There were no traffic builders such as free gifts and Pennsylvania haulaway firm, 
entertainment. This, according to the dealers, gave salesmen time to spend with bona-| has sued Chrysler, charging that it 
fide customers. A similar Plymouth-Valiant sale was staged by Roy Burnett Motors,| was shuffled out of the haulaway 
Billingsly Motors, Alexander Motors and Chrysler City in Portland, Ore. The Portland| business for the Newark (Del.) 
dealers advertised heavily in local newspapers and on radio and television, with the| plant in favor of Great Lakes, 
truckload shipment as the theme. It is estimated that the dealers sold 100 cars during One of the Dann group’s suits 
the weekend promotion. (Continued on Page 63, Col, 1) 































Chevrolet Improves Truck Suspension— 

Refinements in the suspension system introduced in the ‘60 models, modest front 
styling changes and improvements in chassis and cabs mark the ‘61 Chevrolet truck 
line. New optional equipment includes a temperature-controlled hydraulic-fan drive, 
crankcase-ventilating system and additional two-speed axle raties. 

ar oe * 


Three 4-Wheel-Drive Units 
Added to Chevy’s 61 Trucks 


in the 
chassis design introduced a year 
ago, further expansion of models 
and styling changes mark Chevro- 


lower and narrower floor tunnel on 
most light-duty models for improv- 
ed foot and leg room with the 
three-speed or Powerglide trans- 
mission. 

New optional equipment includes 
a windshield wiper-washer combi- 
nation with two-speed electric wip- 
ers, and a comfort package which 
includes a six-inch foam rubber 
seat and special body insulation. 

The 1961 line include three new 
four-wheel-drive models for light- 
duty, maximum traction applica- 
tion. The 127-inch wheelbase, %-ton 
vehicles are available as cab-chas- 
sis, wide-box pickup and conven- 
tional box-pickup models rated 
from 4,900 to 5,600 pounds gross ve- 
hicle weight. 

All four-wheel-drive units for 
1961 feature a new 10-inch diameter 
clutch, standard three-speed trans- 
mission, and 7.10x15-inch tires on 
the %-ton models. 

Styling refinements for all ex- 
cept tilt-cab models include a new 
frontal appearance, new group 
classification nameplates and new 
seat trim design. Eight new ex- 
terior colors are offered. 

Higher net engine power, fast 
warmup and increased economy 
result from a new, optional tem- 
perature-controlled hydraulic fan 
drive for light-duty models with 
the V-8 engine, Conlan said, The 
fan is disengaged unless it is re- 
quired by radiator air tempera- 
ture, he added. 

Chevrolet also will offer an op- 
tional crankcase-ventilating sys- 
tem. It will duct unburned hydro- 
carbons from the crankcase to the 
inlet manifold, where they are fun- 
nelled into the combustion chamber 
and burned with the fuel mixture. 

Among modifications made late 
in the 1960 model run on certain 
models and now incorporated 
across the entire line are: 

Revisions in heaters to provide 
cab temperatures up to 10 degrees 
warmer at normal operation 
speeds; increased capacity torsion 
bars for most medium and heavy- 
duty trucks for normal, severe and 
extra-severe service; new optional 
heavy-duty 12-leaf rear springs 
with ground capacity of 19,500 
pounds each for tandem axle mod- 
els, and redesigned four-wheel- 
drive lockout hubs to withstand 
greater torque. 


Maine Dealers 
Elect Williams 


ROCKLAND, Me.—Roger L. Wil- 
liams jr., Auburn, was elected pres- 
ident of the Maine Automobile 
Dealers’ Assn. at its three-day 16th 
annual convention here. 

Other officers named: John E. 
Barrett, Biddeford, vice-president; 
Norman L. Woodbury, Winslow, 
second vice-president, and William 
V. Hood, Auburn, secretary. 

About 150 dealers attended the 
sessions. George H. Davis, National 
Automobile Dealers Assn. director 
for Maine, was toastmaster at the 
closing banquet. 
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Vital in Selling Today, Says Chesebrough .. . 
Upgrade Operations, 


Wis. Dealers Urged 


important in another way also and 
this igs to attract new buyers either 
for the first car or for a second or 
third car,” 

During the ’50s, Chesebrough 
said, Americans showed their re- 
bellion at the regimentation that 
had been forced on them during 
the war years. 

“We wanted the biggest, fastest, 
the best, if for no other reason than 
to re-establish to ourselves and to 
the world that if we wanted it we 
could have it. We wanted orna- 
mentation and ostentation and 
sometimes it appeared we wanted 
them just for the sake of it. 

“Americans have had a fling in 
the '50s. We have shown the world 
and satisfied ourselves we could 
have what we wanted, when we 
wanted it, just because we wanted 
it. 


MILWAUKEE. — Auto dealers 
must upgrade selling techniques to 
satisfy buyers who have changed 
their tastes from the “ornamenta- 
tion and ostentation” of the ’50s, 
Harry E. Chesebrough, Plymouth- 
DeSoto-Valiant general manager, 
said last week. 

Speaking at the annual conven- 
tion of the Wisconsin Automobile 
Trades Assn., he suggested that 
dealers develop “more efficient, 
more productive, more flexible or- 
ganizations and methods, 

“The philosophy of customer ap- 
proach and customer handling must 
be upgraded to satisfy their desire 
for extra special consideration,” he 
added. 

Chesebrough said the manufac- 
turers recognize that motorists to- 
day “know what they want and 
they expect to get it on their own 
terms.” 

He described the new period 
which the industry has entered as 
a time “where value, function and 
quality are of paramount impor- 
tance.” 

“The products which they (man- 
ufacturers) have brought to mar- 
ket and are bringing to market are 
expressions of development pro- 
grams initiated to accomplish these 
goals.” 

He said the consumers want 
quality of product as well as 
“tangible and intangible quality” 
of service and sales contact. 

“Quality of customer treatment is 


Stop Selling Cars, 
Filling Stations 
In N. M. Warned 


SANTA FE, N. M.—Motor Ve- 
hicle Department inspectors have 
begun a systematic check in Al- 
buquerque on filling stations selling 
cars without a dealer’s license, ac- 
cording to Benny Sanchez, com- 
missioner. 

He said 68 operators there were 
warned in a two-week period. Sta- 
tion managers were cautioned that 
if further violations are discovered, 
charges will be filed. 

Sanchez said filling stations can- 
not qualify to sell vehicles because 
the dealer’s statute stipulates that 
the sale of vehicles must be the 
principal business of the establish- 
ment. 

Discovery of an auto theft ring 
in Albuquerque led to the checkup, 
the officials said. 

The penalty for selling cars with- 
out a dealer’s license is a fine of 
$50 to $5,000 or six months to one 
year in county jail. 

New Mexico new and used-car 
dealers associations requested the 
checkup, Sanchez added. 


Chrysler Dealers 


Go Down River 


ST. LOUIS. — A ship was the 
place chosen last week for the un- 
veiling of the 1961 Chrysler-Imperi- 
al line before 900 dealers from 15 
states. 

William Walsh, St. Louis regional 
manager for Chrysler and Imperial 
Division, was host at the preview 
on a cruise down the Mississippi 
River. 

The meeting employed the facili- 
ties of the ship’s dance floor, which 
had been specially fitted out as an 
auditorium for the event. A com- 
plete production with a New York 
cast was presented to the dealers 
and a luncheon was served during 
the cruise. 

Speakers included Clare E. 
Briggs, general manager of the di- 
vision, and E. M. Braden, division 
general sales manager. 

























“But during the fling, consumers 
learned to put the automobile in 
its proper context,” Chesebrough 


Romney Receives Award 

NEW YORK.—George W. Rom- 
ney, president and board chairman, 
American Motors Corp., was one 
of six business executives named 
to receive the first annual Eastman 
Achievement Awards, in recogni- 
tion of their outstanding contribu- 
tions to the progress of industry 
and the nation, 
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Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $10 last week to $917, according to Automotive News’ 
index. 

This was the lowest average price recorded by the index since 


mid-October, 1958. 

Only two models ran counter to the downward trend: Both ’57s 
and ’56s saw their averages increase by a modest $3. Losses were 
recorded at $4 on ’59s, $5 on ’54s, $8 on 53s, $10 on ’55s and ’58s 
and $46 on ’60s. New lows were recorded for ’59s, ’58s and ’54s. 

At a group of representative auctions last week, the sales ratio 
was 67.2 percent, compared with 73.1 percent a week earlier, This 
was the lowest ratio record in two months. 

Auction reports begin on Page 51. 





plish this latter goal. They want 
all of this with more quality at less 
cost. They are sophisticated buy- 
ers.” 


Chesebrough said that contrary 


continued. “They now know what 
they want, what they want it to 
do and under what circumstances 
they want to get it. 

“Our customers are not willing 


to give up the reliability, the 
basic comfort, the fundamental 
convenience or the basic style. 
They still want the automobile 
to be something they can be 
proud of but they want it to rep- 
resent more functionalism, want 
it to have more utility for many 
needs. 

“They may even be willing to 


to all business forecasts, since 1955 
the industry has remained at 
a plateau of six million car sales 
per year. 

He said that the challenge facing 
dealers and the industry is to move 
off the plateau. 

“The new nameplates and the 
new styled products being intro- 
duced this fall may supply that 


have more than one car to accom-! extra impulse to the consumer to 








buy and this may be the year that 
we move upward,” Chesebrough 
concluded. 

In an interview, Chesebrough 
took issue with critics who claim 
auto makers use “forced obso- 
lescence” to increase sales. 

He said his division would con- 
tinue to make changes from year 
to year as styling tastes shifted, 
and insisted that this “is not 
change for change sake.” 

One newsman pointed out that 
American Motors Corp. had launch- 
ed a program of restricting Ram- 
bler style changes in an effort to 
reduce obsolescence and with a 
view to taking sales from its Big 
Three competition. 

“Mr. Romney is a man of integ- 
rity, but I still don’t think he can 
replace Plymouth in the Big 
Three,” Chesebrough said, “We've 
got some ideas of our own, you 
know.” 

Leonard F., Rohrbach, Milwau- 
kee, was elected president of the 
association for the next year. He 
succeeds Arthur F.. Gilsdorf, Fond 
du Lac, 

Romain Schaub, Waukesha, was 
named first vice-president; Donald 
G. Berg, Menomonee, second vice- 
president; George Petry, Manito- 
woc, secretary-treasurer. 

Louis Milan, Madison, was re- 
elected executive vice-president. 


ENJAY BUTYL RUBBER... 


Parts made of high performance Enjay Butyl rubber are to be found on every 
one of today’s U.S.-made cars! Over 100 applications . . . dozens of separate parts 


on some cars! 


Buty] was selected because of its many outstanding properties... 


Resists weathering, sunlight, ozone, moisture, mildew — in weather-stripping, 


seals, convertible tops and other parts. 


Deadens vibration and sound Smooths the ride — in tires, tubes, and drive-shaft 
insulators. Muzzles squeaks — in shims, sheet-metal seals and insulation. 


Absorbs shock Dynamically softer as well as shock absorbent — cushions bodies, 


bumpers, and motors. 
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AUTOMOTIVE WASHINGTON 


Washington Calls Delay 


On Antismog Devices 


By William Ullman 
Washington Bureau Chief 
HE three commissioners who run the District of Columbia 
have turned thumbs down on a proposal to require inex- 
pensive “blowby” devices installed on all model 1962 cars and 


after, sold in Washington. But¢ 


the matter is not closed. They 
agreed in effect to wait until a 
California state agency has set 
standards for 
antipollution de- 
vices, tested them 
and certified at 
least two as prac- 
tical, trouble-free 
and reasonable in 
cost. 

After that, the 
California results 
will be verified in 
Washington. 

Outcome of the 
delay could mean 
that the commissioners will eventu- 








ally decide in favor of some more 
expensive exhaust-fume purifier 
than the “blowby” device, which ad- 
mittedly fails to remove all the 
fumes which pollute the air. 

If, on the other hand, the blowby 
gadget proves effective during the 
California tests, Washington’s local 
government might then require its 
installation on 1963 model cars. 

The commissioners did accept 
proposals to pull cars off Wash- 
ington streets which emit “exces- 
sive” exhaust fumes. If exhaust 
fumes obscure the background by 
40 percent or more, Washington 
cops will ticket the owner and 


order him to a Motor Vehicle | conflicting regulations —and the | of 11 percent occurred in auto ac- 


Test Station within 72 hours. 

If the car passes inspection, the 
ticket will be cancelled. If the car 
fails to pass, the owner will have 
10 days to correct the trouble—or 
face charges on a misdemeanor. 


The D. C. government acted in 
the belief that automotive air pol- 
lution “seriously menaces” the 
health, safety and comfort of Wash- 
ington citizens, 

It is expected that any action 
taken in the federal city will be 
observed carefully by other munici- 
palities, many of which are strug- 
gling against an even more critical 
air pollution problem than is Wash- 
ington. 

+ * * 


Transit Ills Tackled 


T LONG last, the President has 

signed a resolution passed by 
Congress to permit Maryland, Vir- 
ginia and the District of Columbia 
to sign a compact to regulate 
transit service throughout metro- 
politan Washington. 

Ever since the World War II 
population explosion here, when 
residents began spilling over into 
nearby Maryland and Virginia, 
there have been several bus lines 
serving commuters. They operate 
under a jumble of confusing and 


commuters have suffered. 

The new law permitting D. C. and 
adjoining states to set up their own 
interstate commission should result 
in better fare and transfer arrange- 
ments, joint operation of routes by 
more than one company, and im- 
proved traffic conditions. The vari- 
ous governments are expected to 
form a compact shortly. 

Meanwhile, the National Capital 
Transportation Agency, charged by 
Congress with developing a subway 
and rapid transit system for Wash- 
ington, began work last week. 
Heading the agency is H. Holmes 
Vogel, retired telephone company 
executive. His group must plan the 
subway, figure out how to pay for 


it, and submit the data to Congress. 
* * * 


Auto Thefts Rise 


Avr thefts last year rose 2 per- 
cent over 1958, according to FBI 
Director J. Edgar Hoover. 

In the FBI’s Uniform Crime Re- 
ports for 1959, Hoover says that 
thieves stole more than $500 mil- 
lion last year. Almost one-half the 
stolen valuation represented auto- 
mobiles. A high recovery rate of 
92 percent, however, cut the net 
loss to only 8 cents on the dollar. 

While car thefts rose, Hoover re- 
ports that “a significant decrease 
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is used on all 1961 U.S. cars! 


Beats the heat Stands up in under-the-hood service — in radiator 


hose, firewall grommets, hood bumpers, and gaskets. 


Resists tear, flex, abrasion Checks deterioration—in cable bushings, 


accelerator bellows, pedal pads and gear-shift lever boots. 


Enjay Butyl rubber is second to none in good looks... it’s easy to 
color and finish smoothly. For more information contact the nearest 


Enjay office. 


EXCITING 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 


NEW PRODUCTS THROUGH PETRO-CHEMISTRY 





Home Office: 15 West 51st Street 


New York 19, N. Y. 


Detroit Area Office: 


17860 West 8 Mile Road 


Southfield, Mich, 





cessory thefts in 1959.” 

The FBI's definition of auto 
theft includes stealing or driving 
away and abandoning a motor ve- 
hicle, including so-called joy-rid- 
ing thefts. It excludes taking a 
car for temporary use when ac- 
tually returned by the taker. 

Teen-agers accounted for much 
of last year’s car theft. 

“The seriousness of the juvenile 
delinquency problem,” comments 
Hoover, “is pinpointed. by the dis- 
proportionately large involvement 
of young people in certain crimes. 
In auto theft, persons under 18 
years of age made up 64 percent 
of all arrests.” 

Juvenile arrests increased 2% 
times as fast as the juvenile popu- 
lation grew, indicating a real in- 
crease in teen-age crime. 

Only 26 of each 100 auto thefts 
were cleared by arrest in 1959, since 
So Many cars were abandoned by 
thieves after a short “joy-ride.” Of 
persons charged with auto theft, 
67.5 percent were convicted. 

November remains the most pop- 
ular month for car stealing, while 
murder and other kinds of theft 
reach their peak in December. Rape 
and aggravated assault were most 
frequent in August. 

* * + 


Driveaway Clean Bill 


ie A recommended report and 
order, an Interstate Commerce 
Commission examiner has discon- 
tinued proceedings against Richard 
Mock Motors, Driveaway, Kansas 
City. 

Mock’s principal business is buy- 
ing and selling cars at auction. Fre- 
quently, he buys a late model or 
new car at a Kansas City auction, 
advertises for somebody to drive 
it to the West Coast, and passes 
title to the West Coast dealer at 
that time. Only occasionally, found 
ICC, has Mock acted as an agent 
for a California dealer. 

The question was whether 
Mock, in acting as agent, was en- 
gaging in transportation of auto- 
mobiles as a common or contract 
carrier. The ICC examiner de- 
cided that he was not. 

For one thing, Mock did not hire 
the same drivers again and again. 
The people who answered his ads 
to drive cars West were bona fide 
travelers. In addition, the examiner 
found that Mock’s primary business 
“is the buying and selling of auto- 
mobiles, and that the transporta- 


tion thereof is for his own account.” 
7 a + 


AMA Sponsors Studies 


EEN students sponsored by the 

Automobile Manufacturers Assn. 
are among the 48 foreign highway 
engineers who have enrolled for 
post-graduate training under the 
1960-61 fellowship program of the 
International Road Federation 
here, 

The ten AM A-sponsored stu- 
dents are James A. Watts, Aus- 
tralia; Raoul Schaballie, Bel- 
gium; Guido Radelat, Cuba; Chan 
Nai Keong, Hong Kong; Claudio 
Podesta, Italy; Hassan Ayyad, 
Lebanon; Ragnvald Sagen, Nor- 
way; Henricus Getrouw, Suri- 
nam; Marwan El Sati, United 
Arab Republic, and Ting Weng 
Hui, Malaya. Universities being 
attended are Yale, Ohio State, 
Northwestern, and Purdue. 

The current crop of 48 fellowship 
students is the largest for any sin- 
gle school year since the IRF' pro- 
gram began in 1949, After complet- 
ing their academic year, the road 
engineers will tour United States 
highway and industrial facilities. 

ok * + 
AD-X2 Again 

NVENTOR Jesse M. Ritchie, 

president of Pioneers, Inc., Oak- 
land, Calif., has agreed to a Fed- 
eral Trade Commission contest 
order barring his firm from adver- 
tising that its AD-X2 battery addi- 
tive has been tested and approved 
by the United States Government. 


* * * 


Better Mousetraps? 


Qris. looking for a hot automo- 
tive invention to manufacture 
and peddle? The September 1960 
Products List Circular, available 
free from the Small Business Ad- 
ministration, is full of them. 

This month’s inventions include 
a dashboard picture frame; a two- 
speed fuel injector; auto hat rack; 
luggage carrier, and a garage door 
opener. 


Write any SBA office for a copy. 








FOR SMOOTH SELLING IN 61 
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1961 CHEVROLET LIGHT-DUTY MODELS ARE HERE TO BOOST SALES with work-proved Torsion- 
Spring Ride, famous gas-saving 6’s and V8’s, roomy Comfort-King cabs, spacious bodies that carry 
more cargo, and much more! 1961 CHEVROLET MEDIUM-DUTY MODELS offer work-more 
advantages by the score, including owner-acclaimed Torsion-Spring Ride, economy-minded V8 or 6 
power, heavy-duty frames, axles and transmissions, easy-wheeling LCF’s, big-payload tilt cab models! 





The ride that’s shortened every route in America—now work-proved by nearly 300,000 owners! 
A gigantic advance in trucking began just a year ago, when the first Torsion-Spring Chevy 
nosed out onto a highway. With a vastly different truck design, featuring torsion-bar inde- 
pendent suspension, this totally new Chevy did just about everything better. And it caught on 
fast. So fast, in fact, that already there are nearly 300,000 Torsion-Spring Chevies putting out 
this new kind of working ability on tough jobs all over America. It’s been a bright truck-selling 
year for Chevy dealers and the year ahead looks even brighter! 


More models, more worth and more working ability. More reasons for record Chevrolet truck 
sales in ’61! Chevy dealers will be offering buyers more kinds of trucks, and better trucks, than 
ever before—189 models for virtually every hauling chore in the book. It’s a longer, stronger 
line including three new long-wheelbase 4-wheel-drive models, sturdy Stepside and Fleetside 
pickups, spacious panels, versatile Suburban Carryalls, handy Step-Van and forward control 
chassis, tough chassis-cabs of all sizes, mountain-moving tandems. With work-proved Torsion- 


Spring Ride and the finest of engines, cabs and chassis components, these Chev- ene 


rolet trucks for ’61 are out to do the best job ever for buyers and dealers alike! 
Chevrolet Division of General Motors, Detroit 2, Michigan. 








1961 CHEVROLET HEAVY-DUTY MODELS come equipped to win a lion’s Share of the 
big-truck market with more premium components than any other trucks in their 
class! Included are tough Torsion-Spring Ride, the best built big-tonnage V8’s in 
the business, massive K- and X-braced frames, rugged 18,500-lb.-capacity rear 
axles, variable-rate rear springs and advanced-design, big-muscled tandem units. 
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Correspondent George L. Glaser Writes . . . 
Auto Letter from Europe 


WOLFSBURG, Germany. — The 
United States continues to be 
Volkswagen’s best customer by far. 


In its annual report, VW an- 
nounced that U. S. dealers took 
32.7 percent of the vehicles ship- 
ped abroad. VW production in the 

fiscal year was up 25.9 percent 

and accounted for 40.5 percent of 
all auto output in West Germany, 
the company added. 

VW also said that Sylvan Ave. 
Corp., Englewood Cliffs, N. J., 
which it founded and in which it 
has invested $400,000, will erect and 
maintain VW administrative head- 
quarters for the U. S. market. 

Competition increased consider- 
ably during the past year, the re- 
port continued, with the stiffest op- 
position coming from the Renault 
Dauphine, rather than other Ger- 
man makes. 

It also hag been announced that 
sale of six million shares of VW 
stock, valued at about $145 million, 
will begin in January. Foreigners 
will be able to participate “to a 
certain degree,” it was said. 

The company said it still is in- 
vesting heavily in plant facilities 
and hopes to achieve a better 
balance between supply and de- 
mand in 1961. 

Ford apparently has taken the 
lead in the Ford-Opel race, pioneer- 





Name Signs in Service Department \ ore 


ing in new styling and other items. 
Opel, which doesn’t seem used to 
stiff competition, is more or less 
trying to follow the trend of Ford’s 
1959 models. 

In October Ford may introduce 
cars featuring a radical departure 
from its usual styling in Germany. 

BMW is now ready with a small 
gas turbine which weighs about 80 
pounds. While an automotive in- 
stallation has not been announced 
but may be possible, BMW has de- 
livered some of these turbines to 
a glider maker for use ag auxiliary 
power. 

The extra cost of the 45-horse- 
power sports engine in the BMW 
700 coupe will be $85 and not $250, 
ag previously reported. 


Some of the new six-cylinder 
Borgward cars scheduled for early 
shipment to the U. 8S. will be equip- 
ped with air suspension designed 
by Robert Bosch. 

It is described as an open-circuit 
system which does not reuse the 
blown-off air. The air compressor 


No ‘Hey Yow’ Here 


By Albert S, Keshen 
Specia] Correspondent 

ASBURY PARK, N, J. — Name 
identification signs over service- 
men’s benches and at the order 
desk make a hit with both em- 
ployes and customers of Park 
Chevrolet, Inc. ° 

Shop visitors can address em- 


10 by 


the workers and impressing the 
public with the stability of the 
firm, which hag been on the same 
corner site for 32 years. 

Park has 18 of these signs for 


to extend identifications signs 
the salesmen’s desks in the show- 
room and to the office workers. 
“These name signg are only one 
indication, however, of our good 
labor relationships and the long 
periods of employment of most of 
our People,” said M. E, Harris, 
t. 


“Our folks are well paid and 
all factory 


So Customers Know— 


Customers of Park Chevrolet, Asbury 
Park, N. J., can address mechanics by 
name, thanks to large identification signs 
over servicemen's benches. 





for our staff of about 40 em- 
ployes.” 

That such management principles 
are paying off is evidenced by the 
rising volume of the parts depart- 
ment under Bruce Brandt, parts 
manager, with an inventory of 
about $75,000, making it one of the 
largest in the area, Wholesale 
parts deliveries are made in two 
counties, Monmouth and Ocean. 

Park is one of the few dealer- 





Se eer 


Who's Who in Shop— 

Vern Edwards, service manager at Park 
Chevrolet, Asbury Park, N. J., has been 
with the firm a quarter-century, as his 
name identification sign attests. Firm plans 
to extend use of such signs to its sales 
and office personnel. 

+ * * 

ships which maintains a separate 
new-car service department in its 
own garage a block away from the 


'}main building and in charge of 


Harry McDowell, new-car foreman, 
who is a 28-year employe, All new 
models are serviced there before 
delivery. 

The dealership also maintains 
two used-car 
away, with a separate lot for cus- 
tomer parking. It has nine used-car 
salesmen. 

Behind this setup is a diversified 
promotion effort. In addition to 
heavy newspaper space, the dealer 
takes six radio spots daily, It’s 
been on the air for the past 10 
years. 

Park goes all out in its effort 
to be of service to the public at 
civic affairs and pageants for 
which this shore resort city is 
famous. The dealer provides con- 
vertibles to municipalities for 
civic parades and furnishes floats 
and transportation to organiza- 
tions at pageants, 

Good use is made of two bill- 
boards which are placed at strate- 
gic highway locations. 





lots some distance| 


is driven by a belt and lubricated 
from the engine's pressure system. 
* + 


New Highs for Opel 

r= sales, profits and capital 
improvements set new records 

in the last 12 months, and judging 

from construction under way at the 

plant here, these marks may fall 

again. 

At the moment Opel, second to 
Volkswagen in German volume, 
has a maximum production ca- 
pacity of about 350,000 units a 
year. By 1963 its hopes to be able 
to turn out 700,000 cars and 
trucks annually. 

Among the new facilities expected 
to be completed here soon is a cen- 
tral parts depot said to be the most 
modern in the world. 

Although nothing has been re- 
leased yet about the vehicle pro- 
gram, it can be assumed that the 
six-cylinder Kapitan and the four- 
cylinder Rekord will have some 
new features before the year is out, 
with some additional surprises for 
the German auto show in the fall 
of 1961. os 

+ * & 


Ford Readying German Six 


T COLOGNE, Ford is said to 
have finished preparations for 

its first six-cylinder engine. It may 
be for the rumored Taunus 19-M, 
and indications are that it is a 
smaller six than that made by Opel. 
Meanwhile, the Taunus 17-M sta- 
tion wagon is showing an increase 
in popularity since the vehicle was 
used on a widely publicized trip 
through the Latin Americas by 
Bodo Fischer, a German journalist. 

* + * 


Daimler Reports on Exports 


/ADGSR-BENZ has announced 
that most of its exports go to 


the United States (mostly sixes), 
Sweden, Belgium, Austria, France, 
Switzerland, Canada, Holland, Aus- 
tralia and South Africa in that 


order. f 
The chtef importers of D-B 
trucks, the added, are India, 


Finland, Argentina, Denmark, 
Austria, Belgium, France, Brazil, 
Sweden and Turkey. 

Daimler-Benz said its daily pro- 
duction now is up to 702 units, of 


which 459 are cars. 
+ * * 


Changes Made by Borgward 
CARL F. W. BORGWARD, 
owner of the Borgward, Goliath 
and Lloyd auto factories, has an- 
nounced that organization, service 
and advertising problems of all 
three plants now will be handled by 
a coordinated group. 

He also announced that during 
the first six months of 1960, his 
firm’s output increased by 28 per- 
cent. A new assembly plant will be 


¥ | built in South Africa, he added. 
- * m 


* * * 


Holdens on the Way? 


JCROPEAN dealers expect Gen- 
eral Motors to import left-drive 
Holdens into some European coun- 
tries directly from Australia, 

+ * + 


It Helps in Alps 
GoLax, of Duesseldorf and Ber- 
lin, offers an automatic altitude 
corrector for carburetors which 
aids in mountain driving. 
* * 
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Van Ness Landmark Goes Import— 


British Motor Car Distributors, Lid., has moved into the McAlister Buick Bldg. at Van 
Ness and Clay Streets in San Francisco. According to Kjell H. Qvale, BMCD president, 
the building was purchased from James W. McAlister for approximately one million 
dollars. The move into these larger quarters will enable BMCD to consolidate its retail 
business into one sales and service unit, Qvale said. The building will serve as the 
firm's central office, showroom and service and parts departments. j 











Auto Center Moves into New Home— 

Auto Center (Volkswagen) has moved into this modern showroom-garage in Auburn, 
Me. The facility replaces cramped quarters in downtown Lewiston. The building con- 
tains 7,500 square feet of sales and service area. It features eight service stalls, a 
parts department and a separate engine and transmission shop, according to Roland 
R. Maheu, president. 





Volvo Adds 30 Dealers... 


Import-Car News Notes 


another new model—the P-1800 
Sports coupe—next January, Bees- 
ley said. 

He also announced the appoint- 
ment of these three dealers: 

Continental Imported Cars, 8016 
Ogontz Ave., Philadelphia; Morris 
County ete rates Hr 
«| Parsippany, N. J., and napolis 
in 29 states covered by the firm ST otee mina 10566 Metropolitan 
decided something was needed to Ave., Kensington, Md. 

beef up both sales and the dealer at aes 
organization, 

The decision to import the Spe- Jaguar 
cial was made at a meeting with} FAGUAR will continue to offer in 

the 1961 model year the same 


Volvo executives in Sweden, he 
added. cars marketed in the current year. 

Besides creating a wider saleS|'They include the 3.8 sedan, Mark 
market, Beesley continued, the car| Tx sedan and the XK-150 sports 
“has attracted a wider volume of| car. 
dealers who were looking for an * * & 
import in this price bracket Rootes 
($1,895).” 

Volvo is scheduled to introduce ONALD L, EMMETT, Islip, 

N. Y., has been appointed re- 
gional manager 
for Rootes Mo- 
tors, Inc. 

Emmett’s terri- 
tory will include 
the five boroughs 
of New York 
City, Long Is- 
land, Westchester 
County and the 
lower Connecticut 
area, 

Emmett re- 
Places Beverly 
O’Dell, who has been named New 
York sales manager for the recent- 


ee dealers have been added 
by Volvo Distributing, Inc., 
since the introduction of the Volvo 
Special in the American market 
last June, according to Dave Bees- 
ley, sales manager of the firm. 


he and regional sales managers 









‘Easterners’ Go 
Most for Pickup 
Of Cars Abroad 


NEW YORK. — Seventy-five per- 
cent of Rootes cars bought by 
Americans for overseas delivery 
are purchased by persons living 
east of the Mississippi, a survey by 
the British auto firm has showed. 

Robert Wimbush, Rootes’ man- 
ager of overseas sales, said New 
York State residents made the/ly introduced Hillman-Commer 
most purchases, accounting for 30| %-ton truck. 
percent of the total. California was oe 7-9 


second with 19 percent. British Motor Corp. 


He said 79 percent of the buyers 
were men, most of them in the “og ae ae eon — 
30-39 age group. Those under 21) | 406d 7 io al P., — fe 
accounted for 2 percent and those| tos\for the corporation's produc- 
65 and over for 8 percent, Wimbush tion and exports. 


added. The average age was 35. 
i According to Sir Leonard, fig- 
Wimbush said teachers account ures for the year ended July 31, 


ed for 12 percent of the buyers, eal 
followed by insurance men, brokers, 656,571 nen produced 


aviation personnel, journalists, ‘ 
psychologists, accountants, botan- “This re an inerense Of 35 per- 
ists, tailors, plasterers, beauticians |°°"t ©" last year’s total of 486,048, 
on d loggers ’ — a Eee oe mee = 
. previous bes t—504, vehicles in 
cae ee nae 1p i oo By Ft os financial year 1957-8,” Sir Leon- 
’ , said. 
25 percent of the sales. Last year’s = 
favorite, the Hillman Minx, was) .i4” 7°, /ast annual — 
second with 21 percent, The United oon a Se h Aneeene nas coo 
Kingdom was the most popular ch -” conaan's i mer rs asp a 
pickup point, he added, followed | than, 100,000 units in the current 
by France, Switzerland and Spain. year.’ In fact they have proved to 
i - ee be appreciably higher—110,340.” 
Sir Leonard said engine sales to 
manufacturers overseas, mainly in 
the United States and Germany, ex- 
ceeded 11,000 units. 


* * * 


Volkswagen 


: SOME 5,683 Volkswagen vehicles, 

valued at $10 million, were im- 
ported through the Port of Toledo 
through Aug. 31. 

This is almost half of the 12,- 
000 Volkswagen vehicles sched- 
uled to be brought to Toledo be- 
fore the close of the 1960 shipping 
season in mid-November. 

j Conrad Kolbow, traffic manager, 

G. Hobelmann & Co., said the 
Volkswagens brought to Toledo are 
shipped to dealers in Ohio, Michi- 
gan, Indiana and Kentucky. 

So far this year, more than 300 
Volkswagen engines have been re- 
turned on ships from Toledo to the 
German firm’s factory for recondi- 
tioning. Replacement engines also 
have been imported. 
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‘61 Auto Excitement Due 
To Reach High Point 


_— show time is just around the corner. Judging by 
the new models, this will be one of the years when 
the showmanship of the auto industry will have solid back- 
ing of new cars worth showing off. 


And, as one auto maker put it, “public interest in the 
mechanical features of cars has returned with a ven- 
geance.” 


Just a few years ago, the stylists had it all their own 
way. Nothing much mattered but the appearance of the car. 
Cars got so low that it looked like there would be a big 
market for power shoehorns to get people in and out of 
cars. And on the road, cars began to get as unwieldy as 
marine cruisers. 

Now it is evident that the public wants autos that are 
mechanically able to perform the function of cars; cars 
that are nimble in traffic as well as on the open road. 


The new models seem to be designed especially with this 
in mind. There are many engineering innovations to feature 
in auto shows. Incidentally, special efforts should also be 
made to demonstrate these on the road. 


Not that styling has been neglected this year. As a matter 
of fact, the 1961 models are among the best-looking cars 
we’ve ever seen. They look functional. They look like 
er oe do what cars should do. They look like fine auto- 





The more you see of the cars, the more auto excitement 
= into your blood; the more you get that old new-model 
ever that is a vital part of the auto business. 


baa 





Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Oct. | — Montana Automobile 
ie alers Assn., Rainbow Hotel, Great 
‘alls, 

Oct, 15-17—Texas fen then Automo- 
bile Dealers Sheraton-Dallas 
Hotel, Dallas. 

%& Oct. '22-24—Arkansas Automobile Deal- 
ers Assn., Hotel Marion, Little Rock. 
Oct. 23-25—Automotive Trade Assn. of Vir- 

ginia, Hotel Roanoke, Roanoke, 

~. 25—New Jersey Automotive Trade 

, Chalfonte-Haddon Hall, Atlantic 


Cin” 

Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. nnecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Nov. 16—Rally Day for Profits, Automo- 
bile Dealers Assn. of Alabama, Birming- 


ham 

Dec. "5 Utah Automobile poaiees Assn., 
Newhouse Hotel, Salt Lake City, 

Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotei, 


A 8 Feb. 1 — National Automobile 
Dealers Assn., n Francisco, 

March 13-14—Louisiana Automobile Deal- 
ane Assn., Roosevelt Hotel, New Or- 
eans. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 1416—| daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23 — Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


Auto Shows 


%& Sept. 21-Oct. I—Frankfurt Auto Show, 
an ee 
esis I—Commercial Motor Show, 
rl's CaK. London, 
6-16—Paris Automobile, Bicycle, Mo- 
“aes and Sports International Ex- 
poenen Grand Palais, Paris. 
8-23—Dallas Auto Show, Texas State 
Toiensmaas Dallas. 
Oct. 1416— Empire Motor Show, Denver 
Coliseum, Denver, 
Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 
Oct. 19-23 — Autorama, Industrial Arts 
Bidg., Exposition Park, West Springfield, 


Mass. 
Oct. 19-23—Intefnational Foreign and 
Sports Car ca Commonwealth Ar- 
oo sto 
i9-29 —Hiternations! Motor Show, 
OF i's Court, London. 
Oct. 25-29—West Orange Auto Show, 
West Orange Armory, West Orange, 


N. J. 
% Oct. 26-29—Elmira Auto Show, Elmira, 


N. Y. 

we. 28-Nov. 8—Turin Auto Show, Turin, 
It 

Now "3.13 _ peepee Automobile 
Show, Turin 

a «13 —_ “ital Auto Show, Armory, 


Seatt 

Nov. t fiPhiledelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Center, Philadelphia. 

Nov. 5-13 — World — nm Roosevelt 
egerv i proawery. f- 

Nov. 9-12—Denver Auto a Coliseum, 
Denver. 

Nov. 12-19—Albany Auto ney, Washing- 
ton Ave. Armory, Albany Y. 

Nov. 12-19—Pittsburgh habe eek National 
Guard Armory, Pittsburgh. 

Nov. 23-27—Portiand Auto Show, Memorial 
Coliseum, Portland, 

Nov. 25-Dec. 3—Indlanapolis Auto Show. 
Indiana State Fairgrounds, lndienepetie, 

* aoa 8-10—Fort Worth Auto Show, 


* Jan. 11-15—National Capital Area Auto 
nes. ae Guard Armory, Wash- 


Ph oy ie — Sremete Auto Show, Brus- 
sels 

Jan. edhe Sericuse Auto Show, Syracuse 
War eee Syracuse. 

* Jan. 4-22—Columbus Auto Show, Ohio 
State Gelannente. Columbus, O. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, 'N. Y. 

%& Feb. 2-1|—Amsterdam Auto w, Am- 
sterdam, The Netherlands, 

Feb. 3-8—International Foreign & Sports 
i Show, Dinner Key Auditorium, 

iam 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

%& March 16-26—Geneva Auto Show, Gen- 
eva, Switzerland. 
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We 


no deal.” 





‘I Wish to Protest ... .’ 


This is an open forum for the discussi 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the 


ion of any subject of interest to our 
ce that it will not be 


assuran 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 





‘Rough Treatment’ 


I am quoting below two para- 
graphs which appeared in the Sept. 
5 issue in an article headed, S-P to 
Ride Compact Tide: 

“Churchill said that, as of Aug. 
21, retail deliveries for the ’60 mod- 
el year totalled 108,522 units, com- 
pared with 107,603 a year ago. 

“(Registrations, however, tell a 
less encouraging story. Studebaker 
registered 67,850 new cars during 
the first seven months of 1960, 
down 16.3 percent from last year’s 
seven-month total of 81,046.)” 

I wish to protest the inference 
in the above a terme that Mr. 
Churchill of 
would deliberately fomas a false 
statement regarding the progress 
of his company. 

In his statement Mr. Churchill 
distinctly states his figures are 
for the 1960 model year. (We have 
printed information in our office 
now to that effect.) The figures you 
quote are for the first seven months 
of 1960 when car sales for eight 
other models were “a less encour- 
aging story.” 

A check on the “Top Car” box on 
the front page of the same issue 
shows DeSoto to be 40 percent off 
in the first seven months of 1960 
as compared to 1959; Lincoln 22% 
percent off; miscellaneous, 16 per- 
cent off; Imperial, 10 percent off; 
Ford 5 percent off, while Cadillac, 
Buick, and Oldsmobile likewise sold 
fewer cars in the first seven months 


The Big Stories 


35 Years Ago—1925 


The protests of several directors and shareholders blocked a pro- 


posed merger of Austin Motor Co. and General Motors Corp. . 


. While 


touring the United States, W. R. Morris, managing director, ‘Morris 
Motors, Ltd., London, said there was a big field in this country for 
a small car. “It seems surprising, indeed, that no American manufac- 
turer has taken advantage of this opportunity,” he said. 


20 Years Ago—1940 
Chevrolet, Chrysler, Lincoln, Nash and Oldsmobile introduced their 


1941 models this week ... 


Studebaker and Packard announced 3 to 5 


percent increases in the prices of their 1941 models. 


10 Years Ago—1950 
Rising costs of labor and materials began to be reflected in higher 
auto prices when Nash announced increases of $29 to $98 on 1951 
models. Earlier Packard posted hikes of $80 to $120 on its new models. 





of 1960 than in that period of 1959. 
Why single out ‘Studebaker? 

It seems to me that Automotive 
News is departing from the prin- 
ciples of good journalism in insert- 
ing such a derogatory statement in 
what evidently is intended as a 
news article. Moreover, the state- 
ment is a breach of good taste to 
imply that Mr. Churchill would 
falsify the records, and it is rightly 
resented by the many people who 
know him to be a man of unques- 
tioned integrity. Finally, it will 
seem to many as a deliberate at- 
tempt to disparage the product of 
Studebaker-Packard Corp. 

The Studebaker dealership for 
which I work as a bookkeeper, 
has for years subscribed to Auto- 
motive News. We have noticed 
too many times that an unfavor- 
able slant is given on news about 

Studebaker-Packard, but we have 
chosen to think that a small com- 
pany with a superior product may 
expect rough treatment from 
competition. The present article, 
however, is much too slanted to 
accept without protest, 

My boss says, “Tell them to get 
off Studebaker’s back and give 
them a fair chance.” That is all any 
dealer or the company would ask. 
Certainly when one buys a sub- 
scription in a trade newspaper, he 
is entitled to unbiased reporting in 
the news column.—EstHer A. HEN- 
DERSON, Franklin, Ind. 

Eprror’s Nore: Believe us, we 
are among Studebaker’s well- 
wishers. We believe, however, 
that our job is to bring accurate 
and realistic industry news to our 
readers. 


Off Key 

In your Sept. 5 ome, you speak 
of “Ford Town U. S. A.,” as an ex- 
travaganza. Stupendous, colossal, 
extravagant, yes—but not an ex- 
travaganza. 

Webster defines extravaganza as 
a wildly irregular musical or dra- 
matic composition; especially, a 
spectacular dramalike opera, with 
elaborate settings. 

I will agree that the automobile 
business has invaded the field of 
music in that cars are often sold 
for a song and although the dealer 
may not be able to carry a tune, 
he does carry the notes.—HermMan 
G. WaANaELIN, Belleville, Ill. 


* * * 
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Alan G. Rude, 
President of 
Universal C.I.T. 
Credit Corporation 


‘HOW TO MAKE A PROFIT 
WHEN YOU CAN'T MAKE A SALE 


u can't close ac 


ommercial sale? 


nched for capital. 
jn the area 


° 
ospect is pi 
ed this situation, 


y What can you do when_¥ 
because your pr 


Particularly, 
dealer has. fac 


Practically every 
of fleet sales. 
icles now, put we can't 


"Yes, Wwe could use five new veh 
This is 4 familiar statement. 


make the investment." 
it no longer need be 2 bar. to profits. 
jtable answer to the "no sale" situation! 
launched last year is a 


Plan which we 
any dealers find that they 


However, 
y Leasin is a prof 
The Service Leasin 


roven rofit—-builder. With it m 
can lease when they can't sell, and they have also discovered 
that leasing opens new leads to sales. 
y One of the most successful dealers on the West Coast 

told me the other day—"With this leasing plan, I find an 
open door to top management." He offers prospects 5, 15, 50 or 
more vehicles without their investing capital. 

ffect when you lease 


rofit! In © 
u're closin sales. Once the deal 


jnistrative chores. And you get. 


is set up, We take over the adm 
rk for additional profit. 


a chance to take care of the service Wo 
ugh Service Leasing. -- 


) Find_out how you can profit thro 
tment or setting UP ® separate operation. 


without risk, inves 
Service Leasin s another continuin service 
See how ¥ ake profits 


Sales or lease—you 
through Service Leasing—y2 


Plan i 
from C.i.7- ou can use it to m 
when you can't make 4 sale. 
» Ask your local Universal C.1.T. District Manager 


for details, today - 


Cordially, 
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30,000-Mile Period Claimed .. . 





61 Ford Extends Lube Interval 


dizing on aluminum surfaces has 
been increased 250 percent for 
brighter, longer-lasting grille, head- 
light and taillight trim. 


O models have been added for 

’61—a Galaxie two-door hardtop 

with a flat roof and a six-passenger 
Country Squire station wagon. 

The Starliner fastback hardtop 
and the nine-passenger Country 
Squire have been retained, but the 
Fairlane three-passenger business 
sedan has been dropped. Ford has 
16 standard models for ’61. 

Wagons have a roll-down rear 
window in the tailgate, and the 
tailgate itself is seven inches 
wider than last year’s. A power- 
operated rear window is standard 
on Country Squires and the nine- 
passenger Country Sedan and op- 
tional on other wagons. 

Ford said steering and the 
Cruise-O-Matic transmission have 
been improved, and a new flexible 
coupling in the steering shaft re- 
portedly reduces transmission of 
road shock, 

Models equipped with power win- 
dows now have a master control 
switch which can be used to “lock 
out” the operation of any or all 
windows. 


What's New: 
Grille, hood and rear get new 
treatment .. . shorter and nar- 
rower than ’60 models ... ex- 
tended lubrication interval with 

Saletir teckes ook 


nized muffler . . . optional 390- 
cubic-inch engine ... Falcon has 
new convex aluminum grille and 
optional 101-horsepower, 170- 
cubic-inch engine. 

* a * 


| Boge antl new styling, important 
mechanical changes and a 
greater selection of models high- 
light the ’61 line of standard-sized 
Fords which dealers will wheel 
into their showrooms Thursday 
(Sept, 29). 

The compact Falcon, practically 
unchanged from last year, will join 
in Thursday’s introduction festivi- 
ties, and the Ford lineup will be 
completed in November when the 
ali-new Thunderbird appears. 

The standard Ford’s new alu- 
minum grille is divided by a hor- 
izontal bar, giving it a two-piece 
effect, The hood is new and is 
narrower than last year’s, thus 
the ’61 Ford has front fenders 
instead of the siderails that bor- 
dered the ’60 model. 

The grille design is repeated at 
the rear, a styling theme that has 
been used by Cadillac and Lincoln 
in recent years, The fins resemble 
those of the popular '57 Ford, and 
the bull’s-eye taillights of ’57 and 
’59 have been revived. 

a * * 

THE mechanical] side, the ’61 

Ford features an extended lu- 
brication interval through the use 
of plastic seals and a special grease 
with a molybdenum disulfide base. 
Ford claims that chassis lubrica- 
tion is unnecessary for 30,000 miles. 

The division said that even when 
the grease is purposely wiped off, 

a film clings to the surfaces, pre- 
venting metal-to-metal contact. 

The new Ford also hag self- 
adjusting brakes, The self-adjust- 
ing mechanism is actuated when 
the brakes are applied while 


Resistance to rust and corrosion 
is increased by use of specially 
processed underbody parts, includ- 
ing galvanized body panels below 
the doors. Aluminized mufflers are 
double-wrapped for longer life. 

Ford said the thickness of ano- 

* 


ca 


Four engines are offered—a six 

and three V-8s. The six-cylinder 

unit, which is the standard engine 
om 





Inside the '61 Ford— 


‘60s, interior dimensions gre unchanged. 


2 Country Squires in Ford Lineup— 


Ford's ‘61 lineup of six station wagons includes two Country Squire models—oa 
three-seater and a new two-seater. Both are four-door units. All '61 Ford Wagons 
have a roll-down tailgate window and the tailgate itself is seven inches wider than 


in ‘60. 


























Ford interiors feature vinyl and nylon 
upholstery that is color-keyed to the ex- 
terior finish. Although the ‘61 models are 
slightly shorter and narrower than the 








on all models, displaces 223 cubic 
inches and develops 135 horse- 
power. Compression ratio is 8.4 to 1. 

The reguiar V-8 is a 175-horse- 
Power unit (185 last year). Dis- 
placement is 292 cubic inches and 
compression ratio is 8.9 to 1. Buy- 
ers also may specify a 220-horse- 
power, 352-cubic-inch engine. 
Regular-grade fuel is recom- 
mended for the six, the 292 and 
the 352. 

Ford’s top engine is a new 390- 
cubic-inch power plant with four- 
barrel carburetor, Horespower of 
this premium-fuel unit is 300. 

The new models are 3.7 inches 
shorter and 1.6 inches narrower 
than last year’s, but interior di- 
mensions are the same, Ford wheel- 
base is 119 inches, and the car is 
209.9 inches long, 79.9 inches wide 
and 55 incheg high. 
oa *~ * 

pratcon is little changed from 

the fast-selling ’60 model. It has 
a@ new convex aluminum grille, and 
it shares with the standard Ford 
such advancements as better pro- 
tection against corrosion and long- 
er-lasting mufflers and bright- 
metal parts. 

Falcon offers a choice of en- 
gines for ’61. The standard unit 
is last year’s 144.3-cubic-inch six 
which develops 85 horsepower, 
compared with 90 a year ago. 
Optional is a 170-cubic-inch six- 
cylinder engine which is rated at 
101 horsepower, Compression ratio 
is 8.7 to 1 for each. 

Falcon retains its 109.5-inch 
wheelbase. Other dimensions are: 
Length, 181.2 inches; width, 70.6 
inches, and height, 54.5 inches. 

Here is the Falcon-Ford model 
lineup for ’61: 

Falcon — four-door sedan, two- 
door sedan, four-door station wag- 
on and two-door station wagon. 

Fairlane — four-door sedan and 
two-door sedan. 

Fairlane 500 — four-door sedan 
and two-door sedan. 

Galaxie—four-door sedan, two- 
door sedan, four-door hardtop, 
two-door hardtop (flat roof), Star- 
liner two-door hardtop (fastback) 
and convertible. 

Station Wagons —two-door two- 
seat Ranch Wagon, four-door two- 
seat Ranch Wagon, four-door two- 
seat Country Sedan, four-door 
three-seat Country Sedan, four-door 
two-seat Country Squire and four- 
door ieees-dent Counter Squire. 


Chevy Deal Reorganized 

PARAMOUNT, Calif.—New Chev- 
rolet dealership at 14925 S. Para- 
mount Blvd. is Drewer-Jones. Rob- 
ert C. Drewer is general manager 
and Glenn Jones is president, The 
new dealership replaces Glenn 
Jones Chevrolet, which Jones had 
operated for nearly 15 years, 


a3 





Falcon Has New Grille, Optional Engine— 


The 61 Falcon has a convex aluminum grille and an optional 170-cubic-inch, 101- 
horsepower engine. Other improvements include increased protection against cor- 
rosion and a double-wrapped aluminized muffler. Two sedans and two wagons are 


offered, 





‘Additional Salesmen Additional Grief .. .’ 


Dealer Raps a Theory 


By E. C. Bash 
Staff Correspondent 

CLEARWATER, Fla.—One rem- 
edy for sick sales many new-car 
dealers try is the hiring of addi- 
tional salesmen. The theory is that 
the more salesmen, the more poten- 
tial buyers contacted, the more cars 
sold. 

This system may have merit 
and work well for some dealers, 
but Milton Kenyon, president of 
Thayer Motor Co, (Dodge), Clear- 
water, has found it does not work 
for him. 

“IT tried that system several years 
ago,” Kenyon said, “and discovered 
that additional salesmen merely 
create additional problems. 

“Suppose a dealer has five sales- 
men. On an average, we'll say each 
man is selling between five and 10 
cars a month. The dealer figures 
if he adds five more salesmen, he 
will double his business. But it 
doesn’t always work out that way.” 

When a salesman changes jobs, 
Kenyon pointed out, he generally 
will not sell at his peak for the 
first few months. It will take his 
regular customers some time to 
learn of his new location. Perhaps 
he is selling a different product, or 
has moved to a new city. Whatever 
the reason, in most cases his sales 
will not equal those of a regular 
salesman. 

“The result of adding several 
new men is usually reduced earn- 
ings for all. This results in dis- 
satisfaction and creates other 
problems.” 

Kenyon said his policy is to hold 
the line at six new and used-car 
salesmen. He added that he screens 
his men carefully before hiring to 
weed out floaters or nonproducers. 

He said he believes the dealer 
and the salesman should decide 





Checker’s Superba Special 
Now Is Called Marathon 


KALAMAZOO. — Checker Motors 
Corp. announced last week that the 
Superba Special series has been re- 
named the Marathon. The Special 
was introduced earlier in the year 
along with the Superba Standard. 

The Marathon will have the 
same mechanical specifications as 
the Superba Standard and will 
continue to be available in the 
four-door sedan and four-door 
wagon. 

The Standard will be known as 
the Superba. 

There will be some differences in 
the Marathon’s exterior trim and 





there will be full carpeting in the 
rear passenger compartment. Op- 
tions available for the first time 
are a complete broadcloth interior 
and a rear foot rail. 

The company said the Marathon 
sedan is priced at $2,650.02 and the 
wagon at $3,003.97. The series will 
be available in dealer showrooms at 
the end of September, it was said. 

Both the sedan and wagon are 

199.5 inches long, have a wheel- 

base of 120 inches and are 75.5 

inches wide, The wagon offers 







Rear Grille, Bull’s-Eye Taillights— 


For ‘61, Ford has revived the popular bull's-eye taillights that were used on the 
"57 and ‘59 models, Other styling features are a rear grille and modest, slanted fins. 
Mechanical improvements include self-adjusting brakes and a new grease and lubri- 
cation system which, according to Ford, extends the normal chassis lubrication interval 


to 30,000 miles. 


more than 93 feet of cargo space, 
the company said. 

A choice of engines is offered. A 
six-cylinder overhead-valve engine 
produces 122 horsepower at 4,000 
revolutions per minute, and an 
L-head plant produces 80 HP at 
3,100 RPM. 


Aerocar Designer 
To Receive Medal 


PHILADELPHIA.—A former 
Navy commander who developed 
and marketed the first successful 
flying auto will receive an Edward 
Longstreth Medal from the Frank- 
lin Institute. 

Moulton B. Taylor, Longview, 
Wash., who designed and manufac- 
tures the “Aerocar,” will be hon- 
ored at formal Institute ceremonies 
Oct. 19, according to Wynn Lau- 
rence LePage, Institute president. 

The Longstreth Medal is award- 
ed for inventions of high order and 
for particularly meritorious im- 
provements and developments in 





machines and mechanical proc- 
esses. 


upon how many cars the salesman 
will have to sell to produce the 
income his family needs. If he can’t 
sell this number, Kenyon said, he 
should not be employed. 

Thayer salesmen receive salaries 
plus commission, or a limited draw- 
ing account, whichever best suits 
the needs of the salesmen. Demon- 
strators and gasoline are furnished. 
New-car salesmen drive the latest 
models, used-car men drive good 
used cars. 

Bonuses are given for hard-to- 
move models. Salesmen also receive 
life insurance and hospitalization 
benefits, of which the firm pays a 
portion. 

Kenyon said he insists on the best 
possible predelivery and warranty 
service on his cars. This gives sales- 
men confidence in the product and 
his firm, Kenyon believes, and en- 
courages salesmen to become per- 
manent. 

The soundness of this policy, he 
added, is reflected in the lack of 
salesman turnover at Thayer. 


Sales Quota Tied 


To Insurance for 
Renault Dealers 


NEW YORK.—Group life insur- 
ance for key executives of Re- 
nault’s 800 franchised dealerships 
throughout the United States is 
now being offered by Renault, Inc., 
at no cost to the dealers. 

Under the plan, Renault, Inc.— 
the U. S. marketing subsidiary of 
the French auto manufacturer— 
pays the full premium of the policy 
providing life insurance coverage of 
up to $15,000 for eligible personnel 
of qualified dealerships. 

Maurice Bosquet, president of 
Renault, Inc., said he knew of no 
other insurance plan “available to 
automobile dealers absolutely free 
of charge.” 

Eligible for coverage are officials 
of Renault dealerships that have 
sold a monthly average of at least 
15 Renault vehicles over a_ six- 
month period. The amount of in- 
surance for which proprietors, ac- 
tive partners and active corporate 
officers are eligible is related to the 
dealership’s average monthly sales. 
The policies range from a mini- 
mum of $5,000, for the sale of 15 
to 30 Renaults a month, to a top 
of $15,000, for the sale of 150 or 
more, in the cases of all such 
dealer officials under 65 years of 
age. 

A separate schedule for execu- 
tives 65 and more ranges from 
$2,500 to $7,500. New-car sales man- 
agers are eligible for a flat $5,000 
of insurance if under 65 and $2,500 
if over 65. 

Executives of about 125 dealer- 
ships are now covered by the new 
insurance plan, Bosquet revealed. 
He said newly qualified dealers will 
be included in the plan Dec. 1, 
with eligibility to be determined 
by average monthly sales totals for 
the May 1 to Oct. 31 period. Subse- 
quent qualifying dates each year 
will be June 1 and Dec. 1. 

Aetna Life Insurance Co, is the 





underwriter. 
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For wheelcovers that stay new 
looking, car buyers count on steel 


Wheelcovers have to be strong to take the punishment of rubber 
hammers, flying gravel, high curbs. They have to be stainless steel to stay 
all-weather bright. Stainless steel’s corrosion resistance stands up even 
to harsh road salts; its strength resists dents and scratches. Its beauty 
is more than skin deep because stainless steel is solid. 





@ Over one hundred special steels give today’s cars durability and style. 
That’s why the public prefers steel throughout automobiles. People demand 
steel’s strength, dependability and quality . . . its protection of resale 
value. We know because continuing surveys by Alfred Politz, Inc. prove it. 
For automobiles, the public prefers steel over any other material. 


@ Use steel as a strong selling feature. Talk up the durability of steel. 
We're doing it with a big national advertising program in magazines, 
billboards and network television. We're strengthening the public’s 
preference for steel even more. Make this preference work for you. 


Sell it sells for you 
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How They're Pushing Sales... 


Dealer Ad Ideas 





Dealer’s Cars in Road-E-O 


EO. BYERS SONS, Columbus, 

O., recently went all out to help 
the local Junior Chamber of Com- 
merce make a huge success of the 
National Teen-Age Road-E-O, an 
event in which teen-agers prove 
their knowledge of traffic laws and 
driving skills, 

George Byers loaned 12 Plym- 
ouths to Columbus youngsters and 
enjoyed excellent exposure for the 
car as well as providing a major 
lift in making the event a success. 

a + * 


‘Proud to Serve .. .’ 


A PITCH on popularity was the 
theme of a newspaper ad used 
by Bates Chevrolet Co, Inc. 
Springfield, Il. 

Headlined the ad: “If you're a 
Chevy owner you belong to the 
largest owner group in the world! 
(If you don’t, you’re invited to be- 
come a member.)” 

It continued: “It took a lot of 
doing to build up the largest 
owner population in the world— 
the 17 million people who now 
own Chevrolets, We're proud of 
our local Chevrolet owners, proud 
to serve them and proud to be a 
part of the unique owner rela- 

tions program that keeps Chevy 
owners the happiest drivers in 
the world... 

“If you’re not already a Chevy 
owner, why not stop in soon and 
find out how easy it is to join this 
group, made up of the most cared- 
for customers in the world.” 

* * * 


Band Concert 


S A SPECIAL feature “under 
its big top,” as the management 
described it, Auburn Motor Sales, 
Auburn, Me., presented the Old 
Crow Indian Band of Farmington. 
Besides hearing the band, which 
is under the direction of George 
Chapman, visitors were given an 
opportunity to look over a big se- 


lection of Ford cars and used cars. 
a * * 








Giving a Licking 
ORTHSIDE PLYMOUTH, Tam- 
pa, Fla, has achieved good 
sales results by offering 10,000 trad- 
ing stamps with each new car sold 
and 5,000 stamps with each used 
car purchased. 
Television spot announcements 
sparked the promotion. 
* * 


Out to the Ball Game 


AYER MOTOR CO. (Dodge) 
and Kennedy-Strickland Co. 
(Ford), were among downtown 
merchants in Clearwater, Fla. giv- 
ing free tickets to the Bombers- 
Homestead baseball game to estab- 

lish the Florida championship. 
While no actual car sales could 
be attributed to this promotion, it 
did bring people into the showroom 
who might be future customers, 
kept the firm name before the pub- 
lic and created good will, dealers 
said. i 
+ * 


Ham Operators 


A “TALMADGE HAM” was of- 
fered free with every new-car 
purchased during a three-day pro- 
motion at Russ Bramblet Ford, 
Atlanta. 

The hams, a premium-priced 
delicacy, are produced by the 
wife of Georgia’s Senator Her- 
man Talmadge. 

Advertising pitch for the promo- 
tion was geared to, “The Russ 
Bramblet Country Ford Boys Are 
Opening Their Smoke House.” 

* * + 


For a Dollar 


| A DOLLAR Days promotion, 
Flock Buick Co. (Buick-Stude- 
baker-Opel), Lewiston, Me., gave a 
Polaroid Land Camera for $1 with 
the purchase of any new or used 
car. 

a7 ” + 


‘Buy at Home’ 


NEY and used-car dealerg in the 
Syracuse area teamed up in an 
unusual promotion designed to keep 
business “at home.” 

The promotion was launched with 
a 12-page tabloid supplement to the 
Syracuse Herald-Journal. The front 
page of the supplement, in a brilli- 
ant yellow, featured the theme: 

“When Buying a New or Used 


Car, Stay in Your Own Back 
Yard.” 


Copy continued: “You'll get the 
best deal from a dealer you know. 
Its human nature to think that 
the grass is greener in some- 
body else’s back yard. But it 
rarely is. Nobody can sell any 
cheaper than your local dealer. 
Nobody, that is, who will be as 
interested in servicing your car 
tomorrow as he is in selling it 
today. 

“So, next time you buy a car, 
deal with the dealer you know. 
Now read this section for the finest 
deals in new and used cars.” 

The inside pages were devoted to 
ads of various new and used-car 
dealers in Syracuse, as well as 
stories and photos about their oper- 
ations. 

. * * 


Tours Paid and Conducted 
OE of the traditional policies of 
Roy Miller, president of City 
Chevrolet, San Diego, is conducting 
tours through the dealership, show- 








ing visitors how a car is serviced 


after it arrives from the factory. 


He demonstrates his equipment, 
outlines dealership policies and in- 


vites women’s organizations to take 


group tours. 

When women’s groups visit the 
dealership, each woman receives $1 
from Miller. Last year, Miller paid 
out $11,000 in this fashion. 


* * * 


Co-Op Campaign 
ENTY-FOUR members of the 
Atlanta Independent Automo- 
bile Dealers Assn. joined in a 
cooperative newspaper advertising 
campaign for summer clearances. 
The dealers took space with the 
layout containing a special heading 
stressing the association’s code of 
ethics. Beneath this each dealer ran 
his own ad. 
+ * 
Daily Reminder 
A SHORT, constant monthly train- 
ing program for auto sales- 
men is the purpose of a new pub- 
lication entitled Auto Salesman’s 
Daily Reminder, published by Na- 
tional Business Aids, Inc., 1656 Lin- 
coln Bivd., Santa Monica, Calif. 
The booklet is issued monthly 
and available on a regular sub- 
scription basis. Each issue con- 
tains six to eight editorial pages 


* 





Can you tell 


MEW GARE 


“That’s no way to handle com- 
plaints, Barnes.” 


of success stories of how other 
salesmen have increased sales. 


In addition, the booklet has a 
date page for each day of the 
month; an Idea Bank page, and a 
self-analysis section designed to en- 
courage the auto salesman to an- 
alyze his sales and missed sales. 

Regular feature include a ruler 


which one 


didn't 


“make the grade’? 


on the back cover, prospect follow- 
up pages, note pages, a full year 
calendar and a current month cal- 
endar—plus a few human interest 
stories, holidays, etc. 

* * * 


Kiss and a Trophy 
bytes are of a 100-lap race at 
O’Hare Stadium, Chicago, re- 
ceived extra rewards in the form 
of a trophy and a kiss from Miss 
Photogenic of 1960. 
The race was sponsored by Hos- 
kins Chevrolet, 2015 Irving Park 
Rd. Richard Hosking is co-owner 


of the dealership. 
* * a 


Growing Together 
ROWTH of the dealership was 
tied to growth of the city in a 
newspaper ad by Gateway Motors, 
Inc. (Chevrolet-B uick), Carlsbad, 
N. M. 

The ad featured a picture of the 
new dealership building under con- 
struction and a headline which 
read, “Getting ready to serve Carls- 
bad’s second 25,000.” 

The ad noted that the city’s pop- 
ulation had grown 40 percent in 10 
years to 25,396. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend, Use it often for statis- 
tics, buyer information and personnel data. 
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Willys Develops a Mailman's Jeep— 


A new type mail truck has been developed specifically to United States Post Office 
requirements by Willys Motors, Inc. Willys holds an order from the Post Office for 
3,210 of the Jeep Fleetvans, worth more than $6 million. The Fleetvan has an 80-inch 
wheelbase, 110 cubic feet of cargo space and is powered by the Jeep four-cylinder 


engine. It is a sit-stand vehicle with right-hand control and automatic transmission.| rides too close to the car ahead. 


Willys will offer a commercial version later on. 





Highways & Safety... 
9 of 10 Drivers Think 


Only They Are Tops 


Nine of 10 drivers rate them- 
Selves above average, but don’t give 
the same rating to others, accord- 
ing to a new Ford Motor Co. traffic 
safety booklet. ‘ 

Titled “What Makes Us Such 
Good Drivers?” the booklet uses 
humorous cartoons to give tips 
for safe driving, based on findings 
of Opinion Research Corp. for 
Pure Oil Co. and the ATA Foun- 
dation of the American trucking 
industry. 

One section begins with one 
driver rating the ability of a friend: 
“He’s a pretty good driver, but .. .” 
It then points out a series of errors 
and ends with: “He scares me... 
I really don’t feel very safe riding 
with him.” 

The “friend’s” errors include: 
Does not know what’s behind, even 
when pulling out to pass. ‘Often 


demands the right of way. 


others, 


leniency. 


Turnpike Chief Urges 
Lower-Powered Cars 


safety features on new models. 


than 300 horses when 
ueeze,” he said. 
Generally drives faster than traf- = . 








Here’s why the top 1961 cars 
choose U.S. Royals! 


AUTOMATIC COMPOUNDING of 
rubber assures uniform 
batching, greater safety 
and much longer wear. 


ELECTRO-PNEUMATIC device 
measures variations in 
“roundness” of tires to 47- 
thousandths of an inch. 


The naked eye can't spot the 
difference...but the“Uniformity 
sorter” rejected one of these 
tires. This is another of the 


234 different quality controls 
that safeguard the quality and 
assure the uniformity of U.S. 
Royal LOW PROFILE Tires. 





"Low Profile is United States Rubber Company's trademark for its lower, wider shape tire. 


U.S.ROYAL 
U> 





LOW PROFILE © 


Rockefeller Center, New York 20, N.Y. 





ouT- OF. BALANCE TIRES are PRESSURE. TEMPERED to re- 
rejected automatically, by a 
special machine, with unerr- 
ing accuracy. 


lieve and equalize the work- 
ing strains in the cured tires 
... and to assure uniformity. 


Car manufacturers, dealers and buyers 
agree: the quality-controlled U.S. Royal 
“Low Profile” Tire is the Big One for 61. 
This great original-equipment tire has all 
the newest features that enhance the safety, 
feel and appearance of the best new cars. 


New style trend for com- 
pact cars is set by U.S. 
Royal with the “Narro- 
White” sidewall. Like the 
full-width sidewall tire 
for standard cars, shown 
on opposite page, this tire 
accentuates the sleek 
look of today’s — and to- 
morrow’s — new cars. 


TIRES 





fic, even in bad weather. Always 


While quick to find fault with 
drivers are most lenient 
with themselves, the booklet points 
out. It adds that research on traf- 
fic accidents does not justify such 


For example, a driver may be- 
lieve he’s superior because he’s 





Joseph J. Lawler, chairman of 
the Pennsylvania Turnpike Com- 
mission, hag called on auto mak- 
ers to reduce horsepower and add 


“We are only kidding ourselves 
when we believe most drivers 
are capable of bandling more 
in a tight 
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never had a serious accident. But, 
notes the booklet, the fee 
driver has only one serious acci- 

dent in a lifetime—and it could 
happen at any moment, 

Similarly, the self-analyzing driv- 
er “can’t remember when” he had 
his last traffic ticket. The booklet 
points out that this too is a poor 
criterion for judging driving pro- 
ficiency, since the average driver 
makes 7,500 errors for every arrest. 

The booklet, being distributed by 
Ford’s Traffic Safety and Highway 
Improvement Department to lead- 
ers in the driver-safety field, pro- 
vides a series of check-points on 
which drivers may measure their 
own skill against that of “better- 
than-average” and “exceptional” 
drivers. 

A detachable portion of the book- 
let provides spaces on which read- 
ers may insert names and addresses 
of friends whom they think may 
need the booklet. Provision is made 
for the company to send copies to 
those listed. 

“If you have received four copies 
from ‘friends,’” the booklet warns 
‘it is suggested that you contact 
a professional driving. instructor.” 


Driving Simulator 


Teaches Skills, 
Good Judgment 


The Aetna Drivotrainer is a new 
electro-mechanical device, designed 
to train better drivers and improve 
highway safety. 

The Drivotrainer is manufactured 

and sold by the Automatic Voting 
Machine Division of Rockwell Mfg. 
Co. It uses a simulated auto, a set 
of motion pictures and a recorder 
or group control unit to train driv- 
ers. 
The recording unit keeps individ- 
ual scores on each student’s re- 
action as the motion pictures pre- 
sent a variety of traffic problems 
and emergency road conditions. 

Drivotrainer courses can be set 
up for from six to twenty-six stu- 
dents. All view the same film and 
the recorder notes individual re- 
actions along with the filmed prob- 
lem involved. 

The course is designed to teach 
basic driving skills along with good 
judgment and attitude. 


What'd He Say? 
Dictionary of Highway Traffic 
Coordinates Terms 


A 300-page guide to better under- 
standing and greater precision in 
the use of terms relating to high- 
way traffic has been published by 
the Traffic Institute, Northwestern 
University, Evanston, Il. 

The Dictionary of Highway Traf- 
fic consolidates several technical 
languages and shows the differ- 
ences and similarities among terms 
currently used by several or all of 
the groups involved. 

Prepared by J. Stannard Baker 
and William R. Stebbins jr., the 
book is prised - w. 















Ponneyloanin Turnpihe 


To Add Medial Barriers 


The Pennsylvania Turnpike Com- 
mission has announced plans to in- 
stall more than 100 miles of medial 
barriers along dangerous sections 
of the Turnpike. 

The railing is expected to cost 
$25,000 a mile. At present, there 
are 47 miles of medial rail on the 
370-mile east-west road, The north- 
east extension carries a 14-inch 
concrete medial barrier. 

* ea 


Professor to Investigate 
Impact of Expressways 

A professor at Clark University, 
Worcester, Mass., has been awarded 
a $25,000 contract to study the im- 
pact of expressways on the central 
business districts of urban centers. 

The contract was given to Dr. 
Raymond E. Murphy, Clark profes- 
sor of economic geography, by the 
Bureau of Public Roads. Four 
United States cities were named 
by Murphy as possible sites for his 
study. They are Richmond, Va.; 
New Haven, Conn.; San Diego, and 
Sacramento, Calif. 


Jennings Ford Moves 
CORPUS CHRISTI, Tex. — Jen- 
nings Ford Service has moved from 
300 N. Water St. to 2601 Leopard 
St., where it hag 9,000 square feet 
of floor space. 
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“AUTOMOTIVE NEWS, SEPTEMBER 26, 1960 
Sales Conditions in Various Areas .. . 


Auto Market Reports 


County (Rochester), N. Y., during 
the first eight months of this year 
amounted to 23% percent of all 
new-car sales. 

During the eight-month period 
there were 5,209 compacts sold, 











Comet, 19; Studebaker, 19; Renault, 
13; Chrysler, 7; Fiat, 7; MG, 7; 
Austin-Healey, 6; Jaguar, 6; Tri- 
umph, 6; Volvo, 6; Imperial, 5; Mor- 
ris, 5; Sunbeam, 5; Opel, 4; Mer- 
cedes-Benz, 3; Metropolitan, 3; 













Minneapolis 
New-car registrations in Henne- 
pin County (Minneapolis) in August 
totalled 2,987, compared with 2,604 
in July and 3,073 in August a year 
ago, according to figures compiled 





STAINIESS STEEL 


is Preferred by Women! 


And, no hard selling needed to prove it. Women know 
about and appreciate the lasting beauty and easy-clean 
qualities of stainless steel products in their homes. 


They know that stainless will never crack, chip, flake, 
or peel because it’s solid, uniform metal all the way 
through. That it offers maximum resistance to corro- 
sion, denting, abrasion, scratching. Never needs 
painting, plating, or protective coatings. 

Know the use of stainless on your product. Then 
talk it up to the chicks, snakes, and moose. They’re 
sold on stainless steel. 


This STEELMARK of the American Steel 
Industry tells you a product is made of 
Stainless Steel. Look for it on the product 
you buy. Place it on the product you sell. 





by Finance and Commerce, busi- 


ness newspaper. 


Total for the first eight months 


was 29,608 in 1960 and 27,036 in 
1959. 

August was the second month 
in a row in which registrations 
dropped below year-earlier fig- 
ures, reversing the trend of the 
first six months. 

Registrations by makes were: 
Chevrolet, 652; Ford, 362; Rambler, 
224; Falcon, 210; Pontiac, 208; Olds- 
mobile, 174; Dodge, 168; Valiant, 
153; Buick, 134; Comet, 130; Plym- 
outh, 117; Corvair, 66; Cadillac, 59; 
Studebaker, 50; Volkswagen, 50; 
Chrysler, 49; Mercury, 39; Lincoln, 
28; Fiat, 23; Renault, 13; Volvo, 12; 
Triumph, 11; Mercedes-Benz, 6; De- 
Soto, 4; Morris, 4; Opel, 3; Austin- 
Healey, 2; English Ford, 2; Hill- 
man, 2; Peugeot, 2; Vauxhall, 2; 
Willys, 2, and miscellaneous, 25. 

New trucks delivered in Henne- 
pin County during August totalled 
251, compared with 196 in July and 
201 in August, 1959. By makes, they 
were: Ford, 89; Chevrolet, 75; In- 
ternational, 37; Dodge, 15; Stude- 
baker, 13; GMC, 6; Volkswagen, 5; 
White, 2; Willys, 2; Divco, 1; Mack, 
1, and miscellaneous, 5. 

—Donatp M. Lyons 
* oa + 
New Orleans 

New-car sales for August in New 
Orleans amounted to 1,863, compar- 
ed with 1,753 in July and 2,422 for 
the like period of last year. Truck 
sales totalled 209 in August as com- 
pared with 194 in July and 288 for 
the corresponding period of last 
year. 

Car sales by makes: Chevrolet, 
604; Ford, ; Pontiac, 128; Fal- 
con, 127; bile, 109; Comet, 
86; Rambler, 83; Volkswagen, 68; 
Dodge, 56; Corvair, 53; Buick, 46; 
Plymouth, 40; Mercury, 38; Val- 
iant, 34; Studebaker, 32; Cadil- 
lac, 28; Renault, 19; Chrysler, 9; 
English Ford, 9; MG, 8; Simca, 8; 
Lincoln, 6; Mercedes-Benz, 6; 
Willys, 5; Vauxhall, 5; Fiat, 5; 
Peugeot, 5; Austin, 4; Opel, 4; 
Triumph, 3; Hillman, 3; Imperial, 
2; Volvo, 2; Metropolitan, 2; 
Taunus, 2; DeSoto, 1, and mis- 
cellaneous, 2. 

Truck sales by makes: Chevrolet, 
85; Ford, 52; International, 36; 
GMC, 18; Volkswagen, 9; White, 3; 
Diamond T, 3; Mack, 2, and Willys, 
a 


—Gorvon HEBERT 
+ a 


+ 
Indianapolis 

There were 2,819 new cars regis- 
tered in Marion County (Indian- 
apolis), Ind., in August, compared 
with 3,461 in July and 3,272 in 
August, 1959. 

The August breakdown showed: 
Chevrolet, 587; Ford, 403; Oldsmo- 
bile, 237; Pontiac, 209; Dodge, 193; 
Rambler, 172; Falcon, 167; Buick, 
119; Corvair, 102; Comet, 97; Cad- 
illac, 83; Valiant, 69; Volkswagen, 
67; Plymouth, 60; Mercury, 57; Re- 
nault, 26, and DeSoto, 21. 

Triumph, 12; Opel, 11; Chrysler, 
10; English Ford, 8; Volvo, 7; 
Austin-Healey, 6; Jaguar, 6; Lin- 
coln, 6; Fiat, 4; Imperial, 5; MG, 
4; Morris, 4; Simca, 4; Borgward, 
8; Hillman, 3; Metropolitan, 3; 
Porsche, 3; Mercedes-Benz, 2; 
Saab, 2; Willys, 2, and miscel- 
laneous, 7. 

New-truck sales totalled 276 in 
August, compared with 341 a month 
earlier and 219 a year earlier. By 
makes: Ford, 92; Chevrolet, 84; In- 
ternational, 49; Dodge, 23; GMC, 
12; Volkswagen, 6; Willys, 4; Mack, 
8; Studebaker, 2, and White, 1. 

—C. L. Kern 


* * * 


Fort Worth 
August new-car registrations in 
Fort Worth totalled 1,621, compared 
with 1,399 in July. 
By makes, they were: Chevrolet, 















Porsche, 3; Austin, 2; English Ford, 
2; Lincoln, 2, and miscellaneous, 5. 

New-truck registrations amount- 
ed to 283, compared with 220 a 
month earlier. By makes, they 
were: Chevrolet, 163; Ford, 66; In- 





ternational, 18; GMC, 15; White, 8; 


Volkswagen, 7; Morris, 2; Renault, 


2; Dodge, 1, and Willys, 1. 
—Rusy FeEeNnoc.io 
+ ” 


Clevelan 


Cleveland-area dealers sold 6,295 
new cars in August, compared with 
6,394 in July and 6,270 in August 


a year ago. 
Used-car sales numbered 26,338 in 


August, compared with 25,656 a 
month earlier and 25,032 a year 


earlier. 

August new-car sales by makes 
were: Chevrolet, 1,417; Ford, 783; 
Dodge, 500; Falcon, 486; Comet, 
468; Pontiac, 426; Rambler, 338; 
Oldsmobile, 309; Valiant, 260; 
Buick, 239; Corvair, 211; Plym- 
outh, 132; Mercury, 109; Cadillac, 
98; Studebaker, 58; Chrysler, 51; 
Renault, 47; Volkswagen, 42, and 
Vauxhall, 26. 

Lincoln, 24; Opel, 23; Triumph, 
22; English Ford, 19; Austin, 16; 
Imperial, 16; DeSoto, 14; Mercedes- 
Benz, 14; Fiat, 13; Checker, 12; 
Simca, 12; Peugeot, 11; Volvo, 11; 
Hillman, 10; Metropolitan, 10; 
DKW, 9; MG, 9; Morris, 7; Sun- 
beam, 5; Jaguar, 4; Saab, 4; Lan- 
cia, 3; Vespa, 3; Auto Union, 2; 
Borgward, 2; Citroen, 2; DAF, 2; 
Singer, 2, and miscellaneous, 14, 

New-truck registrations totalled 


334 in August, compared with 398 


in July and 417 in August, 1959. By 
makes, August registrations were: 
Chevrolet, 103; Ford, 102; Interna- 
tional, 33; Willys, 28; GMC, 18; 
Dodge, 15; White, 13; Volkswagen, 
7; Diveo, 4; Mack, 3; Diamond T, 
2; Renault, 2; Studebaker, 2; Auto- 
car, 1, and Reo, 1. 
—SanForp MARKEY 


- * + 
Salt Lake City 

A total of 917 new cars were reg- 
istered in the Salt Lake City area 
in August, compared with 1,297 in 
July. 

Registrations by makes were: 
Ford, 221; Chevrolet, 208; Plymouth, 
60; Rambler, 57; Oldsmobile, 55; 
Mercury and Comet, 48; Dodge, 46; 
Buick, 32; Pontiac, 29; Cadillac, 12; 
Studebaker, 11; Chrysler, 10; De- 
Soto, 7; Lincoln, 3; Imperial, 1, and 
miscellaneous, 117. 

New-truck registrations declined 
to 181 in August from 322 the previ- 
ous month. By makes: Chevrolet, 
66; Ford, 46; International, 29; 
GMC, 15; Willys, 10; Dodge, 3; Ken- 
worth, 3; White, 3; Reo, 1, and 
miscellaneous, 5. 


Rochester, N. Y. 


Compact-car sales in Monroe 


compared with 1,565 in the cor- 
responding period last year. 

Registration figures show new- 
car sales in Rochester held to the 
July level. A total of 2,798 new 
cars were sold in August, com- 
pared with 2,795 in July. 
New-car registrations for the 

first eight months of 1960, including 
compacts but not foreign makes, 
amounted to 22,215, compared with 
18,425 during the similar period last 
year. This was a jump of approxi- 
mately 20 percent. 

Foreign-car sales for the first 
eight months of this year were 
1,257, in comparison with 1,629 dur- 
ing the corresponding period a year 
ago. 

—Howarp M. Durry 
oe * * 
Cincinnati 

New-car registrations in Hamil- 
ton County (Cincinnati) amounted 
to 3,258 in August, compared with 
3,091 a month earlier. There were 
3,161 new-car registrations in 
August, 1959. 

By makes, registrations were: 
Chevrolet, 891; Ford, 622; Ram- 
bler, 257; Oldsmobile, 220; Pon- 
tiac, 197; Buick, 169; Dodge, 164; 
Plymouth, 129; Comet, 128; Val- 
iant, 117; Studebaker, 52; Mer- 
cury, 51; Cadillac, 42; Volks- 
wagen, 31; Chrysler, 31; Metro- 
politan, 17, and Triumph, 16. 

Austin, 16; Renault, 12; Opel, 12; 
English Ford, 10; DeSoto, 8; Fiat, 
8; Hillman, 6; Taunus, 6; Checker, 
4; Mercedes-Benz, 4; Sunbeam, 3; 
Simca, 3; MG, 3; Peugeot, 3; Vaux- 
hall, 3; Saab, 3; Morgan, 2; BMW, 
2; Morris, 2, and miscellaneous, 7. 

New-truck registrations totalled 
262, compared with 238 a month 
earlier and 230 in August, 1959. 

By makes, registrations were: 
Chevrolet, 75; Ford, 56; Interna- 
tional, 42; GMC, 39; Volkswagen, 
19; Dodge, 10; White, 4; Willys, 4; 
Divco, 3; Studebaker, 2; Diamond 
T, 1; Reo, 1, and miscellaneous, 
4 


Used-car registrations in August 
amounted to 3,965, compared with 
3,933 a month earlier. Used truck 
sales numbered 192 in August, com- 
pared with 172 the previous month. 


—ALLAN Hem 
* ad 7 
Omaha 


Dealers sold 1,342 new cars in 
Omaha during August, a figure 
quite close to July’s 1,375. 

Chevrolet and Corvair accounted 
for 321 and Ford and Falcon came 
second with 309. In third spot ‘was 
Rambler with 119. Next came Olds- 
mobile, 90; Plymouth and Valiant, 
86; Dodge, 81, and Pontiac, 70. 

In truck registrations the top 
three makes were: Mack, 76, Ford, 
72 and Chevrolet, 47. Total truck 
sales were 268, a large increase over 
the July total of 170. 

—ArTHUR R. OLESON 








Allison Delivers Milestone Chevrolet— 


REPUBLIC STEEL 


GENERAL OFFICES @ CLEVELAND 1, OHIO 


608; Ford, 155; Falcon, 99; Oldsmo- Allison Chevrolet, inc., Plymouth, Mich., marked its 39th anniversary by delivering its 
bile, 86; Pontiac, 86; Rambler, 85; | thousandth 1960 Chevrolet to Mr. and Mrs. Peter Ranucci, Dearborn. A dinner for the 
Corvair, 66; Dodge, 63; Buick, 58;|Ranucci family, shown above, and theater tickets were among the extras received 
Cadillac, 56; Valiant, 55; Mercury, | by the purchasers. Allison also arranged for a year's free oil change and grease jobs 
26; Volkswagen, 23; Plymouth, 20; | on the new car. 


















Research News for AUTOMOTIVE EXECUTIVES 


NEW BRAKE FLUIDS 
keep cool under sky-high heat! 


Over 550 degrees of heat is sky-high to a brake, but it doesn’t faze 
some of the new hydraulic brake fluids coming out of Dow’s Auto- 
motive Chemicals Laboratories at Midland, Michigan. And at the 
other end of the thermometer, these same fluids operate well even at 
minus 60°F., and below. 


Those new brake fluids shrug off the tremendous heat built up in 
drums and linings during the braking of today’s heavy, high-speed 
cars. But these new fluids are only forerunners of even more advanced 
formulations now in development by Dow—fluids designed to with- 
stand even anticipated brake operating conditions of a decade hence. 


Work at the Dow automotive lab involves new fluids to satisfy require- 
ments of multifunctional hydraulic systems. Such work is directed to 
new automotive developments in “Central Hydraulic Systems” where 
the fluid not only must meet brake fluid specifications, but must also 
satisfy the requirements of power steering and automatic transmissions. 


These are but two of the significant developments under way at the 
Dow Automotive Chemicals Laboratories. There’s much more than this 
in progress . . . new cooling system concepts and materials, and de- 
velopment of new gasoline and oil additives, for example. From this 
work may come answers to your pressing problems. Why not inquire? 


THE FULL FACILITIES OF DOW’S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


Dow’s development staff constantly works with manufacturers on problems involving automotive 
chemicals . . . problems of all kinds, like those mentioned above. And because Dow is located at 
Midland, Michigan, close to the heart of the automotive industry, distance is no problem. Call us in 
Detroit at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising Dept. 405U9-26. 


See “The Dow Hour of Great Mysteries’ on TV 


THE DOW CHEMICAL COMPANY ° MICHIGAN 


MIDLAND, 





Alcoa Shows Off 
Use of Aluminum 


In Truck Bodies 


CHICAGO. — Aluminum applica- 
tions for some of the largest ca- 
pacity trucks in the world are 
being shown here by Aluminum Co. 
of America in a film titied, Off- 
Highway Truck Bodies. 

The 10-minute movie highlights 
Alcoa’s exhibit at the annua] Truck 
Body and Equipment Assn. conven- 
tion, which opened today. 

Alcoa’s convention display also 
includes: Sample aluminum bump- 
ers, which may be adopted for fu- 
ture trucks; standard aluminum 
extrusions for dump bodies; a 
small-scale cross section of an alu- 
minum dump body, and extruded 
aluminum floor components for 
trucks and trailers. 

Also Alcoa’s 96-inch sheet, the 
widest aluminum truck and trailer 
roofing product available, and 
Alply panel, a structural aluminum- 
polystyrene sandwich with high in- 
sulation characteristics. 


The AUTOMOTIVE NEWS ALMANAC is 
@ year-round friend. Use it often for statis- 
ties, buyer information and personnel data. 
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AUTOMOTIVE NEWS, SEPTEMBER 26, 1960 
New Models on Sale Oct. 14... 


|New Front End— 

New front-end styling and an accent on 
economy are features of the ‘61 DeSoto. 
The car has slanted headlights and a new 
grille topped by an air scoop. Regular- 
grade gasoline is recommended for the 
265-horsepower, 361-cubic-inch engine. 


UR SSS 
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Newness sells cars, 


and the newest kind of tires 


are made with nylon cord. Already favored by 
replacement tire buyers, nylon cord tires offer 
superior durability, safety, and blow-out 


protection. 


Winning friends by the mile, tires with Golden 


Caprolan® nylon 


cord have demonstrated 


amazing resistance to major causes of tire 


AN 











61 DeSoto 


Features 


Slanted Headlights 


What's New: 

Two models (both hardtops) of- 
fered for "61 .. . new grille... 
slanted lights . . . alternator 
replaces conventional generator 
» «+ Compression ratio and horse- 
power reduced . . . regular-grade 
fuel recommended .. . improved 
carburetor, distributor, steering. 


+ * * 


2 | Uger vbchahe ee a new grille and 


slanted headlights, DeSoto’s ’61 


= offerings will go on display Oct. 14 
| in dealer showrooms. It’s a two- 


model line this year, consisting of 
a two-door hardtop and a four-door 
hardtop. 

The slanted lights frame a hori- 
zontal grille that is topped by an 
air scoop. 

Side trim consists of a single 
spear running the length of the 
ear, and the tail fins, unchanged 
from last year, begin at the mid- 





point of the front door and sweep 
back to the deck. 


The windshield slants straight up 
to the roof line. It has no curved 
upper edge, but glass area is the 
same as last year. A new roof de- 
sign on the four-door hardtop fea- 
tures twin speed lines from front 
to rear. 

+ es * 


ae GRADS gasoline is 
recommended for the ’61 De- 
Soto. The car has a 361-cubic-inch 





Cars Loaned to Clergy 


ALBION, N. Y.—Four area deal- 
ers donated cars for use in the 
summer program of the Orleans 
County Migrant Ministry. They 
were Militello Pontiac, Shelp Albion 
Motor Co., both of Albion; Ander- 
son Ford, Medina, and Duryea Mo- 
tors. Holley. 





IT ROLLS ON NYLON CORD TIRES! 


damage—flex breaks, heat, moisture—and 
they’re better conditioned to withstand con- 
stant road impacts. Remember, it isn’t all new 
unless it rolls on nylon cord tires! 


~ 


Capro 


lan 


NYLON OF THE 60's 


San Fiber Marketing Department, 261 Madison Avenue, New York 16, N. Y. 








V-8 engine with a 9 to 1 compres- 
sion ratio and 265 horsepower. 

Last year’s DeSoto Fireflite drew 
295 horsepower from the 361-inch 
engine, while the Adventurer’s 383- 
cubic-inch unit wag rated at 305. 
Compression ratio was 10 to 1 for 
each. 

The new DeSoto carries an al- 
ternator instead of a conventional 
generator, The factory notes that 
the alternator charges at idle, 
preventing low-speed battery run- 
down, and that its increased out- 
put contributes to longer battery 
life. 

The ’61 model is built on a 122- 
inch wheelbase and is 215.6 inches 
long, 79.4 inches wide and 55 inches 
high. It igs available in 32 basic 
exterior colors with 32 two-tone 
combinations. 

* * eo 


NTERIOR fabrics and floor cov- 
erings are new, and the carbure- 
tor, distributor and steering system 
have been improved by the use of 
new materials. 

Among the dealerships which 
will display the new DeSoto next 
month are 22 “charter” outlets 
which have been in the fold since 
the first DeSoto was introduced 
Aug. 4, 1928. 

One of them is Hayden Automo- 
bile Co., Stamford, Conn., which 
was the first dealership to sign a 
DeSoto franchise. Hayden’s associa- 
tion with DeSoto began July 14, 
1928. 

The factory notes that more than 
two million DeSotos have been built 
during the car’s 32-year life, and 
more than a million are still on the 
road. 


Chrysler-Imperial 
Signs Savidge 
Deal in Seattle 


SEATTLE.—One of the largest 
automobile dealerships in the Pacif- 
ic Northwest, S. L. Savidge, Inc., 
has been signed to a Chrysler and 
Imperial franchise, according to 
C. E. Briggs, Chrysler-Imperial gen- 
eral manager. 

“We are proud to be associated 
with the S. L. Savidge dealership 
of Seattle, and welcome it to the 
growing Chrysler-Imperial dealer 
team,” Briggs said. 

Briggs said the division’s growing 
dealership organization is currently 
adding an average of 30 dealers 
each month, and will soon reach 
its full strength of some 2,900 deal- 
ers. 

The father and son team of Sam- 
uel L. Savidge sr. and Samuel L. 
Savidge jr. is acknowledged to be 
one of the ablest in the automobile 
business, Briggs said. 

The elder Savidge is a veteran 
of 42 years in the automobile busi- 
ness, having retailed automobiles 
in Akron and Indianapolis. 

In 1926, he founded his first 
Chrysler Corp. dealership here, a 
Dodge outlet. He later opened a 
Plymouth dealership which became 
a Plymouth-DeSoto-Valiant deal. 
The Chrysler-Imperial lines are be- 
ing added at the P-D-V dealership. 

The Savidge dealership is located 
in a million-dollar building in 
downtown Seattle occupying one 
city block. In addition to the auto 
dealership, Savidge operates a 
Dodge truck outlet in Seattle and 
operates two automobile parts out- 
lets in Seattle and Tacoma, Wash. 

The Savidge enterprise employs 
some 195 persons. Some 60 people 
are employed in the service depart- 
ment, of whom 28 are mechanics. 
Eighteen new-car salesmen, four 
used-car salesmen and a sales man- 
ager handle showroom traffic. 

Savidge also employs full-time 
an advertising manager and secre- 
tary for handling his various adver- 
tising and promotion campaigns 
which use all media. The advertis- 
ing budget averages upwards of 
$100,000 annually. 


3 Dealers Seek Office 


ST. PAUL. Three Minnesota 
dealers are running for the Legis- 
lature as district representatives. 
They are Al Theis, Theis Bros. 
(Chevrolet), Watkins, 26th District; 
Robert J. Odegard, Odegard’s Ga- 
rage, Inc. (Ford), Princeton, 55th 
District, and Ron Everson, Goetz- 
Everson (Pontiac-Oldsmobile-Cadil- 
lac-Rambler), Wadena, 5ist Dis- 
trict. 





The reliance that the people of Philadelphia have in 
The Evening and Sunday Bulletin is the result of years 
of living together and understanding each other. 

The editorial integrity and independence of this 
newspaper meet the standard set by the fair-minded 
people who read it. The Bulletin and the people of 
Philadelphia speak the same language. 


What does this mean to advertisers? It means 
that, in the growing seven billion dollar Greater 
Philadelphia market, your sales message in The 
Evening and Sunday Bulletin enjoys a unique and 
extra “bonus”... 


You buy belief when you buy The Bulletin! 


Advertising Offices: 


THE PHILADELPHIA BULLETIN A member of MILLION MARKET NEWSPAPERS, INC. 
New York 17, 529 Fifth Ave.; Chicago 1, 333 N. Michigan Boulevard; Detroit 2, New Center Building; Los Angeles 5, 3540 Wilshire Boulevard; 


San Francisco 4, 111 Sutter St. IN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 
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Valiant Adds 2-door Sedan, Hardtop .. . power to 260, and two high-per- 


formance eights also are available. 

e e * They are 361 and 383-cubic-inch 

Plymouth Sheds Tail Fins for ’61 [22.2.2 ° 

respectively. 

Plymouth hag two new manual 

What's New: is available as a dealer-installed| six-cylinder unit that develops 101) transmissions for V-8 engines. 

Standard Plymouth restyled option. horsepower and displaces 170 cubic| The regular V-8 utilizes a light- 

with new front-end treatment one et en oe is inches. Compression ratio is 8.2 to| weight unit, and there is a heavy- 

Se ae 5 "a oy maps he 1, compared with 8.5 to 1 last year.| duty transmission for the power- 
deck lid or tail gate. The standard engine in 11 of the} pack 318, the 361 and the 383. 

The Valiant engine is a slanted | 15 full-sized Plymouths is a 145-| Standard 61 Plymouths are 

err | horsepower, 225-cubic-inch slant six| equipped with an alternator instead 

Idea Worth $2,025 with an 8.2-to-1 compression ratio.| of a conventional generator—a fea- 

DETROIT.—Frank Wieszkowiak,| Te regular V-8 displaces 318 cubic|/ture that was a Valiant exclusive 

a Chrysler Corp. toolmaker, has re- inches and is rated at 230 horse-| jast year. The alternator charges 

earns » sens see Bnd suggest- power. eae the battery when the engine is 

ng an improv me’ of ma- idli and i - 

chining the torque converter cup, 7s station wagons and the see ioe 7 geet aha eanies 























a new solenoid shift which is said 
to be quieter and longer wearing: 
aa * * 
LL models undercoated at the 
factory have a fiberglass silenc- 
ing pad under the hood. Road noise 
also is cut by a jute pad on the 
rear floor pan and by redesigned 
shock absorbers. 

Improved protection against cor- 
rosion is claimed for Plymouth and 
Valiant bodies. There is a special 
treatment of primer to the inside 
of door sills, and the sills are coated 
a wax after the body paint has 

Tied. 


Both Plymouth and Valiant 
have new interior fabrics; Plym- 
outh has a restyled instrument 
panel and steering wheel, and 
Valiant features new exterior col- 












































ternator replaces conventional 
generator on standard-sized mod- 








































FINLESS Plymouth and two 
A | an automatic transmission compon- Fury convertible may be order- 
A ney Yalan, meade ary er-|sac"pradueed atthe companys | ot ony with V- engine (ain probleme oe een wise 
Highland Park plant. A power pack boosts V-8 horse- New tires reduce road hum, and!| able on Valiant for the first time. 


Plymouth claims that tread life 
has been increased 15 percent. 
Steering and carburetion have been 
improved, and V-8s have a new dis- 
tributor. The starting system has 


Valiant dimensions are the same 
as last year. Wheelbase is 106.5 
inches; length is 183.7 inches; width 
is 70.4 inches, and height is 53.3 
inches. 

Plymouth wheelbase is 118 inches, 
and the cars are 209.5 inches long, 
80 inches wide and 54.6 inches high. 
Wagon wheelbase is 122 inches, and 
overall length is 217.7. 

* * * 
HER= is Plymouth’s model line- 
up for 61 (unless otherwise 
noted, all are available with either 
six-cylinder or V-8 engines): 

Savoy—four-door sedan and two- 
door sedan. 

Belvedere—four-door sedan, two- 
door sedan and two-door hardtop. 

Fury—four-door sedan, four- 
door hardtop, two-door hardtop 
and convertible (V-8 only). 

Station wagons—two-door two- 
seat Deluxe; four-door two-seat De- 
luxe; four-door two-seat Custom; 
four-door three-seat Custom (V-8 
only); four-door two-seat Sport 
(V-8 only) and four-door three-seat 
Sport (V-8 only). 

* oa 


will put on display Thursday (Sept. 
29). 





















Although Plymouth has a new 
grille, hood, fenders and side trim, 
the most striking feature of the ’61 
standard-sized models is the de- 
finned rear end. 

Tail fing and Plymouth have 
been inseparable for five years. 
They first appeared on the face- 
lifted 56 and were continued on 
the all-new ’57 and succeeding 
models. 

For ’61, the headlight eyebrow 
has been retained and accentuated, 
and the new grille sits between the 
dual lamps. A strip of metal trim 
extends rearward from the eyebrow 
along the body of the car. 

* * * 

ALIANT styling is virtually un- 

changed from last year, but the 

model lineup hag been enhanced by 
the addition of a two-door sedan 
in the V-100 series and a two-door 
hardtop in the V-200 line. 

Each series also hag a four-door 
sedan and a four-door two-seat sta- 
tion wagon. A third seat for wagons 


Rubin a Dealer 15 Years... 







Used-Car Upturn Seen 


By Sanford Markey 
Staff Correspondent 

CLEVELAND. —Irv Rubin, who 
rounds out 15 years as an automo- 
tive dealer this month, sees the up- 
coming months as a reversal of 
the “bad market” experienced this 
year in used cars. 

Rubin has been in the automotive 
industry for 22 years, but it was 
15 years ago that he purchased his 
first business and has since built it 
up to be the largest used-car seller 
in Ohio, dealer for Plymouth-Val- 
iant-Simca and also the Ohio dis- 
tributor for the Checker Superba. 
He is president of Cleveland Uni- 
versal Motors, Inc., with his used- 
car division at 8810 Euclid Ave., 
having led the state for the last 
five years. 

“We never argue with a cus- 
tomer on service,” said Rubin, a 





























































Biggest sellers are the lower-priced 
cars of the Big Three.” 

Rubin characterizes the Superba 
as “a sexless car,” which appeals 
to the buyer who wants durability 
a comfort without regard to styl- 
ng. 

At the age of 12 Rubin became 
enraptured with mechanics, partic- 
ularly automotive. He worked on 
his father’s cars and spent a year 
in automobile mechanics at East 
Tech High School. He switched to 
Glenville, but his formal education 
was curtailed by the depression. 

Only 17, Irv bought and sold 
used cars, drove trucks and taxis, 
hauled coal, made mayonnaise 
for a creamery, then opened his 
first used-car lot. He has been a 
dealer at various times for Dodge, 
Plymouth, Studebaker and Nash. 


Rubin was president of the 
National Independent Automobile 
Dealers Assn. in 1957 and chairman 
in 1958. During 1957 he toured the 
nation at his own expense and help- 
ed set up a code of ethics. He was 
treasurer of NIADA in 1953. 

A charter member of the Cleve- 
land Independent Automobile Deal- 
ers Assn., he was its president from 
1952 to 1955, and assisted in draft- 
ing its code of ethics. 


Irv igs a board member of the 
Heights YMCA, past associate 
chairman of the auto division of 
United Appeal, co-chairman of the 
Jewish Appeal’s auto division, as- 
sociate chairman of the building 
drive for the Jewish Community 
Center and a member of the adver- 
tising panel of the Better Business 
Bureau. 

Rubin, his wife, Ruth, and their 
two children, Jacqueline, 19, and 
Stephen, 6, live in University 
Heights. 


Autolite Acquires 


Marshalltown Mfg. 


TOLEDO.—Electric Autolite Co. 
has acquired Marshalltown Mfg. 
Co.. Marshalltown, Ia. 

e sale is subject to approval 
by Marshalltown Mfg. stockholders. 

The 48-year-old Iowa firm op- 
erates two plans in Marshalltown. 
It manufactures and distributes 
Bourdon tube type and diaphragm 
actuated pressure gauges, Bourdon 
tube and bi-metal type dial ther- 
mometers, glass-tube thermometers 
and hydrometers. Annual sales ex- 
ceed $3 million. 


South Africa Called On 


To Build Own Cars 


JOHANNESBURG, South Africa. 
—(UTPS)—O pening the South 
African plant of Willys Afrika at 
Wynberg, Johannesburg, Dr. Die- 
derichs, the Minister of Economic 
Affairs, said that South Africa 
should consider the manufacture of 
cars from the “basic materials” in 
the Union, He described the Wyn- 
berg plant as “the first large-scale 
attempt on the part of the domes- 
tic industry to break with tradi- 
tion and to turn to manufacturing 
operations proper, as distinct from 
the mere assembly of vehicles.” Valiant Offers 6 Models for '61— 

The Board of Trade and Indus- Valiant has added two models for the ‘61 season—a two-door sedan in the V-100 
tries has been exploring the ques-| series and a two-door hardtop in the V-200 line. Each series also has a four-door 
tion of making cars in South|sedan and a four-door wagon. The compact has a 101-horsepower engine that dis- 
Africa, places 170 cubic inches. 











































Look, Ma! No Fins— 


The chief styling feature of the new 
Plymouth is the flat rear end with shielded 
jet-pod taillights. The high fins, a Plym- 
outh trademark since 1956, have been 
removed. 



















Union Pacific 
Adds Car Haul 


NAMPA, Id.—Union Pacific Rail- 
road has introduced a new service 
for auto dealers of Southern Idaho, 
Eastern Oregon and Eastern Wash- 
ington, 

The railroad is carrying auto 
vans from Midwest assembly plants 
to Nampa. Here the vans will be 
unloaded from rail cars and pro- 
ceed to dealers by highway. 

The empty vans will return to 
the Midwest by rail. Headquarters 
for an auto transport company will 
ao eee at Nampa, it was 
said. 


































goal igs high volume and low 

prices. Our selection of used cars 

is the largest in Ohio. We buy 
dealer inventories.” 

A sign at Rubin’s used-car divi- 
sion proclaims, “Home of the five- 
day driving trial.” Said he, “This is 
unique. We give an unconditional 
guarantee for five days and will re- 
pair a car, if needed, or exchange 
it.” 

“Used-car buying is sight buying 
to a certain extent. Price and ap- 
pearance are the major factors. 









































Plymouth's Top Wagon— 


The nine-passenger Sport Suburban heads Plymouth's lineup of six station wagons 
for '61. Wagons are built on a 122-inch wheelbase, four inches longer than other 
models. The ‘61 Plymouth features a new grille and front end and no tail fins. 











































For Town or Country— 


The sloping pillar adds a sporty touch to the ‘61 Valiant station wagon, which is 
available in both the V-100 and V-200 series. Styling of the Plymouth compact is un- 
changed from that of the successful ‘60 model. 







































Anyone for Checkers? 


This outdoor checker game, staged annually and using 24 bathing beauties, is one 
of the principal promotions used by Bow Mac's used-car supermarket in Vancouver, 
B. C, Players are prominent people in the community, and the stunt draws thousands 
to the lot, a Bow Mac official said. 
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Aluminum Wheels 


with integral wheel, brake drum and hub, offer 
important benefits to both automobile owners and 
manufacturers. The most important performance 
advantages to the car owner are these: (1) Alumi- 
num’s superior ability to dissipate heat—as proven 
in aluminum brake drums—reduces brake fade, 
improves brake recovery, and lengthens brake lining 
and drum life. (2) Lighter aluminum wheels permit 
reduction of unsprung weight and better ride char- 
acteristics. (3) The integral construction of alumi- 
num wheels permits more uniform braking and 
reduces tire wear. 

Integral aluminum wheels also offer manufactur- 
ing advantages in the areas of production economies 
and increased styling design freedom. They permit 
production savings through reduction of number of 
components per wheel, reduced inventory arid lower 
tooling costs. New process developments, now being 
considered for future integral aluminum wheels, 
promise additional gains. Closer tolerances, reduced 


TRADE MARK 








machining, practicability for automation, and im- 
proved mechanical properties and reliability are 
seen as important dividends. From a styling stand- 
point, integral aluminum wheels permit countless 
interesting design variations. And the possibility of 
a variety of colorful finishes on aluminum wheels is 
another bright thought for stylists to consider. 

Reynolds Aluminum Specialists are available to 
work with you on a wide variety of aluminum appli- 
cations. Write or phone Reynolds Metals Company, 
P.O. Box 5050, Seven Oaks Station, Detroit 35, 
KEnwood 7-5000. Or contact your nearest Reynolds 
office or write P.O. Box 2346-MY, Richmond 18, 
Virginia. 


NOTE: Before you buy any part—have it designed and 
priced in aluminum. Basic material costs do not deter- 
mine part costs. New techniques and processes— 
applicable only to aluminum—can give you a better 
product at a lower final cost. 


REYNOLDS ALUMINUM 


the metal for automation 


Watch Reynolds new TV show “Harrigan & Son’, Fridays, starting October 7; 

also, ‘‘All Star Golf’’, Saturdays, resuming October 15—ABC-TV. And on Sunday, 
October 16, be sure to see the exclusive showing of America’s new 1961 cars on 
The National Automobile Show, direct from Detroit over CBS-TV, 6to 7 P.M. E.D.S.T. 
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Auto Personnel 





Beckwith Promoted 


John B. Beckwith, Bristol, Conn., 
has been appointed manager of 
manufacturing engineering, Associ- 
ated Spring Corp. Beckwith joined 
Wallace Barnes Division of Associ- 
ated Spring in 1946. 

* + 


Patterson Appointed 


Richard F. Patterson has been 
named Western regional sales man- 
ager for Standard Motor Products, 
Inc., Long Island City, N. Y. 

* * * 


Fitzgerald Promoted 


George A. Fitzgerald has been 
named president of Permacel, the 


Four States Send 
New Directors 


To NADA Board 


WASHINGTON. — Joseph M. 
Schneider, Hempstead, N. Y.; 
Frank C. O’Rielly, Tucson; Cyle J. 
Murray, Sioux City, Ia.; Searcy 
Wilcoxon, Hamburg, Ark., and 
George D. Gardner, Binghamton, 
N. Y., have been elected directors 
= the National Automobile Dealers 

ssn. 


Schneider, president of Schneider- 
Furey Corp (Dodge-Chrysler-Plym- 
outh), will represent Metropolitan 
New York on the board; Murray, 
president of C. J. Murray & Co. 
(Cadillac-GMC), will be Iowa’s rep- 
resentative, and O’Rielly, president 
of O’Rielly Motor Co. (Chevrolet), 





G. D. Gardner 


F, C. O’ Rielly 


will serve for Arizona, Wilcoxon, 
head of Hamburg Auto Co. and 
Crossett Auto Co., will represent 
Arkansas and Gardner, president of 
Gardner Motor Co. (Oldsmobile), 
will serve for New York State. 

Murray, a Cadillac distributor 
and GMC truck dealer succeeds 
Frank Collord, Waterloo, and 
Schneider replaces William Frame, 
Amityville. O’Rielly succeeds Frank 
Dawson, Tucson, and Wilcoxon re- 
places Roland Hughes, Jonesboro. 
Gardner succeeds Car] E. Fribley, 
Norwich, N. Y. 

Schneider, who has been in the 
auto business 38 years, is a direc- 
tor of the Greater New York, Long 
Island and Westchester Automobile 
Dealers Assn., and a district vice- 
president of the New York State 
Automobile Dealers Assn. 


Murray has been in the auto 
business since 1917, and is a past 
president of both the Iowa and 
Sioux City dealer associations. He 
was one of 13 finalists in this year’s 
Benjamin Franklin Quality Dealer 
Award competition, sponsored an- 
nually by the Saturday Evening 
Post. 

O’Rielly is a former president of 
the Arizona Automobile Dealers 
Assn. 

Wilcoxon, one of the oldest Gen- 
eral Motors dealers in Arkansas in 
point of service, formerly headed 
the Arkansas Automobile Dealers 
Assn. 

An Oldsmobile dealer for 21 
years, Gardner wag twice president 
of New York State Automobile 
Dealers, Inc., and of the Retail 
Automobile Dealers Council of the 
Binghamton Chamber of Com- 
merce. 


division of Johnson & Johnson that 
manufactures pressure Sensitive 
tapes and industrial adhesives. 
Fitzgerald moves up from sales and 
marketing vice-president. 

* * * 


Alemite Appoints Piehl 


Marketing Sales Manager 


M. W. Piehl, formerly head of 
Alemite lubrication and automotive 
service equipment sales, has been 
appointed sales 
manager of the 
Marketing Di vi- 
sion of Alemite. 

In his new post, 
Piehl will direct 
activities of Ale- 
mite regional 
managers and 
field represen- 
tatives in auto- 
motive, farm and 
industrial m a r- 
kets, as well as 
special sales representatives such 
as major oil and national accounts 
sales groups. 

* * * 


Buick Shifts Schroeder 


Carl M. Schroeder, business man- 
agement manager for Buick’s Min- 
neapolis zone office, has been trans- 
ferred to Chicago as business man- 
agement manager. Replacing him 
in Minneapolis is Bill Hann, former 
district manager in Montana. 

* * * 


4. Named to Sales Posts 


Reynolds & Reynolds Co, has ap- 
pointed Burt Asbury to its New 
York district sales office, Melvin F, 
Selden to its St. Louis office, Rus- 
sell B. Steel to its Boston office and 
James Johns to its Louisville office. 

* oo * 


White Ups Gustafson 
E. H. Gustafson has been named 
fleet sales manager of the South- 
ern region by White. He had been 
territory manager in Florida. 
* * * 





M. W. Piehl 


Divco-Wayne Names Collins 


To New Vice-President Post 


Holmes T. Collins has been named 
to the newly created post of manu- 
facturing vice-president of Divco- 
Wayne Corp. He will supervise 
production and manufacturing of 
Divco multistop delivery trucks, 
Wayne buses and Miller-Meteor 
ambulances and funeral coaches. 

Collings had been Divco division 
manager. 

ak * ok 


3 Former Drop Forge Officers 
Head Up American Emblem 


Three former officers of Utica 
Drop Forge & Tool Corp. and their 


ae 
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Rambler Dealers Cited— 


To help mark Rambler's 10th anni- 
versary, the Dallas Times Herald staged a 
special promotion capped by the presen- 
tation of a specially decorated birthday 
cake to each Rambler dealer in Dallas. 
Holding a cake is lL. O. Taylor, Taylor 
Rambler. With him is John Yates, auto 
advertising manager for the newspaper, 
holding a copy of an ad which Yates had 
sealed in plastic for each dealer. 
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associates have taken over control 
of American Emblem Co, 
Willis V. Daugherty, former Drop 


Forge president, ig chairman and] _ 


treasurer of American Emblem; 


Thomas R. Hughes, former Drop|_ 


Forge vice-president, is president, 
and Charles E. Wilderman, Drop 
Forge ex-vice-president, is manu- 
facturing vice-president. 

* * * 


FWD Promotes Engel 


H. G. Engel has been appointed 
highway maintenance market man- 
ager of FWD Corp. With FWD 
since 1922, he will direct product 
and market development in the 
highway-maintenance field. 

* * * 


R & R’s Seifert Retires 


After 21 years with Reynolds & 
Reynolds Co., Carl J. Seifert, vice- 
president in charge of the Detroit 
liaison office, has retired. He was 
with Chevrolet before joining R& R 
in 1939 as business-management 


director. 
* * * 


Berg Named Sales Director 


Auto Friction Corp. has appoint- 
ed Theodore Berg sales director. 
For the last five years, Berg had 
been sales manager, and prior to 
that he was a direct customer rep- 


resentative. 
a * ok 


Yale & Towne Elects 


Patterson President 


Gordon Patterson has been elect- 
ed president and a director of Yale 
& Towne Mfg. Co. 

Patterson, who previously served 
as president of Square D Co., suc- 
ceeds Gilbert W. Chapman, who 
retired after 11 years as president 
of Yale & Towne to devote his time 
to his civic affiliations. 

* * om 


Roberts Heads Trailer Firm 


Claude H. Roberts has been elect- 
ed president of Nabors Trailers, 
Inc., a new corporation composed 
of trailer subsidiaries of Sterling 
Precision Corp. He will direct op- 
erations of ALF-Herman Corp., St. 
Louis, producer of refrigeration 
trailers, and of the Nabors Trailers 
Division, Mansfield, La., manufac- 
turer of a general jine of highway 


trailers. 
ed * cs 


Langdon Named Assistant V-P 
Heads CIT Chicago Division 


John M. Langdon has been elect- 
ed assistant vice-president of Uni- 
versal CIT Credit Corp. and placed 
in charge of the company’s Chi- 
cago Division. He succeeds Herbert 
W. Tousley, who will retire at the 
end of this year. 

Langdon joined Universal CIT in 
1945 in Chicago, Since 1958 he has 
been branch supervisor in the Chi- 
cago Division. 

* * od 
Hoffman, Lynch Appointed 
To New Posts at Allison 


K. H, Hoffman, former manager 
of Allison Division’s transmissions 
operations, has been named admin- 
istrative assistant to the general 
manager. 

R. E. Lynch, former manager of 
aeroproducts operations at Van- 
dalia, O., was named to succeed 
Hoffman in Indianapolis, 


* * * 


Sealed Power Names Smith 


To Head Sales in Memphis 


Vince Smith has been named by 
Sealed Power Corp. as its Automo- 
tive Replacement Parts Division 
sales manager in the Memphis 
zone. 

Smith will be in charge of sales 
of piston rings, pistons, water 
pumps and other engine parts to 
wholesale distributors and jobbers 
throughout the Memphis area. 

a * oe 


Dana Division Names Graper 


Assistant General Manager 


Frank B. Graper has been ap- 
pointed assistant general manager 
of Dana Corp.’s Standard Equip- 
ment Division. 

Frank A. Saltzgiver has been 
named manager of operations and 
distributor sales. : 

+ ok 


Dayton Appoints Horton 


Arthur M. Horton has been ap- 
pointed district manager by Day- 
ton Industrial Products Co. to serve 
automotive distributor accounts in 
the Dallas region. 
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Simea Launches 30-Day Promotion— 


This Simca will be driven day and night for 30 days over the 270 miles which com- 
prise the freeway system in the Los Angeles area. The car will be stopped only for 
refueling and to change drivers. By guessing the total number of miles this Simca 
“Freeway Flyer’ will travel in this 30-day period, Los Angeles-area residents will have 
a chance to win a Simca, a mink stole, or a television set. To qualify, motorists must 
visit their nearest Simca dealer, fill out an entry blank, have an appraisal made of 
their present car and take a short test drive in a Simca. From left are Danny Eames, 
crew chief for the Freeway Flyer; Hal Freed, salesman, Whittier Imports, Whittier, 
Calif.; C. L. Chafe, owner, Whittier Imports, and E. L. Joseph, Western area Simca 


sales manager. 


Lawsuits Affecting Dealers ... 


Court Decisions 


By Leo T. Parker 
Attorney-at-Law 


ONSIDERABLE discussion has 

arisen over the legal question: 
If an auto dealer’s employe is in- 
jured or killed while repairing a 
heavy-duty tire, 
is the dealer li- 
able in damages? 
A few weeks ago 
a higher court 
clearly answered 
this legal ques- 
tion. 

In Huntley v. 
Brandt Service, 
Inc, 17 N, W. 
(2d) 290, the tes- 
timony showed 

L. T, Parker that an employe 
in a dealer’s service station was 
killed when a large tire, in which 
he was putting air, exploded. 


The dependents of the employe 
sued the auto dealer, the owner of 
the service station, for heavy dam- 
ages, and contended that another 
employe at the service station 
negligently weakened the tire while 
repairing it. Hence, it was argued 
that the auto dealer and owner of 
this service station was liable in 
damages to the dependents of the 
deceased employe. 


Since the dependents failed to 
prove positively these contentions, 
the higher court held the dealer not 
liable, saying: 

“A finding that Brandt (serv- 
ice station owner) was negligent 
must rest wholly in speculation 
and conjecture, and is against 


Banks Note Rise 
In Delinquencies 


On Auto Loans 


NEW YORK. — Delinquencies on 
auto loans from banks increased in 
July, according to a survey by the 
American Bankers Assn. 

Of loans obtained through auto 
dealers, 1.46 percent were delin- 
quent on July 31, compared with 
1.30 percent a month earlier and 
1.07 percent a year earlier. 

Of loans obtained directly from 
banks, 0.94 percent were delinquent 
on July 31, compared with 0.84 per- 
cent a month earlier and 0.69 per- 
cent a year earlier, 

Four other classes of consumer 
loans from banks were covered in 
the survey. All classes showed an 
upswing in delinquencies and the 
rate for all four classes remained 
above the rates for the two classes 
of auto loans. 

The association said the upswing 
in delinquencies was “not consider- 
ed cause for concern” but urged 
banks to use increased care in han- 
dling consumer credit. 








the overwhelming weight of the 
evidence.” 

Therefore, in cases of this kind, 
allegations of negligence must be 
proved to the satisfaction of the 
court. The fact that a repaired tire 
“blows out” is no proof that the 
dealer’s employe negligently re- 
paired the tire. 

+ * ok 
Liability in Accident 
S. KELLY, Los Angeles, asked: 

° “Is an auto dealer liable in 
damages for injuries caused an 
employe who borrowed a vehicle 
owned by the dealer?” 

The answer is no. 

In Adams v. Quality Service 
Laundry & Dry Cleaners, 34 N. W. 
(2d) 148, the testimony showed 
these facts: One Skaar had been 
employed as a truck driver, One 
morning Skaar was driving in the 
employer’s truck to his own home 
when he had a collision with the 
result that an occupant of the 
other auto was seriously injured. 
The latter sued Skaar’s employer 
for heavy damages. The higher 
court held: 

“We think it perfectly clear from 
the record that at the time of the 
accident Skaar was not acting 
within the scope of his employment 
with the company.” 

In other words, Skaar’s employer 
was not responsible nor liable in 
damages for injuries to third per- 
sons caused by negligence of Skaar 
while he was driving the vehicle 
for his own, not his employer's 
business. ee tie 


Hard to Get Tax Refund 


A NEW federai court’s decision 
clearly indicates that consider- 
able difficulties face a taxpayer 
who wants refund of erroneously 
paid taxes. 

In Wolinsky v, United States, 
271 Fed, (2d) 865, it was disclos- 
ed that one Wolinsky commenced 
to manufacture auto seat covers 
in 1948, selling to auto dealers 
and to private owners. 

He did not become aware of the 
rulings of the Tax Commissioner 
to effect that sales of seat covers 
“custom made” to order of retail 
owners of automobiles were outside 
the scope of excise tax on auto ac- 
cessories until in 1950. Then in 1952 
the Treasury Department issued a 
ruling that all sales of seat covers, 
whether to dealers or to retail cus- 
tomers, came within the tax sta- 
tute, requiring payment of excise 
taxes. 

In subsequent litigation, the high- 
er court held that the early rulings 
did not prevent the commissioner 
from asserting the correct inter- 
pretation of the law in resisting 
Wolinsky’s suit for refund of excise 
taxes paid during the three years 
1948 through 1950, This final deci- 
sion was rendered only a few weeks 
ago. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 









by Joseph M. Callahan 





What’s Behind Changes 


On Chrysler’s ’61s 
ITS with two of the divisional 
chief engineers of Chrysler 
Corp. revealed one subject that was 
uppermost in their minds—the 
changes that have been wrought on 
their 1961 models, 

While practically all new engi- 
neering features come from the 
Chrysler’s Central Engineering 
Division, each divisional chief en- 
gineer is a liaison man between 
his division and the corporation 
and takes a different approach 
to these features because he’s 
shooting at a different market 
and for other reasons. 

Robert M. Rodger, chief engi- 
neer of the Chrysler-Imperial divi- 
sion, strongly asserted that his 
division has no plans for entering 
the compact field, although the new 
Chrysler Newport series is an ad- 

(Continued on Page 37, Col, 1) 








tar strips. 


Kaiser Aluminum’s Method... 


Meeting a Bumper Recipe 










Mercury's Anti-Harsh Suspension— 

The 1961 Mercury features a new Cushion-Link suspension that is designed to reduce 
horshness to a minimum. Both the front suspension, left, and the rear suspension, right, 
permit the wheels to move rearward to reduce the harshness caused by expressway 


[= other major aluminum com-| auto maker and asked it to list the 


panies, Kaiser Aluminum &| requisites of an aluminum bumper 


Chemical Corp. has developed its 
own method of producing alumi- 
num bumpers and Kaiser officials 
are convinced that their system 
best satisfies the demands laid down 
by the auto companies. 

Before embarking on their ex- 
tensive bumper development pro- 
gram, Kaiser engineers visited each 





Engineering New Products 
Page 36 





Big Cost Saving Seen 


lignes former top paint researcher 
for General Motors has left his 
job to promote and develop a new 
paint spray process which he be- 
lieves will enable the auto industry 
to save up to $40 million of the 
$150 million it spends annually to 
paint cars. 

Fred Steinhebel, former head 
of the paint laboratory at the 
General Motors process develop- 
ment section, has become man- 
ager of technical coatings for 
Fannon Products Co. 

Fannon Co., a major supplier of 
paint baking systems, acquired the 

exclusive North 
American rights 
to develop, build 
and sell the 
equipment for the 
new process from 
Thermo Press Co. 
of Holland whose 
head, Henry Bok, 
invented the sys- 
tem four years 
ago. 

Called the 

Henry Bok Chemtronic paint 

spray process, it differs from nor- 
mal spraying in that a hydrocarbon 
compound, Chemsine, is vaporized 
and used to atomize and apply the 
paint. Compressed air normally 
does this job, 

Steinhebel, formerly GM’s leading 
proponent of electrostatic painting, 
strongly feels that the Chemtronic 
process can reduce an auto maker’s 
paint material costs by 30 to 50 per- 
cent and his paint labor cost by 
a full 50 percent. 

+ o* 
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UCH savings, he feels, can be 
made because the hydrocarbon 
gas is heavier than air, causing the 
paint particles to break up much 
faster and easier. According to 
Steinhebel, this permits the use of 
paint with much less solvent in it 
and the following benefits result: 
1. Heavier coats of paint can 





be applied. It’s believed that one 
Chemtronically sprayed coat of 
lacquer will equal three coats of 
air sprayed lacquer or two coats 
of air sprayed enamel. Thin coats 
can be applied, also, 

2. Orange peel, a major problem, 
can be materially reduced because 
of the smaller particles sprayed on 
with this process. Orange peel (a 
surface resembling the peeling of 


Engineer’s 


Showcase 


@ Despite some talk at top levels 
about building cars that are 
more repairable and more 
cheaply insurable, working- 
level engineers appear to have 
paid scant attention to this 
matter in development of 1961 
models. However, two car di- 
visions have appropriated 
money for a study of repair- 
ability and something may 
come of this in the next year 
or two. 

*~ * * 

@ The ram induction principle, 
introduced on several Chrysler 
Corp. engines in 1960, will 
make its bow in 1961 on a GM 
car — Pontiac’s Tempest. The 
Tempest’s engine is essentially 
the right bank of the regular 
Pontiac V-8. 

* ok + 

@ Plans for the use of hot ex- 
truded aluminum bumpers for 
10,000 1961 Valiants have been 
temporarily dropped because 
bumper suppliers refused to 
produce them for the price 
that an aluminum supplier 
said they could be made for. 
However, there is still consid- 
erable work being done on 
various types of aluminum 
bumpers. 











that would be acceptable. 

According to Leo Swoboda, 
Kaiser automotive development 
engineer, the automotive stylists 
set up demands that could be 
satisfied only if the bumper was 
produced from sheet meta] — 
whether it be aluminum or steel. 

In addition, the stylists said they 
would accept any finish—as long as 
it looked like Chrome plate. 

“Only chrome looks like chrome,” 
Swoboda commented. “You might 

(Continued on Page 30, Col, 1) 











_ Suspensions of ’61s 


Improved to Ease 
Harshness in Ride 


By Joseph M. Callahan 
Engineering Editor 
OX ALL the problems facing the 

30,000 people in the engineering 
departments of the five American 
auto makers, it’s a safe bet that 
their biggest and most continuing 
headache is “harshness.” 

Both a vibration and a sound, 
harshness is a suspension prob- 
lem that manifests itself when- 
ever a car passes over a slight 
bump, but it is particularly 
noticeable to motorists when 
their car crosses the tar strips 
on a concrete expressway. 

This thumpedy-thumpedy-thum- 
pedy apparently is the subject of 
increasing complaints by motorists 
across the land who write an amaz- 
ing number of letters to auto com- 
pany general managers about this 
phenomenon, 

In turn, the general managers 
send these letters, as well as their 
own comments, to the engineers. 
Consequently, harshness has be- 
come an almost monumental night- 
mare. 

Said one chief engineer. “This 
thing has almost given me insom- 
nia. When I count the sheep going 
over the fence, they go thumpedy- 
thumpedy-thumpedy.” 

In recent years this problem has 


in New Paint Process 


an orange) is particularly trouble- 
some on cars painted with enamel. 
Lacquer finishes are buffed after 
baking, materially reducing the 
condition, but enamels are not buff- 
ed, generally. 

3. There is much less wasted paint 
at the paint booth because fewer 
coats are applied and they are ap- 
plied with lower pressure. Chem- 
tronic spraying requires only a 
pressure of 30 to 40 pounds per 
square inch, compared to 60-70 
P.S.I. for normal air spraying, or 
600-1,500 P.S.I. for some of the new 
air-less processes, 

+ ca 


Higher Efficiency 

HE combination of the lower 

pressure and the heavier paint 

results in a painting efficiency (the 
percentage of paint leaving the 
spray gun that is actually applied 
to the work) of 60-80 percent, com- 
pared to 30-50 percent efficiency for 
the average air-spray system. The 
reduced bounce-back of paint land- 
ing on the work will save an esti- 
mated 10 percent of the paint. 

4. Since less solvent is used, 
there are considerable savings in 
money. Also, the paint dries fast- 
er. The auto makers normally buy 
paint consisting of solids and 
slow-boiling thinner. Before 
spraying, fast-boiling thinner is 
added. The Chemtronic process 
nearly eliminates the need for the 
fast-boiling thinner. 

Less solvent is used because the 
hydrocarbon compound, unlike air, 
does not evaporate the solvent be- 
tween the gun and the work, and 
the solvent stays almost totally in- 
tact to allow better flow-out of the 
paint. 

5. The heavier paints used also re- 
sult in higher gloss and less “runs” 
and “sags.” 


* * * 


by a quick disconnect fitting on the 
Chemtronic spray gun. The process 
is equally suitable for air-dry enam- 
els, baking enamels, acrylic and 
nitrocellulose lacquers, However, it 
will not handle water base mate- 
rials, now. 

7. A much cleaner spraying area 
and less paint fog in the air results 
from the lower pressure used and 
the reduced bounce-back. 

8. Because the atomizing gas 

contains neither oil nor water, 





increased because of the growing 
quietness of other car noises and 
because of the greater amount of 
expressway driving, which causes 
harshness to be more noticeable 
than ever. 
* * * 

T= letters to the automotive 

Officials indicate harshness is 
particularly irritating to motorists 
because it’s caused by such small 
bumps. The average suspension will 
absorb the shock of good sized 
bumps very neatly, but they all 
are subject to harshness from the 
tar strips and other slight promi- 
nences. 

A logical question at this point 
is: “Why don’t the engineers do 
something about harshness.” The 
answer is that they are doing or 
trying to do something about it. 
This year, for example, almost 
every auto manufacturer is mak- 
ing a minor or major change on 
his suspension, generally with the 
objective of reducing the harsh- 
ness. 

Many engineers frankly admit 
that harshness defies solution, 
largely because they don’t know ex- 
actly what causes it. But there are 
numerous theories as to why these 
relatively small tar strips should 
be so troublesome. 

Most engineers acquainted with 
the problem say harshness has been 
reduced somewhat in all cars during 
the last couple of years by the 
softer rubber now being used in 
tires. 

One theory has it that the “beam- 
ing” of a car is the big factor. This 
has to do with the rigidity of a 
car’s frame or the body structure 
as a whole in a unitized body. A 
popular semi-solution for cars with 
frames is to increase the number 
and size of the rubber “doughnuts” 
between the frame and the body. 


* * *” 


Suspension Gets More Rubber 
I RECENT years most car mak- 





weather influences such as ers have taken the antiharsh- 
(Continued on Page 31, Col, 3) (Continued on Page 32, Col, 1) 
7 * * {continu comiantahntinia nin painting 





Chemftronic Paint Demonstration— 


Fred Steinhebel, right, manager of technical coatings for Fannon Products Co., and 
Robert Hudson, automotive technical service manager of Glidden Co., witnessing a 
TX. Fast changes to other colors| demonstration of the new Chemtronic spray process. Lionel. Gamelcy, a chemical engi- 

or materials can be easily made|neer, is handling the spray gun. 
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mission that a substantial sector of 
the public is interested in less ex- 
pensive transportation. 

Asked if the Chrysler-Imperial 
Division was making any other 
moves in this direction, Rodger 
said, “We certainly recognize that a 
lot of people are going to the com- 
pacts and that the people on Ameri- 
can roads are after every bit of 
economy available. 

“Our objective is to offer the 
roominess, comfort and safety that 
big cars have always offered, and 
we've tried to get close to the com- 
pacts in economy of operation.” 

* * * 
E SAID that his division had 
taken these steps toward econ- 
omy for 1961: 

1. Introducing a regular-fuel en- 
gine. This is the 361 cubic-inch 
engine with a new compression 
ratio and distributor advance curve. 

2. Holding down costs by re- 
fraining from radical changes and 
by maintaining the present car size. 

3. Offering more value and better 
quality in the 
1961 Chryslers and 
Imperials. 

Commenting on 
the Imperial, 
Rodger said, 
“One of several 
1961 objectives 
was to start a 
classical theme 
with a good, 
clean, functional 

, approach that 
R. M. Rodger can be continued 
for a long time. The theme will be 
periodically modernized but it will 
help keep used-car values up and 
give the Imperial more visibility.” 
Part of this visibility will come 
from the free standing headlights 
which, it’s hoped, will do the 
same job for Imperial that the 
classic radiator does for Rolls- 
Royce, : 

In a reference to several minor 
changes, he continued, “We're at- 
tempting to satisfy the obvious re- 
quirement for quality, but we feel 
we're achieving this by improving 
components, rather than changing 
them. 

“‘We do have a new, very func- 
tional instrument panel, We've tried 
to get the controls closer to the 
driver. Also, the heater and trans- 


Dowgard Tested 
In Competition 


To Win Customers 


MIDLAND, Mich. — Dow Chem- 
ical Co. has taken a somewhat 
unique stand on competition rac- 
ing. 

Convinced that its new automo- 
tive coolant, Dowgard, was sound, 
workable and a vast improvement 
over plain water, Dow took to the 
race track to show its confidence in 
the product and merchandise the 
fluid at the same time. , 

In three fields of auto racing, 
Dowgard stood up to the rigors of 
“flat out” competition, the company 
said. 

Dowgard was used in six of 16 
roadsters finishing the 500-mile 
grind at Indianapolis, nine of the 
first 10 cars finishing the 300-mile 
stock-car classic at Darlington, 
S. C., four of the first five cars at 
another “stocker” at Hanford, 
Calif., and four of the top five in 
one of the longest stock car races 
on record, the classic “World” 600- 
miler at Charlotte, N. C. 

The Camoradi USA racing team 
Scored an upset by sweeping the 
classic Nuerburgring (Germany) 
sports car classic in a Tipo 61 
“Birdcage” Maserati piloted by Dan 
Gurney and Stirling Moss. The car 
was cooled by Dowgard. 

But perhaps one of the most sig- 
nificant “plusses” registered by the 
Dowgard Competition Team came 
last July 4 at the Pike’s Peak 
climb, five of the top 10 in the 
championship class, two of the first 
trio of stock finishers and 17 of 22 
sports cars tackling the 12.4-mile 
journey to an altitude of 14,110 
feet with Dowgard, not water. 

Temperatures that day varied 
from plus 67 degrees to below 
freezing at the summit. 












































mission pushbuttons are closer and 
easier to see,” 

Like many 1961 cars, Imperial is 
adding a motor-driven windshield 
washer in place of the vacuum 
washer. Rodger said this unit takes 
less space, gives more positive ac- 
tion (regardless of what the en- 
gine’s doing) and gives 50 percent 
more nozzle pressure. 

An interesting device offered on 
Chrysler, Imperial and most Chrys- 
ler Corp. cars is a self-tightening 
fan belt unit on cars with power 
steering. This device tightens the 
belt as the tension on it increases. 
This is especially suitable on air- 
conditioned cars where the extra 
load on the belt from the compres- 


sor causes it to become loose and 


produce slippage, This device will 
eliminate the need for frequent ad- 


justment. 
oo” + ke 


AVAILABLE for the 1961 Chrysler 


will be a new manual trans- 
mission with a floor shift. This 
transmission will be built in Syra- 


cuse, N. Y. by Chrysler and will re- 
place the Borg-Warner unit offered 
previously. 

Rodger said that his division 
was ugain featuring the rectangu- 
lar steering wheel, especially for 
cars with power steering. 

“This wheel went over big last 
year,” he asserted. “We tooled up 
for a round wheel last year and 
only sold 16 of them on power- 
steering cars. The rectangular 
wheel is desirable on cars where 
you don’t have to exert much force 
in steering. The advantages are that 
they’re easier to see over, especially 
for short people, and they make it 
easier to get into the car.” 

Asked if his division considered 
the ceramic muffler, Rodger said 
that it was of questionable value 
because it’s difficult to determine 
if the inside of the muffler is com- 
pletely coated with the ceramic. 

ke + ok 


Busy Season at Dodge 
IN AvuTomoTive News called 
on George W. Gibson, Dodge’s 
chief engineer, he was surprisingly 
relaxed, despite the fact that his 
department had participated in the 
development of a restyled Dodge, 
a Dodge Dart that underwent many 





cess and the introduction of the 
division’s new compact, the Lancer. 

Discussing the styling of the 
Dodge cars, Gibson said, “We 
tried basically for one thing— 
clean, simple lines. Clean lines 
offend fewer people and make it 
possible to live with the car day 
in and day out without becoming 
tired of it, And, to be practical, 
this also makes the car easier to 
wash.” 

He added that chrome was used 
on the cars to highlight existing 
lines rather than to create new 
ones, 

When asked why the successful 
Dart was so drastically changed, 
Gibson said that 
Chrysler Corp. 
learned in 1957 
and 1958 that you 
can’t stand “pat” 
On a_ successful 
design and that, 
in October, 1959, 
when the major 
elements of the 
1961 Dart were 
“locked up,” the 
: Dart’s success 
G. W. Gibson wasn’t entirely 
foreseen. 

An available option on the new 
Dodge are rubber inserts for the 


changes considering its 1960 suc-|rear bumper guards. These protec- 


DESIGNED FOR THE WORLD’S 


FINEST CARS...PRICED RIGHT FOR ANY CAR 


tive pieces were offered for the 
front bumpers and are being con- 
tinued. 


* * 

p—peece. which is offering regu- 

lar-fuel engines across the 
board for 1961, will again have 
“ram induction” on some engines. 
Gibson said this feature, although 
mechanically very simple, gives 
better performance. 


* 


A logical question was “How does , 


the Lancer differ from the Val- 
iant?” 
He replied that the Lancer has 
a hood that was four inches long- 
er, a different grille, different side 
spears and taillights, was longer 
-_ had a different rear deck 
li 
Noting that all power assists will 
be available for the Lancer, Gibson 
said, “We feel that many people 
wouldn’t be without power steering 
and power brakes because they’re 
quite a safety factor. Also, the Lan- 
cer is slightly heavier than the 
Valiant.” 


New Rambler Outlet 
NORTH CANTON, O.—Fred H. 
Kohmann and Sevilla R. Bowlus 
have opened Kohmann-Bowlus 
Rambler Co. at 1150 S. Main, The 
quarters formerly were occupied by 
Kling-Corlett Motors, Inc. 


NEW STROMBERG-CARLSON 12V 
UNIVERSAL AUTO RADIO 


FOR DOMESTIC AND IMPORTED CARS « SPORTS CARS « COMPACTS « BOATS « TRUCKS 
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Here’s the big auto radio news from Stromberg-Carlson—the prestige name in radios. 
A brand-new universal auto radio as precisely engineered as the finest of racing cars... 
yet priced right alongside other domestic auto radios. 


Backed by a powerful consumer advertising program, extensive promotion and 
point-of-sale, support — this new universal push-button model makes your new and used 


car sales easier. 


For further information on how you can cash in on bigger sales and longer profits, 
contact your Stromberg-Carison auto radio distributor ...or write: 


Commercial Products 


1485-0912 North Goodman Street 


Rochester 3, New York 


Quick installation and easy-as-pie 
servicing. Seven tuned circuits, in- 
cluding RF stage for extreme 
sensitivity and selectivity. Tran- 
sistor-powered, 2-watt amplifier for 
big-voiced performance. Push-but- 
ton and manual tuning. Full-range- 
frequency tone control. Complete 
hand-wired, point-to-point, for 
rugged road or marine service—no 
printed circuits. Engineered in the 
Stromberg-Carlson tradition. 


STROMBERG -CARLSON 
a oivision or GENERAL DYNAMICS 
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Kaiser Aluminum’s Method... 





Meeting a Bumper Recipe 


(Continued from Page 28) 


as Well face the fact that anodizing 
will not give a finish comparable 
to chrome. Another thing, anodiz- 
ing ig too brittle and the longer 
you anodize the duller the finish 
becomes. 

“Every car maker told us the 
anodizing finish was not accept- 
able, from an appearance stand- 
point. It didn’t match the surround- 
ing components and it didn’t have 
enough luster. And we know it 
won't take the punishment of sand 
and salt—it’s too brittle.” 

* * * 


oo third demand set down by 
the car companies was that the 
aluminum bumpers must be made| 
with existing facilities. 

In this regard, Swoboda said the 
auto companies were urged to try 
a softer aluminum alloy and then 
to heat-treat it, but they flatly re- 
fused because they didn’t want to 
add heat-treating equipment. He 
added that the companies were 
willing to form, buff and plate alu- 
minum bumpers—just like they do 
steel bumpers—and that’s all. 

After this information was 
gathered from the auto plants, 
Kaiser began an intensive bump- 
er development program about 
two years ago. Work was done 
at the firm’s central research de- | 
partment in Spokane, Wash., and 
at the company’s smal] automo- 
tive engineering office in Birm- 
ingham, Mich. 

A year ago last summer, a pilot 
line for production of finished alu- 
minum bumpers was set up at the 
Sharonville (O.) plant of Electric 
Autolite to determine the product 
line feasibility and the economics 
of aluminum bumpers. Subsequent- 
ly, two Big Three divisions made 
experimental aluminum bumpers 
much the same way. 

Out of all this came a chrome- 
plated, stamped-sheet aluminum 
bumper that will permit the use of 
current styling themes, use exist- 
ing facilities and require no heat- 
treating. 





a a + 
T= Kaiser process starts with 
a special solution heat-treated 
aluminum alloy that has the forma- 
bility and mechanical properties ap- 
proaching steel. ‘ 
The same thickness of aluminum 


10 Dealers Form 
Trade Group in 
Cleveland Suburb 


CLEVELAND. —Ten dealers lo- 
cated in the Lee Rd.-Chagrin Blvd. 
area have formed the Kinsman-Lee 
Auto Shopping Center to promote 
their neighborhood as “America’s 
largest and finest new-car shopping 
center.” 

Clarence E. Fox jr., a Chrysler- 
Plymouth-Valiant dealer, was elect- 
ed president of the group. The 10 
dealers represent 30 makes of cars. 

Chagrin Blvd. in Shaker Heights 
formerly was Kinsman Rd. The 
dealers said they used the Kins- 
man name in the title of their as- 
sociation because that section of 
the suburb still is known as Kins- 
man-Lee. 

Members of the group, in addi- 
tion to Fox, are: Conway Cadillac, 
Inc.; Halken-Shaker Motors, Inc. 
(Lincoln-Mercury); B. W. Blau- 
shild Motors, Inc. (Dodge); Shaker 
Heights Motors, Inc, (Ford); Feder 
Pontiac, Inc.; Blaushild Chevrolet, 
Inc.; Englander Motors, Inc. (Ram- 
bler); Zalud Oldsmobile, Inc., and 
Salter Automotive Imports, Inc. 


-——_— = =- 
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AUTO TURNTABLES 


Low priced, Portable. Move anywhere. Plug in. 
For indoor or outdoor display. Set up in 20 
minutes, Write for free illustrated literature. 


Alse Available 


POSTS and 
0 ROPE RAILINGS 


AMER-STAGE CO. 
805 East 134 St. 
New York 54, N. Y. 


sheet (as is used for current steel 
bumpers) can be used, although 
the Kaiser engineers initially sug- 
gested a gauge that was 25 per- 
cent greater than that of normal 
bumper steel. Later, a 15-percent 
increase proved acceptable for the 
hand-made prototype bumpers, but 
this was subsequently rejected be- 
cause the heavier material would 
not fit the production tools. 

Now, the aluminum used is 
generally the same thickness as 


the steel currently in use, Wheth- | 


er this thickness is satisfactory 
depends on the individual com- 
pany’s tests and on the individ- 
ual car’s bumper bracket ar- 
rangement. 

Kaiser engineers prefer a gauge 
increase because even their special 
aluminum bumper alloy does not 
have the yield strength—(dent re- 
sistance) or rigidity of steel. 

However, they also said that alu- 


strength as steel, can be bent three 
times as far as steel] before the 
meta] fails to recover its original 
shape. 
* * * 

T= next step in the process 

consists of forming the bump- 
ers from the sheet aluminum on 
the existing tooling. The only slight 
modification that would be requir- 
ed would be to remove the “locking 
beads” on the dies which hold the 
steel blanks tightly in place. Steel 
is stretched into shape, while alu- 
minum ig slid into the desired form. 

Then, the formed bumper is buff- 
ed to remove the scratches made 
in forming. Swoboda said that all 
indications now are that this buff- 
ing would be easier and cheaper 
than steel buffing because alumi- 
num is softer. 

Final step is to send the bump- 
ers through Kaiser’s patented 
plating process, preceded by a 
short anodizing and a nickel 
“strike.” 

Asked how the cost of these 
bumpers compared to current steel 
bumpers, Kaiser officials generally 
feel that they could be slightly 
more or slightly less costly, depend- 
ing on the thickness of the sheet 
used and the type of plating em- 


minum, given the same yield| ployed. 








Kaiser Bumpers— 


W. A. Hopkins, 
Electric Autolite’s bumper plant in Sharon- 
ville, O., checking a rack of experimental 
stamped aluminum bumpers made for 
Kaiser Aluminum Co. 


general manager of 


Foam Latex Seats 
Get Wider Use, 
Goodyear Says 


AKRON.—The accent on more 
room and comfort in many 1961 
luxury automobiles will see greater 
use of full-volume foam latex seats, 
according to W. H. McKenzie, man- 
ager of engineered products for 
Goodyear Tire & Rubber Co, 

McKenzie said that full-volume 
Seating, a Goodyear development, 
eliminates bulky springs and pad- 
ding materials. 

“Full-volume Airfoam has super- 
ior cushioning properties, as com- 
pared with conventional material,” 
McKenzie said, “and it provides 
better body support for both driver 
and passengers.” 

The underside of the cushion is 
shaped to provide a deep, luxurious 
feel at the back and then gradually 
thins down in the area under the 
knees to give proper support and 
freedom of movement, he said. 

“The body rests comfortably and 
naturally on the seat, while legs 
and feet have sufficient support to 
operate control pedals without 
strain,” McKenzie said. 
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ONLY DELCO-REMY OFFERS FULL-TRANSISTOR 


Designed for use with 


DELCO-REMY’S new seff- 
rectifying a.c. generators 


Now you can choose between two modern new Delco- 
Remy regulators—the most accurate available today. 
One is a full-transistor model, the other transistorized. 


The FULL-TRANSISTOR REGULATOR has no moving parts 
and offers the ultimate in accurate electrical performance, 
durability and reliability. It is composed entirely of 
transistors, diodes, condensers and resistors, permitting 
higher field current for better generator performance. 
Constant voltage control is unaffected by temperature 
changes, vibration, or mounting position. A simplified 
external adjusting feature permits easy voltage setting 
for varying operating conditions. And this full-transistor 
regulator requires no periodic servicing. 

The TRANSISTORIZED REGULATOR contains a single tran- 
sistor and diode working in conjunction with a vibrating- 
type voltage sensing unit. The transistorized circuit 
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Big Cost Saving Seen 
In New Paint Process 


(Continued from Page 28) 


Japanese Union Officials Tour S-P— 


Metal casting procedures are explained by Emory Soos, left, foundry manager, to 
part of a group of Japanese automobile worker union officials as they toured the 
Studebaker-Packard Corp. plant in South Bend. Following the tour, they discussed labor 
relations, health insurance and pension plans with S-P representatives. The visit of the 
eight trade union officials and two interpreters was arranged by the United States 
Department of State. From left are Soos; |. liyama, president, Minsei Diesel Workers 
Union; K. Takeuchi, an interpreter; S. Shojiro, vice-president, Workers Union of Mitsu- 
bishi; Y. Nakashima, vice-secretary general, Federation of Japan Automobile Workers, 
and Y. Morihira, president, Kyoto Local, Shin Nikkoku Workers Union. 


changes in humidity or tempera- 
tare, do not affect Chemtronic 
spraying. 

A major, but probably temporary 
drawback of the system is that the 
initial spraying installation would 
be more expensive than the facili- 
ties currently in use. 

A Chemtronic spraying unit costs 
$2,750 and it would take the place 
of a high pressure, high volume air 
compressor system and about four 
spray guns. However, Fannon Co. 
officials are convinced that this 
initial expense would be more than 


recovered in the long run. 
* * * 


Liquid Is Heated 
TT paint Chemtronically, Chem- 
sine is pumped into the unit’s 


pressure tank. Electrical heating 
coils in the tank cause the liquid 


to come to a boil. The vapor thus 
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paint comes to the gun through 
a second hose. When the paint is 
not being sprayed and the unit 
is operating, the Chemsine con- 
denses at the gun and returns 
to a supply tank through a third 
hose from the gun. 
Approximately 0.8 of a gallon 
(costing about 40 cents a gallon) of 
chemsine is needed to apply one 
gallon of paint. Some auto plants 
eliminate some of the fast-boiling 
thinner now by using hot spray 


produced is sent through a super|which makes the paint thinner. 
* * a 


heater to eliminate any entrapped 
liquid. 

The dry vapor then goes 
through a hose to the spray gun 
where the pressure atomizes and 
applies the paint to the work. The 


Standard Magnesium Opens 


New Plant in Tulsa 


TULSA.—Standard Magnesium 
Corp. has opened a new 26,325- 
Square-foot plant here. 

R. M. Wheeler, president, said the 
plant will allow the company to 
manufacture a new line of mag- 
nesium and aluminum extrusions. 
Standard will continue to produce 
its magnesium ingot anodes for gas 
and oil foundries. 


AND TRANSISTORIZED VOLTAGE REGULATORS 


permits high field current for improved generator per- 
formance with low non-inductive current through the 
contacts for greatly extended contact life. Models are 
available for circuits containing either ammeters or 
indicator lights. All units are temperature compensated 
to better match battery voltage requirements. 


Both the full-transistor and the transistorized models have 
the same mounting dimensions as standard regulators. 


Whichever model you choose for your new vehicles or for 
replacement on present ones, you can be sure of reduced 
servicing and extended battery life. Available from your 
car or truck dealer or through the United Motors System. 


ex 
ences 


FROM THE HIGHWAY TO THE STARS 


Delco-Remy 


| ELECTRICAL SYSTEMS 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 


RYING time for a coat of Chem- 
tronically sprayed paint is re- 
portedly the same as other spray 
processes, although fewer coats are 
required. Although the paint is 
thicker, there is less solvent in it. 
Although Chemsine will burn just 
like paint, Fannon officials say that 
the safety hazards involved are 
somewhat reduced because air is 
not mixed with the paint. 

The completely se 1 f-contained 
Chemtronic units could be used 
in an auto dealership and special 
trailers are now being devised 
for portable units for interior and 
exterior factory work. 

According to Fannon officials, 628 
Chemtronic units are now in use 
in European auto plants and finish- 
ing shops. 


Auto Makers 
Holler ‘Whoa’ 


On Horsepower 


BOSTON.—It was predicted last 
week that 1961 cars will continue 
the downward trend in horsepower 
with the average horsepower rating 
being 25 percent lower than the 
1960 models. 

Philip C. Thibodeau, general man- 
ager of the Automobile Legal Assn., 
said the popularity of American- 
made compact cars and the foreign 
imports will effect the average 
horsepower more in 1961 than they 
did during 1960, when a 17 percent 
drop in horsepower was noticed 
over 1959 cars. 

The ALA executive termed the 
horsepower race of the ’50s as “the 
most fantastically stupid period in 
American automotive history and 
one which cost the motoring pub- 
lic untold millions in unnecessary 
gasoline, taxes and supplies.” 

Thibodeau released the following 
figures from the ALA research de- 
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$125,000 Fire Destroys 


Pontiac Dealer’s Garage 

ST. LOUIS.—Five firemen in 
nearby Granite City, Ill., were in- 
jured when fire destroyed the ga- 
rage of Hundley Pontiac, with 
damages estimated at $125,000. The 
cause was undetermined. 

Walter Hundley, the owner, said 
eight used cars were destroyed 
when the roof caved in. Three new 
cars in the showroom and three 
others in a lot across the alley 
were damaged by smoke and heat, 
he said. 


Dodge Appoints Riley 
FUQUAY SPRINGS, N, C.—Riley 
Motors, headed by M. T, Riley, has 
been awarded a Dodge Car and 
truck franchise. 


ADVERTISEMENT 


DOORS BARRED? 


A poor public im- 
age keeps out 
more of the best 
customers than 
barred doors. Our 
specialty is build- 
ing - maintaining 
your best public 
image. Details 
without obligation 
from 


Edward Fiske Co., , 2 Depot 


2 
White Plains, NY. 
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‘Harshness’ Plagues Engin eers... 


Suspensions Improved 


To Ease Ride of ’61s 


(Continued from Page 28) 


ness steps of putting more rubber 
into their suspensions and of in- 
creasing the horizontal movement 
of the suspensions. It’s generally 
agreed that the tar strips exert 
both an upward and a rearward 
impact on a car, and most of the 
latest work has been aimed at ab- 
sorbing this horizontal or rear- 
ward shock which had been ignored 
formerly. 

All this tends to give a car a 
softer ride, but the engineers can 
go only so far in this direction 
because they soon begin to hurt 
the car’s handling ability. Indeed, 
some engineers say that the re- 
cent progress against harshness 
has been made only by sacrificing 
handling ability, 

The problem of harshness is of 

such magnitude that corporation 
engineers at the General Motors 


Proving Ground at Milford, Mich., 
conduct annual impartial tests to 
see how the various GM cars rate 
in this respect. Not surprisingly, 
Buick, which has had the industry’s 
softest springing, rated best on 
the harshness test and Chevrolet 
was second for 1960. 

This alignment may be changed 
drastically when the 1961s are eval- 
uated for harshness. Buick has 
given up its torque tube, which 
has largely made possible its 
soft ride. Gadillac has made a 


Beck Joins Fruehauf 


The appointment of Orville Beck 
as chief engineer of specialized 
equipment for Fruehauf Trailer Co. 
has been announced. Beck was for- 
merly chief engineer at Kingham 
Trailer Co. 


major change in its front suspen- 
sion, aimed at the reduction of 
harshness. Chevrolet’s suspension is 
largely unchanged. 


Probably the biggest effort for|---- 


the reduction of harshness for 1961 
has been made by Mercury, which 
has striven to keep its plush, big- 
car ride, despite the fact that the 
Mercury’s wheelbase is reduced six 
inches for 1961. 
* * * 

ERCURY’S new Cushion-Link 

suspension consists of new me- 
chanical linkages for both front and 
rear suspensions which allow the 
initial shock of small-road irregu- 
larities to be absorbed more com- 
pletely in the suspension members 
before being transferred to the 
frame and body. It’s based on the 
principle of allowing the wheels to 
move rearward as Well as upward, 
and will be on all Mercurys, ex- 
cept the lowest-priced series. 

Said a Mercury engineer: “In 
one of our early demonstrations 
for management we tried to get 
away with using our antiharsh- 
ness linkage on the front wheels 
only but it didn’t work. We got 
a ‘poof-boom, poof-boom’ vibra- 
tion and sound.” 

In the front suspension, Cushion- 





Tempest's 1.R.S.— 


A drawing of the independent 
suspension of Pontiac's Tempest, the 
front-engine United States production car 
to have I.R.S. 

+ + * 
of the lower arm. Instead of the 
single pivot pin that is now on most 
suspensions, this suspension has two 
pivot pings in a shackle arrange- 
ment. 

The upper pivot pin provides the 


rear 
first 


Link is located at the front pivot! normal vertical movement of the 





Performance by the quart... that’s what your customers 
get every time you sell them years-ahead Quaker State Super 
Blend, world’s finest 1OW-30 HD motor oil. And the satisfaction 
it brings them pays off for you in the customer loyalty and trust 
that help your business grow. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


wheel. The lower pivot pin allows 
the arm, together with the wheel, 
}to move rearward when horizontal 
forces are applied by road bumps. A 


| large elliptical rubber bushing sur- 


rounds the upper pin to control and 
absorb the horizontal movement. 

Although harshness affects both 
front and rear suspensions, it’s more 
noticeable in front because of the 
steering wheel, which transmits the 
road shock directly into the driver’s 
hands. 

Mercury’s rear-suspension Cush- 
ion-Link incorporates a new ten- 
sion shackle at the front anchor 
of the rear leaf springs. Horizontal 
movement of the rear wheels and 
springs cause the shackle to swing 
around its pivot points. 


Shackle Arm Extended 


ONTROL of movement is ob- 

tained by an extended arm on 
the shackle which is mounted in 
rubber. More rubber at this point 
and rubber bushings around the 
pivot points decrease the road 
noises going into the passenger 
space, 

This new rear linkage report- 
edly permits a rearward move- 
ment of the front and rear wheels 
of % and % inches respectively 
on the 1961 Mercurys, compared 
with a comparable movement of 
% and % inches on the 1960 
models, 

According to Mercury, this anti- 
harshness device not only improves 
the ride but it will improve the car’s 
life because much of the constant 
shaking is avoided. 

Cadillac’s new front suspension 
consists of a drag-strut arrange- 
ment which has been substituted 
for the previous single lower arm 
type. Instead of the traditional 
wishbone, the drag strut consists of 
an arm that’s perpendicular to the 
frame and is supported by light 

members from both the front and 
rear. 

The drag strut allows the front 
wheel to move fore and aft up to 
about half an inch, reducing the 
slight impact jolt that is harshness. 
In addition, the front bushings are 
carefully tuned to the proper rate 
and all mounting parts in the front 
suspension are surrounded by rub- 
ber. 

Here is a run-down of the other 
important suspension changes on 
the 1961 cars, with particular em- 
phasis on anti-harshness steps. 

* a * 


Buick 
7 elimination of Buick’s 
torque-tube arrangement re- 
quired the development of a sub- 
stantially different suspension sys- 
tem. In general, this has resulted 
in a car with more handling stabil- 

ity and a firmer ride. 

The major problem of Buick en- 
gineers in this transition was to 
avoid getting too much harshness. 
This resulted in more suspension 
testing than Buick has ever done 
before. A top engineer said he didn’t 
think there was an appreciable in- 
crease in harshness on the ’61. 

The new front suspension de- 
pends mostly on rubber bushings to 
give more fore and aft movement, 
thereby keeping harshness to a 
minimum. 

o ” + 
Buick Special 

bape suspension of this new com- 

pact was designed to give a 
rather soft ride because of the be- 
lief that one of the greatest weak- 
nesses of the 1960 compacts was 
their poor ride. 

The aluminum engine in this car, 
as well as the one in the Oldsmo- 
bile F-85, afforded the suspension 
engineers the opportunity to take 
advantage of the lighter front end 
and to use a suspension that would 
give a better ride. 

. + 


Chrysler Corp. 
WwW sticking with the same 
torsion-bar springs in front 
and the leaf springs in the rear, all 
Chrysler Corp. cars in 1961 will fea- 
ture an improved Oriflow shock ab- 


sorber that hag been redesigned for 
quieter and smoother operation. 
* + + 


Dart 


IX-CYLINDER Darts, as well as 
Plymouths with six-cylinder en- 
gines, now have five leaves in each 
rear spring instead of four, giving 
longer spring life without altering 
the car’s ride. Every wheel-and-tire 
assembly of these cars also will be 
(Continued on Page 33, Col, 1) 
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Layouts Improved . . . 





‘61 Suspensions to Ease Ride 


for maximum softness while retain- 
ing control. 


(Continued from Page 32) 





















































precision balanced before installa- 
tion for a better ride in 1961. 
* * + 


* * * 
Tempest 


Tera front and rear suspen- 
sion is designed to permit inde- 
pendent action of each of the four 
wheels and to reduce unsprung 
weight, all contributing to an ex- 
cellent ride. Front coil springs are 
seated on the lower control arm 
and shock absorbers operate within 
the coil. 

The swing-axle rear suspension 
system is a U. S. first for a front- 
engine car, Although this independ- 
ent rear suspension provides a fine 
ride, it’s doubtful whether it is 
superior to the conventional solid 
rear-axle suspension in regard to 
harshness, 


Falcon 


| pr eng suspension engineers say 
the ride of the 1960 Falcon was 
somewhat the result of the “tight” 
development program, but this ride 
has been considerably improved for 
1961 without losing the car’s good 
handling. 

For 1961, a quieter, softer ride 
has been achieved by a 10 percent 
reduction in the rear spring rate, 
the use of a smaller diameter stabil- 
izer bar and the use of threaded 
prelubricated metal bushings in the 
front suspension upper arms which 
reduce the harshness experienced 
with the former rubber bushings. A 
heavy-duty suspension system also 


is available for the Falcon. 
* * * 


Ford 


qu steps have been made 
by Ford to reduce the harsh- 
ness of the 1961 cars. Among these 
steps are the substitution of a more 
flexible frame, softer rear springs 
in most models (thickness of the 
main leaf reduced from .321 inch 
to .293 inch), recalibrated shock 
absorbers, a flexible coupling on the 
steering shaft that cuts the trans- 
mission of harshness, new tire-tread 
design and new body mounts made 
of butyl pucks which have greater 
damping qualities. 

* * 


‘> 


Rambler 


A 1961 Ramblers, except the 
American series, will have re- 
designed front shock absorbers 
which incorporate a hydraulic cut- 
off, This improves the ride control 


Lincoln 


OR 1961, Lincoln has a new “si- 
lent-strut” front suspension 
which is based on the use of a 
thick rubber bayonet-type bushing 
for attaching the front suspension 
lower arm to. a body crossmember. 
This permits engineers to tune out 
road noises that normally penetrate 
the passenger compartments. Once 
again, this arrangement permits 
the wheel to move horizontally in 
the same direction as the impact. 
Another new feature of the Lin- 
coln’s front suspension is the pro- 
vision for antidive through inclin- 
ation of the upper control arm. 
This partially eliminates bouncing 
or dipping of the front end on brake 
application. Also, the 1961 Lincoln 
has a two-inch rubber bushing at 
the front eye of the rear leaf spring 
for quieter operation. 
a * 


Oldsmobile 


LDSMOBILE’S front suspension 

has been improved by the use 
of new rubber-insulated bush- 
ings with permanently lubricated 
sleeves. Also, a new four-link stabil- 
ized coil spring has been developed 
for the rear suspension. 

* * * 


F-85 
OAD shocks and harshness have 
been partly damped out on this 
new compact by the extensive use 
of rubber mounting on the chassis 


components. 
* a * 
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Pontiac 


ACCORDING to Pontiac engi- 
neers, the 1961 car will have a 
significantly improved, smoother 
ride as the result of the use of a 
new, stronger lower control arm 
that is swept back for continued 
antidive control. The springs and 
shock absorbers have been selected 





Ford Appoints Roeder 


Chief Military Engineer 

DEARBORN — Dale Roeder, a 
veteran specialist in truck design, 
has been appointed chief engineer 
for Ford Motor Co.’s military vehi- 
cles operation — 
defense products 
group. 

In his new po- 
sition, Roeder, a 
Ford engineer for 
35 years, will di- 
rect the engineer- 
ing on all military 
vehicles develop- 
ed and built for 
the Defense De- 
partment. He re- 
cently headed the 
engineering team that designed and 
built Ford’s new version of a medi- 
um military tactical truck that can 
transport troops and cargo over 
water as well as land. 


Dale Roeder 
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and eliminates the separate re- 
bound bumpers and brackets, thus 
permitting more wheel travel and 
substantially lessens “bottoming” 
on severe bumps. Shock life also 
will be increased. 

In addition, the front springs on 
some six-cylinder cars have been 
recalibrated to compensate for the 
reduced front-end weight due to the 
aluminum engine block. 

Ow, 


Studebaker-Lark 
OUBLE-ACTION, tubular 
shocks have been given new 

settings for an improved ride. Also, 
front springs on all models have 
been redesigned to make them rat- 
tle-free. 

* * * 


Thunderbird 


7 newly styled Thunderbird 
features an improved suspen- 
sion for a flatter, softer and more 
luxurious ride, with less roll on 
cornering and less pitch and dive 
on braking and acceleration. 
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Air Conditioner Demonstrator— 


Exactly what happens during the refrigeration cooling process of an automobile air 
conditioner is being demonstrated with a glass-housed assembly of all operating 
equipment. More than 6,000 automobile mechanics throughout the United States will 
have witnessed these clinic demonstrations before the end of this summer. John 
Sensenig, Parkomat Sales Co., Dallas, expects to travel the equivalent of twice around 
the world before the end of the summer in giving these visual demonstration clinics 
to mechanics and to engineering students at universities and colleges. The fully equip- 
ped Road Test Laboratory Car, shown above, is being used for the demonstrations. 
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Shown is the interior of a 1960 Valiant 





First, show your customers the beautiful colors and textures. Then 
tell them...proudly...that the fabric contains Du Pont Upholstery 
Nylon. Year-round comfort, year-after-year beauty, that’s what 
Du Pont nylon means. Could you ask for a better sales clincher ? 





DU PONT UPHOLSTERY NYLON 


Better Things for Better Living . . . through Chemistry 
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1960 Ford Falcon 
Introduced in October, 1959 
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1960 Comet 
Introduced in March, 1960 
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FORD MOTOR COMP, 
NEW WORLD LEADER 
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1960 Ford Falcon Ranchero 











Introduced in March, 1960 


Check the record — Falcon, Falcon Ranchero and Comet have established 
the greatest first year sales success in automotive history! 


Never before in history has the American public responded so enthusiastically 
to all-new automotive products. 


Why? 


Because Ford Motor Company was quick to recognize and meet public 
demand for safe, compact automobiles. 


Because Ford Motor Company compacts are true quality products, styled 
and engineered in the distinguished tradition of the Ford Family of Fine Cars. 


Because both Falcon and Comet offer the buyer exceptional value. A 


complete choice of 2- and 4-door models and station wagons . . . premium 
features at no extra cost .. . full 6-passenger comfort . . . superior handling 
ease . . . many more miles per gallon on regular gasoline. And there’s the 


Ford Falcon Ranchero, lowest priced of all pickups with comparable equip- 
ment . . . and fuel economy unequaled by any American-built truck! 


Thanks to these advantages—and a superlative job of merchandising and 
selling by Ford Motor Company dealers—our compacts were the choice of 
almost half a million motorists in 1960... the greatest first year sales success 


in automotive history! 
Another reason why it’s great to be a dealer in the Ford Family of Fine 


Cars. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Faicon « Thunderbird e Comet e Mercury e Lincoln e 
Lincoln Continental e English Ford Line « Taunus « 

Ford Trucks e Farm and industrial Tractors and implements e 
Industrial Engines « Aeronutronic—Products for the Space Age « 
American Road insurance Company e Ford Motor Credit Company 
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MOTOR COMPANY 









Total 1960 Model Year 
Production* 
FALCON ............435,676 
COMET ............ 116,330 
FALCON RANCHERO .. 21,082 
total . .. 573,088 


... At least 30% greater than any 
other U.S. automotive manufacturer! 










*Source: Ward’s Automotive Reports 






Sales Through September 17, 1960" 


FALCON............ 384,787 
COMET..............98,261 
FALCON RANCHERO.. 14,098 

total... 497,146 


. + + greatest first-year record in 








automotive history! 






**Source: Latest available R. L. Polk & Co. regi- 
strations combined with advanced industry estimates. 





The American Road, Dearborn, Michigan 
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Tire Tread Gauge Shows 
Wear in Percentage Segments 


A tire tread gauge that is said to show 
the percentage of tire wear in 10 percent 
segments has been announced by W. P. 
Henderson, Inc., 1991 Woodward Ave., 
Berkley, Mich. 

By placing the extended pointer of the 
gauge into a tread groove next to a cen- 
ter groove and pushing down, the gauge 
reads in percentages of the portion of 
useful life of the tire worn off. The unit 
is said to work equally well on 14-inch 
tires. 


Rs, 
Spray Paint Exhaust Kit 
Offered by DeVilbiss 
DeVilbiss Co., Toledo 1, O., has intro- 
duced a “pay as you grow” kit which 
provides the latest type exhaust facilities 


for spray painting. 
Basic unit in the kit is an exhaust cham- 





Capsule Reports .. . 
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ber and fan. Side sections, ceiling, fluores- 
cent fixtures and filter door section are all 
offered as separate units to be added as 
work demand increases. 

ie 





Fatigue Testing Machine 
Marketed by Budd Co. 


A Tatnall-Krouse Universal Testing Ma- 
chine for combination fatigue testing has 
been announced by Instruments Division, 
The Budd Co., Box 245, Phoenixville, Pa. 

Labelled the model LAZ-1, the machine 
measures 291, by 27% by 67 inches high; 
control rack 22 by 17 by 70 inches high. 
It provides for static or dynamic testing 
on a selective basis; creep or fatigue 
work may be accomplished with either of 
the machine's two sections: The static unit 
(LAZ-1S), the dynamic unit (LAZ-1D), or 
both, it is said. Also, the static and dy- 
namic units may be readily removed from 
the LAZ-1 and assembled in combination 
for direct use on structures too large or 
complex to be tested*in the machine itself. 





Engineering Briefs 


KEENE, N. H.—Carter Engineer- 
ing Co., Ferrysburg, Mich., manu- 
facturer of rod ends, spherical bear- 
ings and ball linkage devices, has 
been acquired by Miniature Preci- 
sion Bearings, Inc., of this city. 

Horace D. Gilbert, president of 
MPB, declared: “This acquisition 
enables us to expand the product 
line of our Split Bearing Division 
and will provide a significant in- 
crease im nonmilitary sales.” 

oe + * 


Production Engineering Show 


To Accent Automation 

CHICAGO. — Automation will be 
the theme of most exhibits at the 
Production Engineering Show here 
Sept. 6-16 at Navy Pier. 

The $10-million exhibit will run 
concurrently with the Machine Tool 
Show at the Internationa] Amphi- 
theatre. 

oe * 7 


Thompson Ramo Wooldridge 
Opens Engineering Center 

CLEVELAND.—Thompson Ramo 
Wooldridge, Inc., has dedicated its 
new Colwell Engineering Center 
here. 

Guest of honor was Arch T. Col- 
well, who has directed the com- 
pany’s engineering activities for 30 


years. 
+ * * 


Witzenburg Elected 


CHICAGO.—The American So- 
ciety of Lubrication Engineers an- 
nounced the election of L. O. Witz- 


enburg, Cleveland Worm & Gear i 


Division, Eaton Mfg. Co., as presi- 
dent of the 3,000-member technical 
society. 

+ ” * 


Exide Promotes Wells 


To Engineering Veep 

PHILADELPHIA. —Leland E. 
Wells, former director of engineer- 
ing of Exide Industrial Division of 
Electric Storage Battery Co., Phila- 
delphia, has been promoted to en- 
gineering vice-president. 

He previously held positions as 
director of research and engineer- 


ing and chief engineer for the 
company that manufactures Exide 


industrial batteries. 
* * * 


Bryant Computer Becomes 
Division of Ex-Cell-O 


WALLED LAKE, Mich.—Ex- 
Cell-O Corp., Detroit, announced 
that Bryant Computer Products 
has become a division of Ex-Cell-O, 
and that its management, sales, 
product engineering, research and 
development activities have moved 
into a new building at the Ex- 
Cell-O Technical Center here. 


The manufacture of magnetic 
storage drums and associated prod- 
ucts for computers and guidance 
systems will continue in the divi- 
sion’s Springfield (Vt.) plant. 

* 


* * 


Delco Radio Building 


KOKOMO, Ind.— Work on the 
new Delco Radio Engineering 
Building has started. Completion is 
scheduled about June 1 next year. 


British Car Designed for Americans— 


Engineering and Production 
New Products 





All-Weather Cab Designed 
For All Towing Tractors 


D & M Truck Top Co., 12186 Petoskey 
Ave., Detroit 4, Mich., has introduced an 
all-weather cab with steel roof for all 
types of towing tractors. 

The unit, made of heavy canvas, a 
safety glass windshield, electric wind- 
shield wiper and heavy-duty zippers. The 
unit is said to be easy to get in and out 


of with left, right and rear curtains. 
ee 


Fast-Drying Enamel 


A lead-free alkyd enamel in easy-to- 
use, self-spraying, aerosol containers com- 
bines the fast-drying advantages of lac- 
quer with the superior hiding power and 
durability of enamel, according to E. |. 
duPont de Nemours & Co., Inc., Wilming- 
ton, Del. The vinyl-modified alkyd enamel 
dries completely tack-free in 10 minutes, 


Technical 


Budd Promotes Droulard 


In Automotive Division 


Nelson R. Droulard has been 
named executive engineer of re- 
search and development for Auto- 
motive Division, Budd Co., Detroit. 

Droulard joined Budd in 1944 as 
research engineer, and since then 
has held the positions of chief en- 
gineer, ordnance department; chief 
inspector, Red Lion Plant; coordin- 
ator, works manager and manager 
of the recently discontinued jet 


Welflash Is Sued 
By Signal-Stat 


NEWARK, N. J.—Signal-Stat 
Corp., manufacturer of automotive 
signalling devices, has filed suit 
against Welflash, Inc. and its or- 
ganizer and chief executive, James 
W. Welsh, in United States District 
Court for New Jersey. Signal-Stat 
charges patent infringement, ap- 
propriation of trade secrets and 
violation of certain employment 
agreements, 

Welsh is said to have been as- 
sociated with Signal-Stat for many 
years, more recently as pres.- 
dent and director of a wholly-own- 
ed subsidiary of Signal-Stat. The 
basic patent involved in this suit 
is a Signal-Stat patent covering 
flashers, it wag stated. 








The Gordon GT, a new British car, is the brainchild of John Gordon, who developed 





as compared with the four-to-six-hour dry- 
ing time required for conventional enam- 
els, the firm said, and is available in 


white and 27 colors. 
a 
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Electronic Machine Designed 
For Testing Rubber 


This machine is said to apply a dy- 
namic strain to a rubber test specimem 
which can be in tension, shear or compres- 
sion according to choice. It provides a 
means of evaluating rubber compounds 
under dynamic conditions, and can also 
be used to study the effect of design and 
shape on the dynamic behavior of mould- 
ed components. 

The machine permits adjustment of fre- 
quency, amplitude and temperature. A 
means is provided for adjustment and 
measurement of static strain and static 
stress. In order that dynamic values may 


be measured, means are provided of sep-| | 


arating out static components. Testing 
Machines, Inc., 72 Jericho Turnpike, Min- 
eola, N. Y. 


Personnel 





section; and, most recently, works 
manager, SpaceAtomics Division, 
a ok + 


Dobeckmun Appoints Boran 


Styling Research Chief 


Stefan P. Boran, a former Chrys- 
ler Corp. and Packard Motor Car 
Co. designer and stylist, has been 
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Electronic Inspection System 
Announced by Atronic 


A low-cost, light sensing electronic in- 
spection system for detecting and remov- 
ing a great variety of imperfect items 
from production conveyor lines has been 
developed by Atronic Products, Inc., Bala- 
Cynwyd, Pa. 

Named the Atronic Inspector, this equip- 
ment can detect imperfections that create 
as small as 3 percent variation in light 
reflected or transmitted from the items 
being inspected, it is said. Usable with 
conveyor belts up to 10 feet wide and at 
speeds up to 600 feet per minute, it is 
adaptable to a great variety of processes 
and production lines, it te cloimed. 





GE Traction Motor Drives 
Electric Automobile 

A specially designed 72-volt traction 
motor, incorporating high torque per am- 
pere characteristics, is being used to drive 
Eureka Williams Corp.'s ‘“‘Henney Kilo- 
watt,”” an electric automobile. 

The nine-inch diameter motor is basic- 
ally an electric industrial truck type motor, 
but was specifically designed with inherent 
high efficiency for use on the “Kilowatt.” 


appointed styling 
research director 
for Dobeckmun 
Co., Cleveland, a 
division of Dow 
Chemical Co. He 
will represent 







The motor was designed and is being 
built by General Electric Co.'s Direct Cur- 
rent Motor and Generator Department, 
Erie, Pa. Special features were developed 
to minimize size, reduce weight and facil- 
itate mounting in the vehicle. 





the Peerless and for a time headed Peerless Motors, Lid. M. W. Dawson, Peerless 
sales director, told Automotive News that “the requirements of the American market 
were one of the premier considerations in the design and development” of the Gor- 
don, which-is powered by a Chevrolet Corvette engine and has Bertone coachwork. 
A four-speed transmission is standard, with Powerglide optional. 


Dobeckmun on all 
products 
Michigan area. 


Dobeckmun, 





8S. P. Boran 
outh from 1956 until 1958. As a 
custom car designer for Chrysler 
in 1955, he created the first Plym- 
outh Fury model. 
ae * ok 


stylist for Plym- 


Bendix-W estinghouse Elects 


Johnson Vice-President 


Stephen Johnson jr. has been 
elected vice-president of Bendix- 
Westinghouse Au- 
tomotive Air 
Brake Co., Elyria, 
oO. 
Johnson, a 37- 
year veteran of 
the company, will 
continue to serve 
as general man- 
ager of the Air 
Brake Division, 
as well as retain 
responsibility for = 
the operation of Stephen Johnson 
the company’s branch plants in 
Berkeley, Calif., and Oklahoma 
City. 

* * *” 


Top Technical Assistant 


Is Named by Bendix 


Dr. D. M. Allison has been ap- 
pointed technical assistant to Dr. 
R. D. O’Neal, vice-president of en- 
gineering and research of Bendix 
Corp. 

Allison, previously manager of 
Bendix Radio Division government 
products group, will serve at the 
executive level of the corporation to 
maintain liaison with technical 
agencies of the government in the 
development of major scientific and 
engineering projects. 


in the 


Prior to joining 
he 
was an interior 





GMI Will Offer 
Third Degree 


a + 
In Engineering 

FLINT.— Baccalaureate degrees 
in electrical engineering will be 
granted by General Motors Insti- 
tute for the first time in 1963, 
James E, Goodman, chairman of 
the board of regents, has announc- 
ed. The school has awarded only 
mechanical and industrial-engineer- 
ing degrees. 

“The addition of the electrical- 
engineering curriculum is the re- 
sult of the growing demand from 
General Motors plants for young 
men educated in this field,” said 
Guy R. Cowing, GMI president, 

He added that the new curricu- 
lum is directed toward three im- 
portant areas of need for an elec- 
trical engineer in GM: Product de- 
sign, plant engineering and process 
engineering. 

Courses in all five-year engineer- 
ing curricula are common in the 
first two years at GMI. The elec- 
trical-engineering courses, like 
those of mechanical and industrial 
engineering, will begin in the third 
year. Students entering the new 
program as juniors this fall will 
qualify for their electrical engi- 
neering degrees in 1963. 

During the fourth year the elec- 
trical engineering student will elect 
one of two special sequences, 

The first is the study of electrical 
power, or “heavy” electrical equip- 
ment, as preparation for such fields 
as electrical machinery, power dis- 
tribution and process equipment. 

The second is electronics, or 
“light” electrical equipment, as 
preparation for such fields as con- 
trol, instrumentation and product 
detign and development. 





Prevent ~ 
This! 


The. busy housewife can’t afford to get stuck! And she will thank you a 
thousand times over for selling her a limited slip differential, ’cause 
then she won’t risk getting marooned like this again. The limited slip 
differential, which directs power to the rear wheel with the greater trac- 
tion, is a sure-fire volume builder with any prospect who can’t afford to 
get stuck—like taxi operators, salesmen, policemen, doctors, rural mail 
carriers, and, of course, busy housewives. And the way to sell it is to 
demonstrate it. So, be sure to order a limited slip differential on each of 
your 61 demonstrators. Demonstrating its advantages is easy . . . and 


it builds customer satisfaction. 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ’61 DEMONSTRATORS! 


<== DANA 


CORPORATION 
Toledo 1, Ohio 























HERE’S HOW TO 
DEMONSTRATE LIMITED SLIP DIFFERENTIAL . . . 


Dirt really flies when a 
with a conventional 


car 4 
differential starts with 
one wheel in the mud. 


show how LSD insures a 
quick, clean take-off. 






Vn 9 
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Sedan, Wagon on Display Oct. 6... 


Aluminum V-8 Powers Olds F-85 


Highlights: 
Four-door sedan and four-door 


V-8 engine develops 155 horse- 
power ... 24 inches shorter, 1,500 
pounds lighter than standard 
Oldsmobile. 
+ * * 
OBILE dealers will train 
their sights on a considerably 
larger segment of the market Oct. 
6 when their new F-85, the “pocket 
Rocket,” goes on display in 3,700 
dealerships throughout the United 
States. 


Jack F. Wolfram, Oldsmobile 
general , describes the 


bigger car.” He feels it will ap- 


peal especially to the person who 
would like to own an Olds but 


has felt unable to afford one in 


past, 

Wolfram is confident the F-85 
will be plus business for his deal- 
ers. The car will be aimed at the 
middle-priced series of Chevrolet, 
Ford and Plymouth. 

A four-door sedan and a four- 
door station wagon will be offered 
in standard and deluxe versions. 
Wheelbase is 112 inches, and the 





Miami to Dump Old Cars 
In Ocean to Build Reef 


MIAMI.—Miami officials have 
voted to advertise for bids to 
dump 1,000 old cars into the 
ocean to form an artificial reef 
for fishing. Estimated cost is 
$10,000, 

Plans call for dumping junkers 
in 60 to 100 feet of water a mile 
offshore, It would take about two 
years for the reef to collect 
enough barnacles to become a 





Emphatically No, Say Dealers... 


Fla. Market Near Sellout? 





CLEARWATER, Fla.—Have Flor- 
dealers been doing such an ex- 
lent selling job that they are 
rapidly reaching the saturation 
point on new-car sales? 

Dealers asked themselves this 

as they read the report, 

Planning and Develop- 
which lists car registra- 
‘or the first six months of 
ratio to permanent popu- 
figures. 

Dealers were surprised to learn 
that Bradenton has a ratio of 1.4; 
Sarasota and Punta Gorda, 1.5 
each; Naples, 1.7; St. Petersburg- 
Clearwater, Ft. Lauderdale, Fort 
Myers, Dade City, Brooksville, 
Crystal River, 1.8 each; West Palm 
Beach, 1.9; Orlando, 2; Miami, 2.1. 

With more than one car for each 
two people in many counties in the 
state, where can new-car dealers 
look for buyers? Do these figures 
mean fewer cars will be sold by 
Suncoast dealers in the next six 
months? 

“Not at all,” said Gordon White, 
president of Frank T. White, Inc. 
(Pontiac-Vauxhall), Clearwater. 
“Those figures don’t bother me at 


Hh 


“We must take into account 


representing about 26 percent of 
new cars sold in this area. 

“Cars included in the registration 
figures represent more older model 
ears than new ones. I would say 
better than 50 percent of the cars 
registered are worth only about 
$400. 
“This means a continual turn- 
over. People in our area of Florida 
are suburbanites. They live away 
from adequate transportation fa- 
cilities, and therefore have to de- 
pend on their cars for transporta- 
tion. Wherever there is a worker 
in the family, there must be a car, 
if there are two workers, there are 
two cars, plus one for the mother 
or housewife. 

“We have sold more used cars 
in the past two months than we 
have sold in the last 15 years. Our 
new-car sales have been fair. We 
are anticipating that more people 
will be buying more new cars this 
fall. When the Tempest comes out 
we expect a 35 percent increase in 
showroom traffic. Competition may 
be greater for each sale, but the 
sales potential ig there.” 

Sam Palmer, sales manager of 
Orown Motor Co. (Chrysler-Plym- 
outh-Valiant), Clearwater, point- 
ed out that the registrations in- 
clude large fleet Operators such 

as taxi firms and car-rental serv- 
ices, which would tend to alter 
the figures somewhat. 

Pinellag County dealers enjoy a 
large tourist trade, Palmer said, 
and have built up a = 
customers who trade regularly 

every year or two. A continual in- 
flux of retired persons with good 


pensions also creates a good mar- 
ket, Palmer said. 

Another dealer who doesn’t be- 
lieve the market is evaporating is 
Milton Kenyon, president of Thayer 
Motor Co, (Dodge-Dart). 

* Kenyon pointed to the large teen- 
age population rapidly coming of 
cear-driving age. 

“They all want cars,” he said, 
“and represent a fine used-car mar- 
ket. Also young people are marry- 
ing and more families are being 
formed. All need cars.” 

Many Florida families have two 
Cars now, Kenyon said, “and we 
are rapidly moving into the three 
and four-car family bracket.” 


Postoffice Boosts 
Order for Jeeps 
To 4,010 Units 


TOLEDO. — Willys Motors, Inc., 
has sold an additional 800 Jeep 
Fleetvan Trucks to the Postoffice 
Department, increasing an_ initial 
order for the new vehicle to 4,010 
units, it was announced by C. W. 
Moss, Willys sales vice-president. 

Value of the new order is $1,540,- 
000, raising the total to $7,700,000 
for the 4,010 vehicles. 

First of the sit-stand, two-wheel 
drive units with van-type bodies is 
scheduled for delivery in Novem- 
ber. They are equipped with right 
drive to facilitate pickup and deliv- 
ery of mail on multistop routes. 

The new vehicles have more than 
100 cubic feet of cargo space and 
a load capacity of 1,000 pounds. 
With wheelbase of 80 inches and 
an overall length of 133 inches, they 
are highly maneuverable in city 
traffic, 

The trucks are equipped with 
automatic transmission, a new type 
accelerator for sit or stand opera- 
tion, vertically sliding side door 
windows, a closed bottom left door 
panel, and a one-piece roll-up rear 
door with glass panels. 


car is 188.2 inches long, 71.5 inches 

and 52.5 inches high. 
” * + 

ne weight is 2,695 pounds, 

making the F-85 about 1,500 
pounds lighter and 24 inches short- 
er than the standard Oldsmobile. 
The car features a slightly re- 
cessed grille, dual headlights, wrap- 
around bumper and flared front 
fenders. Side panels are sculptured; 
the doors are wide, and there is no 
windshield dogleg. 

Powering the F-85 is a 215- 
cubic-inch aluminum V-8 engine 
that develops 155 horsepower. It 
has a dual-throat carburetor and 
a compression ratio of 8.75 to 1 
and is designed to operate effi- 
ciently on regular-grade gasoline. 
The engine is called the Rockette, 
a@ name derived from the Rocket 
power plant utilized by the big Olds, 

and is built at the division’s main 
plant in Lansing. The car is as- 
sembled in Lansing and at the 
Buick-Oldsmobile-Pontiac plant in 
South Gate, Calif. 

+ * * 

ONAL at extra cost is a new 
lightweight Hydra-Matic trans- 
mission with Accel-A-Rotor action. 


Wolfram explained that this is aj|30 years. 


torque fluid multiplier operating in 
first gear. 

‘It gives the car smooth, lively 
getaway and blends into normal 
Hydra-Matic operation as it gains 
momentum,” he said. 

The car has unitized bod y- 
frame construction. Wolfram said 
the F-85 is extremely smooth and 
quiet because of extensive use of 
rubber mountings in assembling 
chassis components to the body. 

The front suspension—a new coil- 
spring, ball-joint antidive design— 
is mounted to a separate front 
cross-member, insulated by rubber 
mountings. 

A “twin-triangle” stabilized coil 
suspension system is used at the 
rear. 

Two rubber-mounted links on 
each side connect the axle and the 
differential to the body side-rail 
structure. The outer links transmit 
driving and braking forces, and the 
inner links eliminate side sway. The 
coil springs are mounted directly 
over the axle. 

+ ca * 

HE F-85 wagon is a four-door 

two-seat unit with 73.5 cubic feet 

of cargo space. Its one-piece tail- 
gate is hinged to the roof and can 
be lifted to head height to facilitate 
loading and unloading. 

The F-85 and F-85 Deluxe are 
available in 15 exterior colors, 
nine of which are metallics. Two- 
tone treatments may be ordered 
at extra cost. Interiors of Moroc- 
ceen or cloth and Morocceen com- 
binations in gray, blue, fawn, 
green or red are offered. 

The car has a 12-volt electrical 
system, 16-gallon fuel tank and 
four-quart crankcase (five quarts 
with oil filter). Turning diameter 
is 37 feet. 

Standard tire size is 6.50 x 13, 
with 7.00 x 13 optional. Rear-axle 
ratio is 3.08 to 1 with manual trans- 
mission and 3.23 to 1 with Hydra- 
Matic. 


Open House at Williams 

BUFFALO.—_-Williams Ford 
Motor Sales, Inc., held an open 
house at its new facilities at Main 
St. and Legion Dr., Eden. 





New Little Wagon in England— 


A station-wagon version of the Austin and Morris 850 sedan has been introduced 
in England by British Motor Corp. As compared with the sedan, the station wagon is 
nine inches longer and has a wheelbase four inches longer. Independent rear sus- 
pension and front-wheel drive allow the rear loading platform to be placed nearer| defense products group as vice- 
the ground than would be possible in a conventional chassis layout. 
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Olds F-85 Offers Sedan and Wagon— 

Crisp styling and an aluminum V-8 engine are features of the F-85, Oldsmobile’s 
entry in the smaller-car field. The station wagon has 73.5 cubic feet of storage space. 
Its one-piece tailgate is hinged at the top and opens to head height to facilitate 
loading and unloading. 


“a! 





Capsule Reports ... 


Auto News in Brief 


ST. JOHNSBURY, Vt.— Harold 
Rothstein, 34, a Lyndon (Vt.) auto 
dealer, charged with being a mem- 
ber of a car-theft ring that alleg- 
edly stole 73 autos in Vermont and 
Connecticut, has been sentenced to 
state prison terms totalling 17 to 





center. The center on last Jan. 5 
had totalled 5,541,673 manhours of 
work without a disabling accident, 
Jacoby noted, calling it the most 
impressive record ever compiled for 
the storage and warehousing indus- 
try in the annals of the National 
Safety Council. 








He pleaded guilty to 15 counts of 
car theft and was sentenced to 
serve consecutively five-to-10 year 


* * * 
Compacts Blamed for Big Dip 


terms on each of the first two 
counts and seven-to-10-year terms 
on the other 13 counts. In a com- 


panion case, John L. McCurda, 33, 
of New Britain, Conn., was sen- 
tenced to concurrent terms of 1% 


to three years on two counts of 


car theft. 


W ouldbe Partner Sues 


U. C. Firm for $75,000 

RICHMOND, Calif.—David F. 
Jones, a former used-car dealer, 
has sued James and Josephine 
Schweitzer, operators of a _ used- 
car lot here, for $75,000 on complaint 
that they allegedly failed to make 
him a partner. 

Jones alleges he gave up a job 
as manager of a Richmond new-car 
dealership to join the Schweitzers 
in a corporation. 

* * 


* 
Chevy Parts Center Cited 


For World Safety Mark 


F LIN T.—Chevrolet’s National 
Parts Distribution Center here, one 
of the largest facilities of its kind 
in the automotive industry, has 
been honored for establishing a new 
world record in safety for the stor- 
age and warehousing field. 

George A. Jacoby, a director of 
the National Safety Council, pre- 
sented a plaque to Glenn T. Mc- 
Millan, manager of the distribution 


Ford Establishes 
Unit for Special 
Military Vehicles 


DEARBORN. — Ford Motor Co. 
last week announced establishment 
of special military vehicles opera- 
tions as a component of the com- 
pany’s defense products group. The 
announcement was made by Gerald 
J. Lynch, vice-president—defense 
products group. : 

Lynch said Frank S. Kipp, for- 
merly manager of defense contract 
administration, has been appointed 
general operations manager of spe- 
cial military vehicles operations. 

The following organization com- 
ponents of the defense products 
group have been transferred to 
special military vehicles opera- 
tions: Special military vehicles 
office, mobilization planning and 
defense sales department and de- 
fense contract administration. 

Donald C. Pippel, formerly man- 
ager of the mobilization planning 
and defense sales department, has 
been transferred to customer rep- 
resentation, defense products 
group, and appointed manager of 
the Midwest office. 

Ford’s defense products group 
was formed in March, 1960. It in- 
cludes Ford’s Aeronutronic Divi- 
sion in Newport Beach, Calif. 
Lynch is general manager of Aero- 
nutronic in addition to heading the 





President, 


In N. C. Gas-Tax Receipts 


RALEIGH, N. C.—G. S. Wilcox 
jr., chairman of the North Carolina 
Petroleum Committee, has warned 
that compact cars are costing the 
state a large slice of its tax rev- 
enue. 

He noted that gasoline-tax re- 
ceipts fell $1,507,970 below the esti- 
mate made by the Legislature dur- 
ing the 1959-60 fiscal year, and said 
estimates show that national gaso- 
line-tax revenue will fall well below 
expected levels if the present trend 


to compact sales continues. 
+ + cd 


Kohler Engines Power 


‘Iron Dogs’ of Frozen North 


KOHLER, Wis.—Kohler Co, en- 
gines provide the power for the 
new “iron dogs” of the frozen 
North, a one-man snowmobile 
called the Sno-Traveler and 
which is built by Polaris Indus- 
tries, Inc., Roseau, Minn. 

Two 10-horsepower K24ls and 
a seven-horsepower K161 powered 
three Sno-Travelers which made 
a successful three-week trek 
across 1,200 miles of frozen Alas- 
kan terrain last winter. 


* * * 


Weber, California Firm, 
Acquired by Highway Trailer 

NEW YORK. — Highway Trailer 
Industries, Inc., has acquired Weber 
Trailer & Mfg. Co., Los Angeles, 
according to David B, Charnay, 
Highway’s chairman. 

He said the firm, to be operated 
as a wholly owned subsidiary known 
as Highway-Weber Trailer Co., 
will continue to make its present 
lines of special and standard truck- 
trailers, and will be the manufac- 
turing outlet for Highway’s trail- 
ers and cargo-containers for 
customers west of the Rocky Moun- 
tains. 

* * o*~ 


White’s Buffalo Branch 


Purchased by Manager 


BUF FALO.—White Motor Co. 
has sold its branch-office facilities 
at 85 Michigan Ave, to Nicholas W. 
Bodnar, branch manager, who will 
operate the business as a distribu- 
torship. 

The new business will be known 
as Buffalo White Truck, Inc. 


* ~ 7 
Transportation Award 


To Be Given to Bechtel 


WASHINGTON. — Stephen D. 
Bechtel sr., chairman of Bechtel 
Corp., San Francisco, has been 
chosen by the Joint Chiefs of Staff 
to receive the 11th annual National 
Transportation Award as the per- 
son “whose achievement contribut- 
ed most to the effectiveness of the 
transportation industry in support 
of national security.” 

The award, given annually by the 
National Defense Transportation 
Assn., will be presented to Bechtel 
at the Assn.’s annual convention 
Oct, 2-5 in New Orleans. 
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GM Again Leads in Spending atk 


Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

General Motors again in 1959 led 
the nation’s advertisers in total ex- 
penditures for promotions in news- 
papers, magazines, network and 
spot television, spot radio, business 
publications, farm publications and 
outdoor. 

GM’s expenditures totalled $155 
million in 1959, up 13 percent 
from the $137,500,000 spent in the 
various media a year earlier, ac- 
cording to figures compiled by 
Advertising Age. 

Altogether, the top 100 advertis- 
ers spent $2.5 billion in 1959, up 9 
percent from the $2.3 billion invest- 
ed the previous year. 

The second largest segment of 
the 100 leaders total was the $341,- 
354,200 expenditure by the five auto 
manufacturers—GM, Ford, Chrys- 
ler, American Motors and Stude- 
baker-Packard, The largest seg- 
ment, the food industry, spent 
$522,397,000 in 1959. 

In addition to GM, Ford Motor 
Co. was fourth with an invest- 
ment of $92,200,000 in advertising 
in 1959, compared to an expendi- 
ture of $87,900,000 a year earlier; 
Chrysler Corp. in ninth place 
with an expenditure of $60,364,200 

in ’59 as against $58,754,000 in °58; 
AMC in 48rd place with $20,600,- 
000 as against $11,200,000, and 
S-P, which did not place among 
the top 100 advertisers a year 
earlier, in 67th place with an ex- 
penditure of $12,690,000 in ’59, 
compared with an outlay of 
$5,300,000 in ’58. 

Among the supplier groups, Gen- 
eral Electric Co. (6th) was up from 
$66,101,920 to $77 million; Westing- 
house Electric Corp. (13th) was up 
from $37 million to $39 million; du- 
Pont (17th) up from $30,009,000 to 
$33,178,000; Goodyear Tire & Rub- 
ber Co. (33rd) up from $21,872,000 
to $23,688,000; Standard Oil of New 
Jersey (35th) up from $22,998,300 to 
$23,236,000. 

Standard Oil of Indiana (44th) 
up from $19 million to $20,500,000; 
American Cyanamid Co, (45th) up 
from $17,500,000 to $19,543,000; Tex- 
aco, Inc. (46th) up from $18,186,095 
to $18,500,000; Firestone Tire & 
Rubber Co. (48th) up from $14,- 
733,000 to $18 million. 

Union Carbide Corp. (52nd) up 
from $15,270,000 to $16 million; 
Shell Oil Co, (57th) up from $16,- 
241,130 to $15,270,000; U. S. Steel 
Corp. (63rd) up from $11,811,000 to 
$14,069,800; B. F. Goodrich Co. 
(65th) up from $11,500,000 to $13,- 
500,000; Mobil Oil Co. (69th) up from 
$11,746,000 to $12,010,000; Aluminum 
Co. of America (70th) $11 million 
to $12 million; Gulf Oi] Co, (76th) 
down from $12,150,000 to $10,170,- 
000, and Sinclair Oi] Corp. (99th) 


down from $5,661,200 to $4,900,000. 
* + * 


More TV by Auto Makers 


General Motors, Ford Motor 
Co. and Chrysler Corp. were the 
only auto makers to place among 
the top 25 users of network radio 
during the second quarter of this 
year. 

GM was in sixth place with an 
expenditure of $5,131,783; Ford 
was 12th with $2,916,546, and 
Chrysler was 20th with $2,341,180. 

* * + 


PR Refresher Course 


Several automotive public rela- 
tions men will play key roles in a 
refresher course in public relations 
to be given this fall in Detroit. 

The 12-week course is being given 
through the cooperation of the 
Michigan Chapter of the Public 
Relations Society of America and 
the adult education divisions of 
Wayne State University, Detroit, 
and the University of Michigan, 
Ann Arbor, 

Automotive men taking part will 
include Ken Youel, director of di- 
visional public relations, General 
Motors Corp.; Robert S. Johanson, 
public relations director, AC Spark 
Plug; H. R. Walton, former Olds- 
mobile public relations man and 
now with the public relations staff 
of the Michigan State Chamber of 
Commerce; Frank Hedge, Detroit 
manager of Communications Coun- 
selors, Inc.; Joseph Crumlish, com- 
munity relations department, Ford 
Motor Co.; Sam Petok, public re- 
lations director of Plymouth-De- 


Soto-Valiant Division of Chrysler 
Corp., and Robert Lusk, director of 
education relations, Automobile 
Manufacturers Assn. 

+ * * 


19 Dodge Units with BBD&O 


Batten, Barton, Durstine & Os- 
born, Inc., has announced the sign- 
ing of three more Dodge dealer 
Retail Selling Assn. groups. BBDO 
now represents 19 such regional re- 
tail advertising associations from 
coast to coast. 

The newly-signed dealer groups 
are in San Francisco; Rochester, 
N. Y., and Utica, N. Y, 

+ oe + 
SCI Circulation Grows 

Sports Cars Illustrated reports an 
increase of 13.2 percent in circula- 
tion for the first six months of the 
year. Its ABC circulation for the 
first half of 1960 is 171,767. 

* a a 
New Client for Aitken-Kynett 
Detroit Aluminum & Brass Corp., 





manufacturers of automotive en- 
gine bearings, has appointed Ait- 
kin-Kynett Co., Inc., Philadelphia 
to handle advertising and publicity. 


Lee Names Eckhouse 


Lee Filter Corp., Edison, N. J., 
manufacturer of oil, air and gas- 
oline filters for motor vehicles, 
has retained Robert D, Eckhouse 
& Associates, New York, as busi- 
ness and financial public relations 
counsel, 

a + + 
Special Dallas Edition 

The Dallas Morning News will 
feature a special] auto section in its 
Oct. 9 edition, commemorating the 
Auto Show at the Texas State Fair 
Oct. 8-23, 

The show is being sponsored by 
the New Car Dealers Assn. of Dal- 
las. 

* ‘* + 


Ad Plans to be Unveiled 


A roundup of car maker’s adver- 
tising plans for 1961 will appear in 
Automotive News’ annual Auto 
Show Issue Oct. 10, 

Other features will be photos 
and data, including prices and 
specifications, on every 1961 
American automobile; details on 
new truck models, the role of in- 


dustry suppliers; styling and en- 
gineering developments. 

The issue coincides with the Na- 
tional Automobile Show being held 
in Detroit Oct, 15-23. 


National Auto Service Moves 

National Automotive Service, 
publishers of a guide for auto 
repairs, hag moved to new and 
larger quarters at 930 Dwight, 
Berkeley, Calif. 


Personnel Changes 


Chris J. Edmonds from assistant 
director of public relations at Buick 
to Cleveland regional public rela- 
tions manager for General Motors 
Corp. .. . William 
B. Fors from ad- 
vertising director 
for Bissell, .Inc., 
Grand Rapids, 
Mich., to director 
of advertising of 
Electric Autolite 
Co., Toledo . . 
Morris H. Glazer 
from editor and 
publisher to edi- 
tor emeritus of 
W. B. Fors Transport Topic 
. Thomas Brogan, Detroit office 





.|quarters in San 


manager, to vice-president of Sales 
Communications, Inc., an affiliate 
of McCann-Erickson advertising 
agency. 

James N. Buttrick from media 
director for Eastern Air Lines to 
advertising sales staff of Farm & 
Ranch magazine .. . James J. Dunn 
from western sales manager to na- 
tional advertising sales manager for 
Life magazine .. . Edward B. 
Graham from vice-president of J. 
Walter Thompson Co. to creative 
director for Outdoor Advertising, 
Ine. 

N. F. Lawler from vice-president 
in charge of na- 
tional sales to 
senior vice-presi- 
dent and creative 
director in charge 
of all sales pro- 
motional activi- 
ties for Foster & 
Kleiser Division 
of Metropolitan 
Broadcasting 
Corp., with head- 





Francisco... N. F. Lawler 
A. Hughes Wilson jr., currently in 
charge of sales activities in New 
England, to advertising manager 
for the American Legion magazine 
in Detroit. 





PLEXIGLAS 


DECORATIVE MOLDINGS LOOK 


Shown above are three automotive parts—an instrument 
panel escutcheon, a hood medallion and a steering wheel 
medallion—that have a common advantage. Each eliminated 
These parts formerly repre- 
sented multiple assemblies of die cast metal, metal trim and 
The designs are now executed in clear, durable 
PLEXIGLAS® acrylic plastic moldings decorated on the first 


costly assembly operations. 


plastic. 


or second surface. 
The results: 


to 50%. 


We will be glad to provide detailed information and design 


assistance on cost-saving PLEXIGLAS moldings. 





Handsome colors, gleaming metallic effects, 
resistance to breakage, elimination of extensive assembly and 
metal-finishing operations—and cost reductions ranging up 


DETROIT 
Nor-Way Building, 20211 Greenfield Road, 


BRoadway 3-0674. 


BETTER...COST LESS! 


ra Chemicals for Industry 
ROHM £ HAAS 
—— COM PANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


REPRESENTATIVE: R. C. Oglesby, 


In Canada: Rohm & Haas Company of Canada, Lid., 


West Hill, Ontario 





American car has come equipped with tires made with 
TYREX® tire cord. “Nylon thump” is one reason. But 
there are more. Shown right are a few. Mention them to 
your customers as an added advantage of your cars. 
They make good selling—and smooth riding. 


Complaints like “‘nylon thump” are annoying. They take 
time to check out—and then there’s not much you can do 
except suggest new tires. Thanks to the foresight of 
America’s car makers, this isn’t a problem on ’59 and ’60 
cars. For 2 straight years, every single make of new 


For latest test data write William Dalton, President, Tyrex Inc., Empire State Bldg., New York 1,N.Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of Tyrex 





your car, 
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HOW TIRES MADE WITH TYREX CORD MAKE NEW CARS EASIER TO SELL 
© Give longer tread mileage. FACTS! —not CLAIMS 
e Run cool for greater safety at highway speeds. FACTS! —not CLAIMS ® 


St i ist toi t. FACTS! —not CLAIMS 
@ Stronger in resistance to impac no ceil best by toot TIRE CORD 


© Resist ‘‘flat-spotting’’ and cross-sectional “growth.’”’ FACTS! 


Inc. for tire yarn and cord. TYREX tire yarn and cord is also produced and available in Canada. 




















GENERATOR PULLER — The use of a 
small, two-jaw Grip-O-Matic puller to re- 
move Autolite generator pulleys (press fit) 
without damage to parts has been an- 
nounced by Owatonna Tool Co., 314 Cedar 
St., Owatonna, Minn. The puller, No. 
1000¥%-L, weighs 14 ounces, has approxi- 
mately %-ton capacity. OTC shaft pro- 
tector No. 625-6 with tip filed off is used 
with the puller when removing Autolite 


generator pulleys. 
* 












” * 


GEARSHIFT EXTENSION—The 13 gear- 
shift extension, inserted between the gear- 
shift lever and knob, is said to enable 
Valiont and Lancer drivers to sit back and 
relax while driving. The additional length 
eliminates the need to reach while shift- 
ing into reverse and second gear, it is 
claimed. C. D. Lutton jr., 30536 Longfel- 


low Ave., Madison Heights, Mich. 
a ed tk 


TRACTION POWDER—Hammons Pro d- 
ucts Co., Stockton, Mo., has introduced 
Snow Grip, a powder that is said to give 
instant traction to tires spinning on ice 
or snow. The powder clings to the tread 
for 15 to 20 feet, enabling the motorist 
to pull out of slick spots. Packaged in a 
polyethylene bottle, the powder can be 
“pufted" on the tread of tires. 


# * * 





SQUEEGIE SCRAPER—Sinko Mfg. & Tool 
Co., 7310 W. Wilson Ave., Chicago 31, 
il., has announeed a “year 'round" Fiex-O 
squeegie scraper with the power-grind 
handle. This windshield and window scrap- 
er features a 54-inch scraper and squee- 
gie for the removal of snow, sleet, ice and 
mist. The power grind handle will chip 
through ice and speed its removal, it is 
said. The handle provides a total length 


of 13% inches. 
+ * * 


Rubberized House Paint 
Developed by PPG 


An exterior rubberized house 
paint for all surfaces—wood, asbes- 
tos, stucco, brick, concrete, masonry 
and metal—has been developed by 
the Paint Division of Pittsburgh 


air pressure is applied only at the top 


carry air pressure to the piston. An avto- 
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Plate Glass Co., 6832 Fort Duquesne 
Bivd., Pittsburgh 22, Pa. 


The new product, to be known as 
Pittsburgh Latex House Paint, is 
said to “breathe” just enough to 
permit water vapors to escape with- 
out damaging the film. 


* * * 


RIVETING AIR HAMMER—The mode! 
SP-700 riveting air hammer for setting up 
to %4-inch soft iron or aluminum rivets has 
been announced by Superior Pneumatic & 
Mfg. Inc., 13800 Enterprise Ave., Cleve- 
land 35, O, The unit has Superior’s patent- 
ed metering trigger that delivers 0 to 
2,800 controllable blows per minute. Ac- 
cording to the manufacturer, there are 
over 15 different chisels available for the 
SP-700. The SP-700 weighs just 7% 
pounds, measures only eight inches long, 
and can be run all day without tiring the 
Operator. 

* * * 





LIFT—J. C. Cochin Co., 205 East Grand 
Ave., South San Francisco, Calif., has de- 
veloped what is said to be an automatic 
deadlock lift. The lift's biggest departure 
from conventional design is that operating 


end of the piston and the entire oil sup- 
ply is contained within the casing-piston 
assembly, it is said. Also eliminated is the 
stand-pipe formerly extending through 
the buried bottom-end of the casing to 


matic release-lock mechanism, located at 
the top-end of the piston, deadlocks both 
air and oil simultaneously, it is said. This 
deadiocking action can only be released 
by opercting the up-and-down control 
valve which is located ovut-from-under the 
lift. 





BATTERY HYDROMETER—Imperial Brass 
Mfg. Co., 6300 W. Howard St., Chicago 
48, lll., has announced the No. 521-T 
thermometer-type battery hydrometer. Cor- 
rected for temperature of battery electro- 
lyte, the unit can be used with fast charg- 
ers, it is said. All scales have large legible 
numbers. Float calibration: 1.100-1.300 in 
five five-degree divisions. 




















































FRAME TOOL—-Kansas Jack, 


Inc., Box 
110, McPherson, Kans., has introduced the 
FK portable frame tool for use on damag- 


ed unitized bodies, conventional frames 
and various other auto bodies. The FK 
unit is two units in one. The AK unit de- 
taches, allowing the operator to use it on 
inor frame work and heavy-duty body 
jobs. The FK-101 provides 20,000 pounds 
of power with enough accessories to do a 
job on any unitized body, it is said. The 
unit allows the mechanic to employ Kansas 
Jack's three-way pull, which is pressure 
applied to the front, middie and rear of 
the body at the same time aligning the 
body, it is said. 





TOP CARRIER RACK—A top carrier rack 
for station wagons and cars has been 
added to the “Carri-All" line manufactur- 
ed by Foxcraft Products Corp., Huntingdon 
Valley, Pa. The top rails and stanchions 
are removable from the base with set- 
screws, leaving thin strips of stainless 
steel molding permanently attached. The 
carrier is made of stainless steel. Two sizes 
are available: SWC60 (40 by 60 inches) 
for most station wagons including com- 
pacts; SWC48 (40 by 48 inches) for most 
cars including compacts. 





CHAIN CLIPS—Chain clips that allow a 
car to be driven into tire chains have been 
announced by Easy-On Chain Clips, 1920 
S. LaCienega, Los Angeles 34, Calif. The 
clips fit any size tire, it is said. 


© Saf 








TURRET DRILL—Burgmaster Corp., 15001 | 
S. Figueroa St., Gardena, Calif., has an- 
nounced a combination unit that is said to 
speed precision drilling operations and 
reduces tooling costs by eliminating box 
fixtures and jigs. A bench model automatic 
six-spindle turret drill with power feed 
is synchronized to the controls of an ac- 
cessory manual positioning table which lo- | 
cates each hole center within .0005 inches, 
and is said to materially increase produc- | 
tion, 





” * + 


Ditzler Adds Nine Colors 
For Acrylic Mixing Bases 


Nine new mixing colors for cor- 
rectly intermixing new colors on 
1961 cars have been added to the 


| may be used as bench equipment or used 


NEW PRODUCTS 


Duracryl Exact Weight Mixing Set 
developed by the Ditzler Color Di- 
vision, Pittsburgh Plate Glass Co., 
8000 W. Chicago Ave., Detroit 4, 
Mich. 

The new acrylic mixing bases in- 
corporate new pigments that permit 
the matching of colors that could 
not previously be intermixed, it is 
said. 





PIN INSERTER TOOLING—Pin inserter 
tooling adapters for the 1960 models (in- 
cluding compacts) have been announced 
by Sunnen Products Co., 7910 Manchester 
Ave., St. Louis 17, Mo. Shops now 
equipped with the basic Sunnen pin in- 
serter set can add these parts to enable 
operators to assemble and disassemble 
these late model press-fit rods for both 
car and truck engines, it is said. The man- 
ufacturer states that the wrist pins can be 
removed in one operation, and rods and 
pistons assembled in one operation. Pin 


inserter tooling is available to handle 
models from 1952 through 1960 using 
press-fit rods. 2 

ca 





POWER BRAKE TESTER—Parts and Ac- | 
cessories Division, Wagner Electric Corp., | 


16400 Plymouth Ave., St. Lovis 14, Mo., 
has introduced the Wagner Lockheed 


| Power Brake Tester, F-506. The instrument, | 


which measures hydraulic pressure and 
vacuum of power brake units, is marketed 
with adapter parts for testing various 
makes of units. The power brake tester 


to test brake units on the vehicle, it is said. 
A mobile cart, available as an accessory, 
facilitates using the tester on the vehicle. 
A vacuum pump is available for use when 
the vehicle's vacuum is not used in testing 


power brake units. 
* * 


SAND BLASTER—Hamill Mfg. Co., Inc., 
Washington, Mich., has marketed a port- 
able sandblasting unit, called the Handi- 
Blast. Designed for industrial use, the unit 
requires no more air than a production 
spray gun, it is said. It is said to be use- 
ful for cleaning rust from body panels. 
The overall height of the unit is 23 inches 
with a tank diameter of seven inches. It 
weighs 23 pounds empty and has a abra- 
sive capacity of 30 pounds. 





RIVET GUN—Richline Co., Inc., 1527 
Franklin Ave., Minneapolis, Minn., which 
earlier introduced the ‘“Snapo"’ rivet gun 
for “blind” riveting and other applications 
to replace welding jobs and sheet metal 
screws, has announced the introduction of 
a redesigned gun for automatic jam-proof 
cperation and ease in handling. Called 
the “Snapo Automatic Deluxe,’ the gun 
| features automatic ejection of the mandrel 
after the rivet has been set, is approxi- 
| mately one-half the size of the previous 
model, and has a thin nozzle which per- 
mits easy use in small, confined areas, it 
is said. The gun permits the user to insert 
and crimp rivets from the same side and 
pulls parts together with up to 1,500 
pounds of force, it is claimed. 











GO-KART TRAILER—A trailer for carry- 
ing go-karts and quarter and half-midgets 
has been introduced in single and double- 
deck versions by Mastercraft Trailers, Ine., 
Middletown, Conn. This Racer-Trailer is 
engineered to meet the overall wheel re- 


| quirements of both types of midgets and 


of all karts made in accordance with spe- 
cifications of the American Kart Manufac- 
turers Assn., it is said. The single-deck 
unit may be purchased by itself and the 
double-deck frame added later on, when- 
ever it becomes necessary to have the 
full two-racer load space. Specifications 
are as follows: Length, 9 feet; width, 5 
feet; track width, 10 inches; single-deck 
height, 22 inches; double-deck height, 55 
inches; wheel size, 3:75 by 8; tire size, 
4:80 by 8; maximum capacity, 600 pounds; 
color, charcoal. 





MOTION DETECTOR—A device for de- 
tecting motion or the lack of motion has 
been developed by the Research Labora- 


| tories of Gaylord Products, Inc., 1918 
Prairie Ave., Chicago 16, Ill. Although de- 
signed to ‘‘sense’ increments of rotary 
motion as little as or less than % revolu- 
tion per minute, the Gaylord device can 
also be utilized to detect linear motion by 
a simple conversion to rotary motion, it is 
said. Two of the many ways of using the 
device are: To detect motion, regardless 
of how slight, and to sense a point of 
complete “zero motion" after any preced- 
ing period of motion, it is said. Delayed 
action also can be accomplished after ei- 
ther of the aforementioned conditions by 
using the Gaylord mechanism. Originally 
designed to prevent automobiles with au- 
tomatic transmissions from ‘‘creeping"” 
while idling in gear, the device is also 
being offered to industry because of its 
potential use in automated and semi-auto- 
mated operations, and numerous applica- 
tions as a safety and warning device, it is 
said. 
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Big Plans for the Future... 


Auto Boom in Israel 





By John Ashton 
Special Correspondent 

TEL AVIV, Israel. — (UTPS)— 
The small and remarkably dynamic 
nation of Israel is going allout to- 
ward motorization. 

Compact cars, such ag the 
Studebaker Lark, are appearing 
in increasing numbers and a na- 
tional small automobile, the 
“Volkswagen” of Israel, is being 
planned, 

First models of this chiefly utili- 
tarian vehicle—with low gasoline 
consumption and construction suit- 
able for driving over rough terrain 
—are expected on the market in 
1962, or by the spring of 1963 at 
the latest. 

An immediate consequence of the 
fast development of the automotive 
industry in the country will be that 
the government will be obliged to 
revise its plans for highway con- 
struction and build the modern 
roads a mechanized nation will need 
to avoid perpetual traffic conges- 
tions. 

On certain highways the intro- 
duction of the American toll sys- 
tem, providing the proceeds, in part 
at least, for urgent modernization 
of existing roads, will probably be 
installed next year. 

The young Israeli automotive in- 
dustry got off to a slow start in 
1951 when, with investments reach- 
ing today 20 million Israeli pounds, 
Kaiser-Frazer Co. was launched in 
Haifa. 

Output capacity of Kaiser-Fra- 
zer today is 6,000 vehicles a year, 
and to this the young industry 
can add the Lin plant at Ashkelon, 
now being rushed to completion, 
and Autocars, Ltd., a local manu- 
facturer producing Sabra and 
Sussita station wagons, of which 
some are earmarked for export 
to the United States and to 
Africa. 

In the opinion of many Israeli 
experts of the industry, the break 
with Renault of France may have 


DAYTON.—A series of charge- 
offs and omission of the fourth- 
quarter dividend on common stock 
have been announced by the direc- 
tors of Dayco Corp. as they report- 
ed a third-quarter loss of $3.8 mil- 
lion before tax credits. 

“An industrywide downturn trend 
for prices of tires and foam rubber 
and continued increases in labor 
and other operating costs” were 
among the reasons given by the di- 
rectors for the loss, which will 
amount to about $2.6 million after 
tax carryback credits. 

Also cited as a factor was “an 
unexpectedly high startingup cost 
at the company’s new automatic 
mechanical rubber products plant 
at Springfield, Mo.” The directors 
plan to authorize immediate 
chargeoffs of about $1.9 million for 
the Springfield operation. 


* * * 


Napco Profit Rises 

Napco Industries, Inc., reported 
a net profit of $528,000 for the first 
six months of 1960. M. E. Rappa- 
port, president and chairman of the 
board, noted in a letter to stock- 
holders that this figure is $199,000 
in excess of profits for the entire 
year of 1959. 

7 a + 


American Electronics 


American Electronics, Inc., Los 
Angeles, first half report, 1960 vs. 
1959; Profit, $264,991 and $226,406; 
sales, $13,416,022 and $8,672,693. 


+ a * 
Sterling Precision 
Sterling Precision Corp., New 
York, report for fiscal first quarter 
ended July 31, 1960 vs. 1959: Profit, 
$3,741 and (loss) $291,886;- sales, $10- 
099,029 and $8,185,389. 


* * * 


Hastings Earns Less 
Hastings Mfg. Co, reports net 
earnings of $287,185 in the six 
months ended June 30, compared 
with $411,160 in the first half of 
1959. 





been a blessing in disguise. It ap- 
pears that Renault has almost com- 
pletely failed to sell any of its ve- 
hicles in the Arab countries. 

By contrast, Kaiser-Frazer has 
achieved a better contract with 
Studebaker-Packard Corp. 

The arrangement with Renault 
allowed for 25 percent of the vehi- 
cle’s components to be locally pro- 
duced; it did not authorize the ex- 
port of the finished product. The 
Lark, on the other hand, as well as 
the various American Studebaker 
trucks that are to come into pro- 
duction, may have as many local 
parts as can be manufactured, and 
may be exported without limit. In 
fact, the Studebaker dealers spread 
over the United States are prepared 
to assist in the marketing. 

Israel’s avowed target today, ac- 
cording to Michael Tsu, director 
general of the Ministry of Com- 
merce and Industry, is to produce 
10,000 automobiles a year, in addi- 


tion to an ever rising number of 
trucks, 

If the scale of automobile produc- 
tion justifies it, fibreglass will be 
manufactured in Israel, ag well as 
engines. Already Kaiser-Frazer is 
producing its own pistons, and 
Autocars, in certain pilot models, 
has begun to make the whole car 
body in fibreglass at a very low in- 
vestment. 

The significance of this is that 
Israelis today are beginning to 
envisage a Studebaker produced 
at more than competitive prices 
in Israel and marketed in Amer- 
ica, For the fast developing plas- 
tics industry, this is expected to 
open up a wide new field. 

The country’s industrial develop- 
ment demands that the motor in- 
dustry be consolidated as a perma- 
nent feature of the economy, and 
no longer be considered as a freak 
convenient for short-term profits 
and used by the government in a 
purely commercial spirit. 

The industry, as other industrial 
groups now plan to move into it, 
and as Israel tends toward joining 
up with the European Common 
Market could boost production to 
the extent that exports both to the 
U. S. and the Common Market 
countries may be envisaged. 


America’s modern way of doing business 
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Ford's Four-Letter Winners— 


Nine Northern California Ford dealers recently received their 10th consecutive Ford 
Four Letter Award for operating outstanding dealerships. At the presentation meeting, 
from left, are, H. A. Cuthbertson, Ford San Jose district field manager; E. F. Hartz, 
Davis; R. L. McTaggart, Dos Palos; Everett Lampson, Geyserville; C. C. Bessey, Patterson; 
Irving Pahl, Oroville; James A. King, San Jose district sales manager; E. W. Hobson, 
Red Bluff; E. P. Cahors, Redwood City; Walter C. Hansel, Vacaville; A. J. Brabont, 
Hayward, and Milt Tracy, Ford assistant district sales manager. 


AIR EXPRESS speeds newly created parts to assembly site in time for car to bow at international auto show 


Air Express takes priority on all scheduled U. S. airlines 


AIR EXPRESS is in the auto business, now! This crew is just finishing off the latest model. Hours from 
now, it will bow at a glamorous auto show. Many new parts were completed just in time, and flown 
to this assembly point with jet speed. A// 35 scheduled U.S. airlines pampered them with priority 
treatment. AIR EXPRESS trucks (13,000... many radio-dispatched) rushed them door-to-door at both 
ends of their flights. As each part arrived, the shipper got 


a teletype receipt. That’s service! AiR EXPRESS is in 
other businesses, too. /t should be in yours. There’s no 
finer partner and rates are low. One phone cal/ is all it takes. 


AIR EXPRESS 


& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY ee GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 
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°61s Boast Lube-Free Chassis . . . 


No Compact in Cadillac Future 


By John K. Teahen Jr. 
Associate Editor 


ReerOe, Mich.— There wasn’t 

a compact car in sight as Cad- 
illac previewed its '61 models for 
mewsmen at the General Motors 
Proving Ground 
here. 

It was an about- 
face from other 
GM previews. At 
Chevrolet, Pon- 
tiac, Oldsmobile 
and Buick, the 
short - wheelbase 
jobs stole the 
show. 

And Cadillac 
isn’t likely to get 

H. G, Warner a baby brother, 
either. General Manager Harold G. 
Warner was emphatic on that 
point. 

Mentioning that he had read a 
story indicating that Cadillac was 
to enter the small-car field, he com- 
mented: 

“Apparently we at Cadillac are 
misinformed on this, because we 


have only the standard-sized Cad- 
illac in our lineup this year—and 
in our plans for the future.” 
* * * 
SKED about a Thunderbird-type 
Cadillac (a rumor that has 
spread through the industry), War- 
ner repeated that his division has 
no such plans. 
A newsman wanted to know if 





Pantex Planning to Market 
Auto Exhaust Purifier 


NEW YORK.—An exhaust-gas 
purifier for auto engines will be 
manufactured by Monoxit Pantex 
Corp. and sold by the parent firm, 
Pantex Mfg. Corp., a Pantex 
spokesman has announced. He gaid 
the retail price will be “substanti- 
ally under $50.” 

The Pantex device, he added, 
uses a flame afterburner to con- 
sume unburned hydrocarbons in 
the exhaust, and a chemical cataly- 
tic converter to neutralize the ex- 
haust’s harmful elements. 


Cadillac could build another car for 
GM. Warner replied: “No. We have 
neither the space nor the facilities.” 

Warner wouldn’t tip his hand 
on prices other than to remark 
that he does not anticipate a 
“large difference” from the fig- 
ures for the 69 models. 

The ’61 Cadillac is slightly shorter 
and higher than last year’s and has 
sculptured side panels, a reshaped 
grille and lower tail fins. 

The windshield dogleg has been 
eliminated, and Cadillac claims 
more headroom and legroom and 
higher seats. The steering wheel is 
smaller; windshield wipers cover a 
greater area, and the car hag a 
single exhaust system and new 
front suspension, 

* * * 
N ANTI-SMOG kit will be stand- 
ard on California cars and op- 
tional elsewhere. 

Another innovation is a lubrica- 
tion-free chassis. “The customer 
never has to have his car greased,” 





Ford Plant Newspapers 
To Print Voters’ Guides 


DEARBORN. — Voter’s Guides 
will be distributed in Ford Motor 
Co. employe newspapers in 13 
states as part of the company’s 
“Informed Voter” project, Allen 
W. Merrell, director of Ford’s 
civic and governmental affairs 
office, said last week. 


The guides will contain detail- 
ed background information on is- 
sues and candidates in the No- 
vember general election, Other 
issues of the employe papers will 
feature open letters to Ford em- 
ployes from the presidential can- 
didates, Vice-President Richard 
M. Nixon and Senator John F. 
Kennedy. 





thing of the past for Cadillac buy- 
ers.” 

Cadillac hag added one model 
for 61 and has dropped two 
others. The newcomer, which will 
appear later this year, is a Series 
62 four-door hardtop which is 
seven inches shorter in the trunk 
than other models. 

Warner admitted that buyers 


Warner said, “Lubrication is alhave had trouble getting the long- 





This new Westinghouse machine tool relay is small, fast, and built to last. It’s a real compact when 
it comes to automated control of machine tools. So small it can save as much as 50% on control 
panel space, this 5-amp, 300-volt relay actually reduces installed costs by more than 20%. 

Find out more about this new Westinghouse machine tool relay. Call your nearest Westinghouse 
representative, or write Westinghouse Electric Corporation, Standard Control Division, Beaver, 
Pennsylvania. Remember, you can be sure... if it’s Westinghouse. 


Westinghouse 


J-80319 
























deck models in their old-style 
garages. 

Gone from the Cadillac stable 
are the swank $13,075 Eldorado 
Brougham and the $7,401 Eldorado 
Seville two-door hardtop. About 100 
Broughams and 850 Sevilles have 
been sold annually. 

With the Brougham gone, Cadil- 
lac will place extra emphasis on 
the restyled 60 Special, a four-door 
hardtop with a Fleetwood body and 
a “formal” or limousine-type rear 
window. 

* * * 
ARNER referred to it (a bit 
reverently) as “truly the queen 
of the line.” The 60 Special will not 
move into the Brougham price field, 
however. 

In recent years, the 60 Special 
has accounted for about 8 percent 
of Cadillac sales. A division repre- 
sentative mentioned a goal of 12 
percent for the ’61 edition. 

Warner said Cadillac captured 
a record 64.3 percent of sales in 
its price class during the first 
seven months of this year. Other 
makes in this bracket, he said, 

are Lincoln, Imperial, Chrysler 

New Yorker and Buick Electra 
225. Cadillac people do not recog- 
nize Thunderbird as part of their 
price class, Warner noted. 

Warner said 142,184 Cadillacs 
were built during the ’60 model run. 
It was the fourth best total in the 
division’s 59-year history, despite 
the fact that steel shortages chop- 
ped five weeks off the run. 

“Continuous production for the 
rest of the 1960 calendar year as 
anticipated will make it our great- 
est with a production of approxi- 
mately 155,000 Cadillacs,” Warner 
said. “The present outlook for 1961 
indicates new records.” 

Cadillac has no plans to produce 
cars anywhere but Detroit, he said. 


‘Dealer of Year’ 
To Be Selected 


In Connecticut 


HARTFORD, Conn. — The 1960 
Connecticut “Automobile Dealer of 
the Year’ will receive an award 
here Nov. 15 at the annual conven- 
tion of the Connecticut Automotive 
Trades Assn. 

Harry H. Brown jr., Cadillac- 
Oldsmobile dealer in New Haven, is 
chairman of the committee which 
has formulated the award program. 
Brown said that the selection will 
be made on the recommendations 
of the dealer’s fellow citizens, cus- 
tomers and his own competitors. 

The committee has invited local 
chambers of commerce, service 
clubs, business and civic organiza- 
tions to nominate a new-car dealer 
from their area for the award. 

“Since an automobile dealer’s 

standing in his community is de- 
termined by what his neighbors, 
customers and fellow merchants 
think of him,” Brown said, “we 
want these people to have a voice 
in recommending outstanding deal- 
ers. 
“We wish to make it clear that 
this award is intended to recognize 
a new car dealer who is an out- 
standing citizen. The dealer who is 
chosen certainly will be a reputable 
business man who represents the 
highest attributes of a quality deal- 
er and respected citizen. This is no 
sales contest.” 


Low-Price Class 


Seen Selling 80 Pct. 


LOS ANGELES.—Four out of 
every five cars sold in the United 
States in 1961 could come from the 
“low-price class,” Jack E. Charipar, 
chief engineer- 
director of prod- 
uct of Plymouth- 
DeSoto - Valiant 
Division, said last 
week. 

A year ago, 
Charipar said, 63 
percent of new- 
car sales were in 
this price class. 
He spoke at a 
press preview 
here of his divi- 
sion’s 1961 models. 

“We expect to see a marvellously 
competitive year in 1961,” Charipar 
said, “which will have real bene- 
fits for the consumer as well as 
the manufacturer and the aggres- 
sive dealers.” 





J. E. Charipar 
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Rugged and durable right down to its wheelcovers 
... thanks to Nickel Stainless Steel 


Mobile Research Laboratory gleams with Nickel Stainless Steel 
body sheathing, grilles, strips, moldings, and wheelcovers. 


This “laboratory on wheels” is used by 
engineering students at The University 
of Michigan to test and improve auto- 
motive equipment. With it, they find 
practical answers to basic transportation 
problems. 


Despite a busy schedule of road tests 
for the last 16 months, the vehicle still 
looks like new. It has kept its burnished 
gleam...thanks to Nickel Stainless 
Steel. 


Nickel Stainless Steel gives trim and 
sheathing the high strength plus resist- 
ance to scratching, denting, and corrosion 
needed to insure long service life with 
minimum maintenance. For example, 
wheelcovers made of Nickel Stainless 
Steel easily stand up to road salts, tars, 
asphalt, and other highway corrosives. 


Nickel gives stainless steel higher 
corrosion resistance. It also gives stain- 
less the extra toughness and strength 
needed to shrug off flying pebbles and 
gravel. In these ways, Nickel helps keep 
stainless bright and new looking. 


Nickel Stainless Steel is excellent for 
trim of all types... wheel covers, door 
scuff plates, belt line and window mold- 
ings, and escutcheon plates. Remember 
Nickel Stainless Steel the next time you 
need a material that’s both beautiful and 
durable. .. a material that’s easy to form 
into beautiful, eye-catching designs. 








Gleaming Nickel Stainless Steel wheel- 
covers blend in with the satiny beauty of 
the Nickel Stainless sheathing used on the 
Mobile Laboratory. Nickel-Chrome plated 
bumpers, mirrors, and light bezels complete 
the harmony. 





The International Nickel Company, Inc. 


67 Wall Street Ka New York 5, N. Y. 


Inco Nickel 


Nickel makes stainless steel perform better longer 
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New Compact Debuts Oct. 5... 





‘Special’ Nameplate 


Returns to Buick Line 


Highlights: 
Aluminum V-8 engine 


horsepowe 

and four-door wagon in standard 
and deluxe models . . . wagon tail- 
gate hinged at top... air-cooled 
brakes ... 1,600 pounds lighter 
construction ... 13-inch wheels 
- « « 112-inch wheelbase . . . 1884 
inches long. . 

* + 


N HONORED name will return 
to Buick showrooms Oct. 5 as 
the compact Special goes on dis- 
play. That was the name of Buick’s 
top-selling series during the days 
of the division’s greatest prosperity. 
The designation was dropped two 
years ago. 
The new Special has a compact 
112-inch wheelbase and is 1884 
inches long. From a styling stand- 


point, it looks like a small Buick, 
even to the traditional ventiports. 

“The strong family resemblance 
is intentional,” says Edward D. 
Rollert, division general manager. 

“The Special is a member of the 
Buick family, and we want every- 
body to know it. Not only does it 
look like a Buick, it is engineered 





like a Buick and performs like a| Buick Offers Special Wagon— 


Styling, comfort and roominess are featured in the new six-passenger, four-door 
Buick Special station wagon for 1961. The Buick Special has a 112-inch wheelbase 
and weighs slightly more than 2,700 pounds, some 1,600 pounds lighter than the 
conventional Buicks. A torque converter transmission, power steering and air con- 


Buick.” 
* = = 


= Special will be available as 
a four-door sedan and a four- 
door station wagon. Standard and 
deluxe versions are offered. 

Powering the car is an aluminum 
V-8 engine which displaces 215 
cubic inches and develops 155 horse- 
power. Compression ratio is 8.8 to 
1, and regular-grade gasoline is 
recommended. 

Aluminum components include 
the cylinder block and heads. 


ditioning are available os options on all Special models. 
+ 


Alloy iron cylinder sleeves are 
cast integrally within the block. 
The engine weighs 318 pounds, 
and the car tips the scales at 
2,711 pounds, making it 1,600 
pounds lighter than standard 
Buicks. 

Manual transmission is standard, 


* * 


and a new air-cooled torque con- 
verter transmission is offered at 
extra cost. 

The car has a unitized body and 
uses Buick’s air-cooled braking sys- 
tem. Slotted wheels and wheel cov- 
ers take advantage of air pressure 
beneath the car to circulate cool- 
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Remember when... 


HAGEN TURNED SOUTHPAW TO BECOME 
A FOUR-TIME WINNER 


It was the ninth hole of the final round of the 1929 British 
Open at Muirfield. His second shot lay close to a stone 
wall—too close for a right handed player. Walter Hagen 


of bearing—the tapered roller bearing—in thousands of 
applications. This has resulted in a better bearing value 


that means big benefits for you: 


Lower bearing costs from our revolutionary Bucyrus 
plant producing “Green Light’’ bearings. Lower warranty 
costs resulting from superior Timken bearing quality and 
performance. Lower assembly costs as a result of uniform 

high precision. 


called for his putter and played it left 
handed. Then he went on to win the 
Open for the fourth time—the first 
American to do it. 

How do golf pros meet the tough 
situations? They draw on the same 
qualities you look for in the pros of 
any field—skill and experience. 

From its earliest days the automo- 
tive industry has realized big econo- 
mies and top bearing performance 
by relying on the technical and pro- 
ductionskillsofthe TimkenCompany. 
All our experience, over 60 years, has 
been concentrated on just one type 





Demand the best professional 
service; realize the best in perform- 
ance. Buy Timken bearings instead 
of a part number. The Timken Roller 
Bearing Company, Canton 6, Ohio. 
Cable: ‘‘Timrosco’’. Makers of 
Tapered Roller Bearings, Fine Alloy 
Steel and Removable Rock Bits. 


TIMKEN 


tapered roller bearings 


from the pros of the bearing business 





ing currents outwardly over the 
brake drums and dissipate heat. 
+ * * 


oe Special has 13-inch wheels 
and 123.7 square inches of ef- 
fective braking area with 9.5-inch 
diameter drums, 

The coil-spring and ball-joint 
front suspension is built up ag a 
unit containing the front cross- 
member assembly, upper and lower 
suspension arms, steel coil springs, 
shock absorbers, steering gear and 
linkage, hubs and brake drums. 

This complete assembly ig at- 
tached to the integral body-frame 
structure through three rubber 
isolation mounts. Buick says 
these mounts reduce road noise 
and vibration transmission into 
the body. 

The rear suspension is attached 
to the body structure by two lower 
and two upper links which include 
rubber bushings at the frame and 
axle ends. Steel coil ‘springs are 
used at the rear with rubber pads 
between the body structure and the 
top of the springs. 

The Special has a full-width 
grille which includes the dual head- 
lights. Front fenders are missile- 
shaped, and side-panel sculpturing 
begins in the fenders and extends 
the length of the car. 

Side trim is limited to a single 
strip of molding that outlines the 
front fender and continues rear- 
ward just above the door handles. 

+ ca + 
SCULPTURED crease enhances 
the rear quarter panel, and the 

deck is flat and clean, Sedan tail- 
lights have a concave horizontal 
lens which is divided into four sec- 
tions by vertical chrome strips. 

The station wagon tailgate is 
hinged at the top and opens to 
head height to facilitate loading 
and unloading. The Special has a 
Pointer-type speedometer instead 
of the “redliner” used in other 
Buicks. 

As mentioned, wheelbase is 112 
inches and length is 188.4 inches. 
The car is 71.3 inches wide and 52.5 
inches high. It is 25 inches shorter 
than standard Buicks. 

The Special has a 16-gallon gas 
tank and 6.50 x 13 tires. Rear-axle 
ratio is 3.36 to 1 with manual trans- 
mission and 3.08 to 1 with auto- 
matic. 






we 


New Engine for Special— 


The light weight of the aluminum V-8 
engine which powers the Buick Special is 
demonstrated by this 105-pound model 
balancing the cylinder block and heads 
on a seesaw. The whole engine weighs 
318 pounds, which for its output of 155 
horsepower makes it one of the lightest 
power plants on the market. 


Ohio aad Buys 
Timpte Trailer 


DENVER.—Timpte Bros., Inc., 
75-year-old Denver manufacturer 
of special over-the-road trailers, 
semi-trailers and truck bodies, has 
been purchased by Ohio Brass Co., 
Mansfield, O. 

T. C. Timpte, president of the 


| firm, which is currently building a 


new 150,000-square-foot plant at 
5990 N. Washington St., made the 
announcement, 

He said Ohio Brass paid cash for 
all assets of his firm and will op- 
erate it through a wholly-owned 
subsidiary, Holan Corp., Cleveland, 
which manufactures special truck 
bodies and truck-mounted power 
devices. Terms of the sale were not 
announced, 
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In Parts and Accessory Distribution 


CHICAGO.—More economic free- 
dom in the service station market 
place is the objective of the Auto- 
motive and Petroleum Inter-Indus- 
try Committee established by action 
of the two largest national auto- 
motive trade associations. 

An all-day meeting was held of 
a special committee of the Auto- 
motive Service Industry Assn. with 
officers of the National Congress 
of Petroleum Retailers to discuss 
mutual problems to assure consti- 
tutional rights of automotive whole- 
salers and service station opera- 
tions to free competition in buying 
and selling TBA products. 

A committee to advance economic 
freedom in the automotive and pe- 
troleum industry was established 
consisting of the following: 

ASIA Commitee Memsers—V. L. 
Toft, chairman, Sidles Co., Omaha; 
George Graveline, Graveline Auto 
Parts, Beverly Hills, Calif.; G. C. 
Morris, Automotive Wholesalers of 
Texas, Austin, Tex.; Don F. Phil- 
lips, Paul’s Automotive, Inc., Lan- 
sing; Henry Trauscht, Evanston 
Auto Co., Evanston, Ill,, and Leon- 
ard Weinstein, Chas. Friedman Co., 
Inc., Bridgeport Conn. 

NCPR Committee MemBers—Cash 
B. Hawley, Detroit; Thos. J. Foun- 
tain jr, Decatur, Ga.; John M. 
Huemmrick, Pittsburgh; Vice V. 
Postillion, Chicago; John W. Ner- 
linger jr., Detroit, and William D. 
Snow, Toledo. 

Harold T. Halfpenny and Snow 
will be co-counsels of the above 
committee, according to J. L. Wig- 
gins, executive secretary of ASIA. 

The immediate goal of the com- 
mittee is to develop the framework 
for closer cooperation between serv- 
ice station and automotive jobber 
associations at state and local as 
well as the national level. The plan 
calls for inviting other petroleum 
and automotive associations to par- 
ticipate. 


* * * 
California Rebuilders 
Discuss Federal Laws 


SAN FRANCISCO. — Discussions 
on the provisions of the Robinson- 
Patman Act, Federal Trade Com- 
mission rulings on labelling of re- 
built parts and association public 
relations plans highlighted a meet- 
ing conducted for Northern and 
Central California Rebuilders and 
Suppliers by the Automotive Parts 
Rebuilders Assn, 

APRA Member Harold Bowers, 
Oakland, presided over the affair, 
assisted by Marvin Reitkopp, APRA 
Western representative. Of the 34 
persons attending the meeting, 29 
were rebuilders and four were sup- 
pliers. Their enthusiastic response 
led to plans for future meetings of 


a similar nature. 
OK * * 


Thompson Contest 


Ups Shock Sales 


CLEVELAND.—Sales of the new 
Sky-ride shock absorber soared in 
a three-month promotion which 
featured a contest for parts dis- 
tributors and their employes, ac- 
cording to Reed Hopkins, merchan- 
dising manager, Thompson Prod- 
ucts Replacement Division, 

Contestants were asked to esti- 
mate the stopping distance for an 
auto equipped with the new shocks 
and one with badly worn shocks. 


The 12 winners each received stereo | 


equipment. 

“Sales, during the three-month 
campaign exceeded those in each 
of the corresponding months of 
1959 and accounted for the most 
successful shock-absorber promo- 


tion ever,” Hopking said. 
* t a 


Bills Forms Muffler Firm 


HOUSTON.—M. W. Bills, sales 
manager of Laclede Metal Products 
Muffler Division for five years, has 
resigned to form his own company, 
Buck Bills Enterprises, 4902 Jason 
St. The firm will handle mufflers. 

” o * 


Shat-R-Proof Names 4 


DETROIT.—Four more firms 
have been named Shat-R-Proof dis- 
tributors. They are: Mid-Cal Auto 
Glass Distributors, Inc., Fresno, 
Calif.; H. J. Martin & Son, Green 





Bay, Wis.; Lynn Auto Parts, Inc., 
Sault Ste. Marie, Mich., and Wil- 
son’s Auto Parts, Hillsdale, Mich. 

+ + + 


Lowell Names New Rep 


BOSTON.—William J. Ulrich Co. 
has been appointed automotive and 
Michigan representative for Lowell 
Industries, Inc., subsidiary of H. F. 
Livermore Corp. 

* * * 


Mascott Equipment Formed 
PORTLAND, Ore.—W. J. Mascott 
and V. J. Wright have formed Mas- 
cott Equipment Co. to handle auto- 
mobile equipment lines formerly 
sold by Halladie Machinery Co. 
* * * 


Kentucky Wholesalers 


Elect Gill President 


LOUISVILLE.—T, H. Gill, Bowl- 
ing Green, has been elected presi- 
dent of the Kentucky Automotive 
Wholesalers Assn, 

Other officers include Chester 





Wolfe, Middlesboro, first vice-pres- 
ident; W. D. Taylor, Lexington, 
second vice-president; G. E. Pack 
jr, Paintsville, treasurer, and 
George W. Wilson, Lexington, ex- 
ecutive secretary. « . 
* * * 
30 Makers Show Wares 


At Evansville Event 

EVANSVILLE, Ind.—More than 
600 dealers and jobbers attended a 
special showing staged here by 
Moutoux Auto & Machine Co. 

Thirty different manufacturers 
set up displays, Visitors were serv- 
ed fried chicken and baked ham 
dinners and more than 60 door 
prizes were given away. 

* * * 


Undercoating Association 


Adopts Seal of Quality 


PLEASANT RIDGE, Mich. — A 
new seal of quality designating 
high-quality automobile undercoat- 


“Neat time I’LL rent the show- 
room.” 





the Automotive Undercoating Man- 
ufacturers Assn. 

The seal will be awarded to 
products of manufacturers of un- 
dercoating materia] that meet or 


ing material has been adopted by| exceed AUMA standard specifica- 


ONLY ONE AIRLINE 


CAPITAL 
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tions. Dealers, jobbers or under- 
coating firms using, selling or ap- 
plying AUMA certified undercoating 
material can display the seal in 
their offices, service departments 
and stores. 





* * ” 
ASIA Members Receive 


Wholesaling Manual 


CHICAGO.—The 1960 edition of 
the Automotive Service Industry 
Assn.’s business management man- 
ual has been released to ASIA 
members. 

Based on 1959 operating figures 
supplied by members, the manual 
covers annual operating ratios, 
costs of doing business, leading 
lines for automotive wholesalers 
and average sales volume of firm 
per employe and per salesman. 

on * * 


Walker Enters Dallas 


DALLAS.—Walker Mfg. Co. of 
Racine, Wis., has opened a branch 
and warehouse here at 2575 Far- 
rington St. 


* * * 


Album-Orren Selected 


MINNEAPOLIS, — Album-Orren 
Sales Co. has been appointed to 
represent Superior Industries in 
Minnesota, Wisconsin, North and 
South Dakota and Upper Michigan. 


OFFERS DAILY NON-STOPS from NEW YORK 


To FLINT and LANSING 


Big news: now you can fly non-stop from New York to Flint and 
Lansing (one-stop to Saginaw) aboard swift, smooth-riding Capital 
Viscounts. No more need to stop at Detroit. Just pick the day you 
want to go. Then pick up the phone and call your travel agent or 
Capital Airlines for immediate reservations. Convenient non-stop 


round trip service every day. 
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- THIS ALL-NEW TIRE 


IS SO DIFFERENT 





YOULL NOTICE THESE 
IMPORTANT CHANGES 
AS YOU DRIVE! 


Here are four new and exclusive features to look for 
in Firestone’s new DeLuxe Champion, again first 
choice on the new 1961 cars...or for your present car. 


1 LOOK FOR THIS DIFFERENCE WHEN YOU 
START AND STOP. The new Firestone DeLuxe 
Champion All-Action tread puts 83% more traction 
edges on the road. It gives you quick starting power 
and brings you to safe, silent stops in much less 
distance than you've ever needed before. That’s be- 
cause Firestone’s revolutionary method of molding 
the All-Action tread in one piece eliminates the 
center seam or groove you find in conventional 
tires. This is replaced by a road-gripping pattern in 
the center of the tread, right where you need it most. 


2 LOOK FOR THIS DIFFERENCE IN YOUR 
STEERING. The Firestone DeLuxe Champion is 
made a new way and performs a new way. With its 
new All-Action tread, you can see the difference, 


and you can feel the difference as you turn the 
wheel. It holds you safely and firmly on curves and 
turns. And you hold your course with less steering 
effort than ever before. 


3 LOOK FOR THIS DIFFERENCE IN YOUR 
RIDING. New Firestone DeLuxe Champions cushion 
the ride by absorbing road shocks you've always 
considered normal. Its new kind of rubber quiets 
your ride and hushes tire squeal on turns. 


4 LOOK FOR MILEAGE INCREASES UP TO 36%. 
The combination of the new All-Action tread.and 
exclusive Firestone Rubber-X-101, the longest- 
wearing rubber ever used in Firestone tires, sets 
new records for longer, safer mileage on any make 
of car, on any kind of road. 


Get Firestone DeLuxe Champions on your new 1961 car 
...oOr buy them for your present car, on convenient 
terms if you wish, at your nearby Firestone Dealer or Store. 


THE NEW DELUXE CHAMPION BY 


Fi 


stone 





SPEEDWAY-PROVED FOR YOUR TURNPIKE SAFETY 


Copyright 1960, The Firestone Tire & Rubber Company 
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Dodge Compact in Showrooms Thursday .. . 
Lancer Has 6 Models, 2 Engines 


Highlights: 

170-cubic-inch slanted six-cyl- 
inder engine develops 101 horse- 
power ... six models in two series 
«. - 106.5-inch wheelbase . . . 188.8 
inches long . . . alternator instead 
of conventional generator . . . 24 
cubic feet of usable trunk space 
. » « Optional 145-horsepower en- 
gine . .. Unibody construction 
. . . Torsion-Aire suspension. 

* * * 


ODGE dealers, whose 1960 in- 
vasion of the standard lower- 
priced field was highly successful, 
will begin competing for compact 
sales Thursday (Sept. 29) when 
their new Lancer goes on display. 
The new compact will be avail- 
able in six models in two series— 
the 170 (standard) and 770 (de- 
luxe). 

Each line will offer a four-door 
sedan and a four-door two-seat 
station wagon. There will be a 
170 two-door sedan and a 770 two- 
door hardtop. 

Lancer shares Valiant’s body 
shell, engine and other components, 


but there are styling differences 
° * * * 





Uncluttered Deck— 


Dodge calis the rear-end styling of its 
new Lancer ‘clean and uncluttered.” The 
circular taillights resemble those of the 
‘60 Dart. The compact has a 101-horse- 
power, 170-cubic-inch engine, and a 145- 
horsepower unit is optional. 


and the Dodge entry is slightly 
longer and wider. 
* * * 
OTH have a wheelbase of 106.5 
inches and are 53.3 inches high. 
Lancer is 188.8 inches long and 72.3 
inches wide, while Valiant’s length 
and width are 183.7 and 70.4 inches. 

Lancer’s grille, hood and bumper 
thrust forward in a “V.” The grille 
is composed of horizontal lines of 
rolled stainless steel that extend 
outward to form a background for 
the dual headlights. The effect is 
similar to that of the ’60 Pontiac. 

The rear features what Dodge 
calls “clean, uncluttered styling,” 
and the large circular taillights 
resemble those of the ’60 Dart. 

The standard engine is Chrysler 
Corp.’s 30-degree inclined six. 
Horsepower is 101, and displace- 
ment is 170 cubic inches. A 145- 
horsepower, 225-cubic-inch slant six 
is optional. This is the engine util- 
ized by Dart and the standard 
Plymouth. 

a * 
| gpk nag of a conventional gen- 
erator, Lancer uses an alterna- 
tor. This ’60 Valiant exclusive has 
been extended to the entire Chrys- 
ler Corp. lineup for ’61. 

The company notes that the al- 
ternator charges the battery when 
the car ig idling. It is said to pro- 
long battery life and minimize cold 
weather starting troubles by keep- 
ing the battery adequately charged. 

Dodge said Lancer was engi- 

neered to be quiet, and General 
Manager M. C. Patterson said al- 
most 100 pounds of sound-dead- 
ening materials are used in the 
body. This weight is balanced by 
extensive use of aluminum in 
various components. 

Considerable aluminum is used 
in the transmission, clutch, torque 
converter, pistons, alternator, water 
and oil-pump housings and distrib- 
utor, 

The factory said new tires give 
improved traction and provide 15 
percent more mileage. Lancer has 
Unibody construction and Torsion- 
Aire suspension which, according to 


Yugoslavia Expanding 
Production of Cars 


By Rudolph Sobotka 
Special Correspondent 
LJUBLJANA, Yugoslavia, — 
(UTPS)—Lighty-five Yugoslav and 
80 foreign firms showed their prod- 
ucts at this year’s Ljubljana Inter- 
national Exhibition of Engines and 
Motor Vehicles, the greatest show 
of this kind in Yugoslavia. 
Foreign firms were from the 
United States, West Germany, 
Italy, France, Austria, Sweden, 
Swi 


Hasan Brkic, Secretary of the 
Executive Council for Industry, 
said that Yugoslavia will have to 
continue importing considerable 
numbers of all kinds of motor ve- 
hicles since domestic production is 
unable to meet requirements. 

On the other hand, Brkic said, 


Use of Tyrex 


» 7 
Seen Gaining 

KANSAS CITY.—Increased use 
of Tyrex tire cord in 1961 was fore- 
cast at the Nationa] Tire Dealers 
& Retreaders annual convention 
here by William Dalton, president 
of Tyrex, Inc., association of Tyrex 
cord producers. 

He pointed to the third consecu- 
tive year of better than 98 percent 
use of Tyrex cord in original equip- 
ment tires, and the increased de- 
mands among fleet and truck own- 
ers for truck tires with Tyrex cord 
to support this optimistic predic- 
tion. 

“Again in 1961, Detroit automo- 
bile manufacturers have specified 
Tyrex tire cord for every make of 
new car rolling off the assembly 
lines,” he said. 


Bichler in New Home 
WATERTOWN, S. D.—Bichler 
Motor Co. (Dodge) has moved 
into its new building here. 








Yugoslav car exports are increasing 
in volume from year to year, At 
present, Yugoslavia is exporting 
parts and vehicles to 10 countries 
and importing from 18. 

The Yugoslav automobile indus- 
try has expanded considerably dur- 
ing the postwar period, Production 
of motorcycles is up 200 percent 
over 1938 and of passenger cars, 150 
percent. 

Output figures for 1959 were: 
Trucks, 3,540; buses, 570; passen- 
ger cars, 4,610; trailers, 4,540, and 
motorcycles, 23,560. 

Early this year, 136,760 motor ve- 
hicles were in operation. Their com- 
position was: Passenger cars, 
39,200; trucks, 35,800; buses, 4,960, 
and motorcycles, 39,200. 

To meet the steadily growing de- 
mand for cars, construction was 
begun last October on a new fac- 
tory at Kragujevac. It lies south of 
the old “Crvena Zastava” factory, 
which during the five years of its 
existence has turned out 15,215 ve- 
hicles, 

The new plant is to produce 18,550 
automobiles in 1961, 24,000 in 1962 
and 34,000 units in 1963, in which 
year full capacity will be reached. 

Yugoslav automobile factories are 
suffering from an excessive depend- 
ence on up to 50 domestic and for- 
eign suppliers. 

Dependence on imported parts 
could be reduced last year to 12 
percent as regards chassis, and to 
10-30 percent in regard to complete 
automobiles. Formerly, up to 80 
percent of components had to be 
imported. 

These shows should also contri- 
bute towards a closer cooperation 
among the automobile-producing 
countries of the Soviet bloc. 


factories of the East bloc could 
align to form a united front when 
it comes to exports. 





Furthermore, the paper said, car 


Patterson, gives the compact a 
“big-car ride.” 
ol * * 

Tos car has a 13-gallon gasoline 

tank and a four-quart crankcase 
(five with oil filter). Tire size is 


6.50 x 13, and usable trunk space. 


is 24 cubic feet. Rear-axle ratio is 
3.55 to 1 with manual transmission 
and 3.23 to 1 with automatic. 

Patterson said every effort has 
been made to maintain the feel and 
comfort of a standard-sized car. He 
said a maximum amount of pas- 
senger space was achieved by: 

1. Locating the engine well for- 
ward and using compact trans- 
missions. 

2. Designing thinner doors. 

3. Designing the instrument panel 
so that it does not reduce front-seat 
roominess. The panel slants sharply 
from the base of the windshield and 
then angles forward. 

4. Using single-unit Unibody con- 
struction to provide bigger vertical 
dimensions and wide, deep foot 
wells. 

5. Styling the car with a long, 


headroom for all passengers. 








Lancer Offers 4-Door Wagons— 
Lancer, Dodge's new compact, has a four-door two-seat station wagon in each series 


wide flat roof to permit uniform —the 170 and the 770. The second seat folds down to provide more cargo space. 
Dodge dealers will put their Lancers, Darts and Polaras on display Thursday (Sept. 29). 


Imperial Puts Accent on Luxury 


What's New: 

New front-end treatment with 
pedestal-type dual headlights .. . 
larger tail fins . . . suspended tail- 
lights . . . restyled instrument 
panel . . . new interior fabrics 

. . three-phase alternating-cur- 
rent generator ... aluminum dis- 
tributor . . . electric windshield 
washer. 

* a ~ 

MPERIAL continues its accent on 

size, comfort and luxury in the 
new models which dealers will 
= on display Thursday (Sept. 

29). 

Imperial is big. It measures 227 
inches from bumper to bumper 
and 81.7 inches from side to side. 
Wheelbase is 129 inches. 

Clare E. Briggs, Chrysler-Im- 
perial general manager, isn’t 
worried about the compact craze 
cutting into his price class. “We 
find that people who have become 
accustomed to the roominess and 
comfort of a full-sized luxury car 
are unlikely to settle for anything 
else,” he said. 

For ’61, Imperial has a new front 
end and larger fins, but the car re- 
tains the styling theme that was 
adopted with the introduction of 

the ’57 model. 

* + 2 
Nae grille is new and the fenders 
are hooded, but the most dis- 
tinctive feature of the front end is 


Time Frequency 
To Be Stressed 
On Oil Changes 


NEW YORK. — Engineering and 
service departments of the major 
automobile manufacturers have 
been taking a closer look lately at 
the wording of oil-change recom- 
mendations in their new car own- 
er’s manuals, according to Rudolph 
Cubicciotti, chairman of the Amer- 
ican Petroleum Institute’s motor- 
oil study panel. 

The word is that, regardless of 
the mileage limits suggested for oil 
changes, greater emphasis will be 
put upon time frequency than in 
the past. While a 2,0°0-mile or more 
oil change interval may be fine 
under ideal driving conditions, few 
motorists today operate their cars 
under ideal conditions, he said. The 
auto manufacturers recognize that 
with the increase in short-trip, stop- 
and-go operation, engine wear is 
greater. 

One of the Big Three earlier this 
year reduced its mileage recom- 
mendation from 5,000 miles to 2,000 
miles after a study of 5,000 com- 
pany cars showed excessive engine 
wear, he said. 

The American Petroleum Insti- 
tute recommends that motorists 
change their oi] every 30 days in 
winter, every 60 days in summer, 
but never exceed 2,000 miles of driv- 
ing without an oil change. 








the pedestal-type dual headlights. 
The free-standing lamps lend a 
classic touch to the ’61 model. 

The suspended taillights also are 
new. They extend from the fins and 
are supported by chrome-plated 
arms. 

The Imperial engine is a 413- 
cubic-inch unit which develops 
350 horsepower and has a com- 
pression ratio of 10 to 1, 

Engine specifications are the 
same ag last year, but there are 
several innovations under the hood. 
They include an alternating-current 
generator, an aluminum distributor 
and a silencing pad. 

The alternator charges the bat- 
tery while the engine is idling, and 
the new distributor has nylon con- 
tact-breaker points. The silencing 
pad is made of fiberglass and is 
fitted at the factory when the car 
is undercoated. 

- Oo” oe 


prea also notes improve- 
ments in the carburetor, steer- 
ing gear, suspension and brakes. 
Increased protection against cor- 
rosion is claimed by the addition 
of a three-step process which in- 
cludes coating the door sills with 
wax. 

Comfort and luxury are the 
theme of the Imperial interior. 
The instrument, steering wheel 
and seat fabrics are new, and the 
door panels and seats have been 
restyled. 

The new instrument panel em- 
ploys electroluminescent lighting, 
the nonglare illumination principle 
that Chrysler and Imperial intro- 
duced last year. 

A new interior feature is an elec- 
tric windshield washer which sends 
four jets of washer fluid against 
the windshield when the button is 
pressed. The control button is lo- 


* * * 







Pedestal Lamps— 


Imperial's pedestal headlights resemble 
the road lamps of old-time autos and 
lend a classic touch to the '61 model. The 
car has a new grille and front-end treat- 
ment and larger tail fins. Six models are 
offered. 


cated in the center of the wiper 
switch. 
* * * 

A™ CONDITIONED models have 

new rectangular outlets atop 
the instrument panel. The outlets 
telescope up from the panel to 
permit passengers to aim cool air 
for maximum effect. 

The parking brake mechanism 
has been redesigned. As an added 
safety measure, the lever now is 
pulled toward the driver and push- 
ed down before the brake is re- 
leased. 

Interior trim fabrics include 
leather and wool broadcloth for 
Crown and LeBaron models. Le- 
Baron interiors are highlighted 
by deep quilting. Leather trim is 
standard on the Crown convert- 
ible and optional on hardtops. 

Imperial offers six models for ’61, 
three less than last year. The four- 
door sedans have been dropped. 
The Custom series consists of a 
four-door hardtop and a two-door 
hardtop. There are four-door and 
two-door hardtops and a convert- 
ible coupe in the Crown line, and 
the LeBaron four-door hardtop 
completes the lineup. 


Mississippi Trio 


To Draft Rules 


For Car Checkups 


JACKSON, Miss. — Mississippi's 
State Public Safety Commission 
has named a three-member sub- 


committee to study rules and reg- 


ulations and procedures for enforc- 
ing the new state motor vehicle 


safety-inspection law. 


Enacted by the 1960 Mississippi 
Legislature to go into effect next 


Jan. 1, the new law calls for com- 


pulsory annual inspection of all ve- 
hicles registered in the state, It 
further provides that vehicles sus- 
pected of mechanical defects will 
be subject to inspection upon de- 
mand by state highway patrolmen. 

The study subcommittee will rec- 
ommend whether the annual in- 
spectiong will be made by state- 
licensed, privately owned garages 
and service stations; whether sep- 
arate state-operated stations will 
be set up, or possibly whether 
State Highway Patrol substations 
will take on the job. 

Each inspection will cost motor- 
ists a fee of $1.25, of which 25 
cents will go to the State Highway 
Patrol, which will enforce the act. 
The remaining $1 would go to the 
private inspection stations, if they 
are decided upon to make the in- 
spections. 

Gov, Ross Barnett said the three 
men had made trips to study the 
operation of inspection laws in sev- 
eral other states, and that their 
findings would be incorporated in 
the formulation of rules and regu- 
lations for the administration of 
the Mississippi program, 
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hy py — Bd 4-dr., $650*; Cross Coun- 
° ® E ; 
Average Price of Used Cars Sold at Auction KANSAS CITY 
(Compiled by Automotive News from Auction Reports.) every “ivednesday, ‘Prices are ‘or’ sale. of 
BUICK—'58 Limited 4-dr. Riviera, $1,- 
065* (ps). 
’57 Special 4-dr. Riviera, $890*, $872; 
conv., $880* (ps); 2-dr, Riviera, 


58 °59 
Nov. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Inc. Sale 
every Friday. Prices are for sale of Sept. 
16, Need more good clean cars, Sold 70 
percent of 170 consignments. 


BUICK—’56 Special 4-dr., $420*, 
°54 Special 4-dr., $800* (ps); 
dr., $280*. 
CADILLAC—’57 (62) 4-dr., $1,470* 
"56 (62) 4-dr., $1,215* (ps). 
'54 (62) 4-dr., $595*, 
CHEVROLET—’60 Impala (8) 
675* (ps); 2-dr., $1,600* (ps). 


Super 4- 
(ps). 


4-dr., $1,- 


’58 Brookwood (8) 4-dr., $1,140*%; Bel 

56 Bel Air (8) 2-dr., $1,440*%, $890*; 
Air (8) 2-dr., $700*, 
4-dr., $560*. 

'55 Two-ten (8) station wagon 2-dr., 
$540*. 


53 Two-ten 4-dr., $340; 2-dr., $255. 
CHRYSLER—’53 Windsor 4-dr., $200*. 
DODGE—’53 Firedome 4-dr., $150. 
EDSEL—’58 Ranger 2-dr., $500* (ps). 
FORD—’'60 Ranch Wagon (8) 2-dr., $1,- 

835. 
’57 Fairlane 500 (8) conv., $805* (ps); 
Custom (8) 4-dr., $720*; 2-dr., $720*. 
’56 Custom (8) 2-dr., $490, $420, $330. 
’55 Country Sedan (8) 4-dr., $465; Fair- 
lane (8) Crown Victoria, $430* (ps); 
Custom (8) 2-dr., $355. 

’54 Custom (8) 2-dr., $385, $320. 

’52 Custom (6) 2-dr., $200. 
IMPERIAL—’57 Imperial 4-dr., 

(ps). 
MERCURY—’58 Monterey 4-dr., $850. 

’57 Monterey 4-dr., $455* (ps). 

’56 Montclair 2-dr., $565* (ps). 

’55 Monterey 4-dr., $455*. 
MISCELLANEOUS—’58 Ford (6) pickup, 

$820, $700. 

’55 Ford pickup, $310, 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday, Prices are for sale of Sept, 15. 
With consignment down and clean cars 
scarce, bidding was slow with prices down. 
Sold 43 cars from 67 consignments, 
BUICK—’58 Century 4-dr., $1,000* (ps). 

’57 Century 2-dr, Riviera, $975* (ps). 

56 Special 2-dr. Riviera, $650* (ps). 

’55 Special 2-dr., $250*. 

’54 RM 4-dr., $200* (ps). 


$1,520* 


CADILLAC—'56 (62) 4-dr. hardtop, $1,- 
250° (ps). 
’53 (62) 4-dr., $350* (ps), 
CHEVROLET—'59 Impala (8) sport se- 


dan, $1,825*; Parkwood (8) 4-dr., $1,- 
625* (ps); Biscayne (6) 2-dr., $1,275. 
’°568 Impala (8) sport coupe, $1,450* 
(ps); Biscayne (8) 4-dr., $940*, 
56 Two-ten (8) 2-dr., $410*. 
"55 Bel Air (8) sport coupe, 
$410*. 
'54 Two-ten 4-dr., $195. 
’53 Bel Air 2-dr., $250. 
DODGE—’57 Royal (8) 2-dr. hardtop, 
$675* (ps). 
FORD—’58 Country Sedan (8) 4-dr., $875. 


$550", 


’57 Fairlane 500 (8) 2-dr,. Victoria, 
$860*, $850*, $805*; Custom 300 (8) 
4-dr., $650*. 


’56 Country Squire (8) 4-dr., $550* (ps); 
Fairlane (6) 2-dr. Victoria, $435*; 
Custom (8) 4-dr., $420*. 

’55 Fairlane (8) 2-dr. Victoria, $350*, 
$285°*. 

‘54 Custom (8) 2-dr., $240; Main (6) 2- 
dr., $175. 

‘53 Crest (8) 2-dr. Victoria, $150*. 

MERCURY—’57 Montclair 2-dr. hardtop, 
$915* (ps). 

PLYMOUTH—’'56 Suburban (8) Custom 4- 
dr., $625*; Sport 4-dr., $625*. 

55 Plaza (6) 2-dr., $300; Savoy (8) 4- 
dr., $280, 

PONTIAC—’'56 
$275* (ps). 

’55 Chieftain 4-dr., $375*, $325*. 

RAMBLER—’59 American (6) 2-dr., $925. 
STUDEBAKER—’59 Lark (6) 2-dr., $875. 


DETROIT 


State Fair Auto Auction, Sale every 
Tuesday. Prices are for sale of Sept, 13. 
Clean cars in demand, Sold 77 cars from 
150 consignments. 


Chieftain Safari 4-dr., 


BUICK—’57 RM conv., $925* (ps); Cen- 
tury conv., $925* (ps); Special 4-dr. 
Riviera, $800*; conv., $600*. 

'55 Special 4-dr, Riviera, $500*; 2-dr., 
$245*. 

CADILLAC—’60 (62) 2-dr. hardtop, $4,- 
000* (ps). 

’59 de Ville 2-dr. hardtop, $3,550* (ps), 
$3,425* (ps). 

"58 (62) 4-dr., $2,390* (ps). 

"54 (62) 2-dr. hardtop, $625° (ps). 


OCHEVROLET—'60 Corvair (6) 4-dr., $1,- 
375°. 
'59 Bel Air (6) 2-dr., $1,200. 
*68 Delray (6) 2-dr., $815. 
"57 Two-ten (6) 4-dr., $650. 


"59 °60 
Feb. 


"68 ='59 "59 '60 
Dec. Jan. 





’56 Two-ten (8) station wagon, $710*; 
Two-ten (6) 2-dr., $300; Bel Air (8) 
sport coupe, $600*; conv., $600*; One- 
fifty (6) station wagon, $400. 

’55 Two-ten (6) 2-dr., $425*; 4-dr., $395, 
$240; Two-ten (8) station wagon, 
$375*. ’ 

’53 Bel Air 2-dr., $185* (ps), $100*. 

OHRYSLER—’56 Windsor Town & Coun- 
try, $500* (ps). 

’6565 NY 2-dr, hardtop, $505* (ps); Wind- 


sor 4-dr., $300* (ps); conv., $210* 
(ps). 

’53 NY 4-dr., $100*. 

DeSOTO—’57 Fireflite 4-dr., $650* (ps); 


Firesweep 4-dr. hardtop, $580*. 
’56 Firedome 2-dr. hardtop, $420*; 4-dr., 
$415* (ps). 
DODGE—’58 Coronet (8) 2-dr., $700*. 
’57 Coronet (8) 2-dr., $750*; 2-dr, hard- 


"69 °60 "59°60 

March 
Prices of '60s added and '52s dropped in December, 1959. Prices of ’59s added and '51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


$702*; 4-dr., $602*; Super 4-dr., $872*, 

’56 Century Estate Wagon, $902* (ps); 
Super 4-dr, Riviera, $732* (ps); Spe- 
cial 4-dr, Riviera, $715* (ps). 


‘55 Special 4-dr. Riviera, $600*; 2-dr. 
Riviera, $560. 
'53 Super 4-dr., $120* (ps). 
CADILLAC—’55 (62) 4-dr., $780* (ps). 


CHEVROLET—’'59 Impala (8) sport se- 
dan, $1,830* (ps); Biscayne (6) 4-dr., 
$1,495, $1,350; Biscayne (8) 2-dr., 
$1,435*, $1,025*; 4-dr., $1,197°; Bel 
Air (8) 4-dr., $1,272. 

’58 Impala (8) sport coupe, $1,325* 
(ps); Bel Air (8) 4-dr., $1,202* (ps), 
Biscayne (8) 4-dr., $1,070* (ps), $997* 
(ps); Biscayne (6) 4-dr., $902*, 

’57 Bel Air (6) sport sedan, $1,200*; 
Bel Air (8) sport sedan, $1,100* (ps), 
$1,050*, $912*, $872*; 4-dr., $1,100*, 
$1,002*. 

‘56 Two-ten (8) 4-dr., $662*; station 
wagon, $625; sport coupe, $425; Two- 
ten (6) 4-dr., $602; Bel Air (8) 2-dr., 
$630°; One-fifty (6) 4-dr., $435. 

"55 Bel Air (8) 4-dr., $677*; Bel Air (6) 
4-dr., $200; Two-ten (8) station wag- 
on, $675, $630, $600; Two-ten (6) 
2-dr., $667*. 

$487* (ps); 


MERCURY—'56 Monterey 4-dr, haratop,| “"4_{20! $08, Por coupe, $487 (pe); 


$400*. (ps) 
’55 Montclair conv., $300*; Monterey 2- 53 Two-ten 4-dr., $292, 190; Bel Air 
OHRYSLER—’56 NY 4-dr., $700* (ps). 


dr, hardtop, $235. 2-dr., $265, $172. 

"54 Monterey 4-dr., $240. ; 
NASH—’55 Statesman (6) 4-dr., $180, ona Wear Fireflite 4-dr., $710* (ps). 
OLDSMOBILE — '57 (98) 4-dr. Holiday, | popan 56 Corones (Sy wierra 4-dr 
” 


$870° (ps); (88) 4-dr, Holiday, $850* 


"59 °60 
May 


"69 = °60 "59 °60 "69 °60 "58 '60 
June duly Aug. Sept. 
to Date 


(Copyright, 1960, by Automotive News) 


April 


top, $600*. 

’56 Royal (8) 2-dr, hardtop, $375*; Cor- 
onet (6) 4-dr., $350*. 

’55 Royal (8) 2-dr, hardtop, $300*; 
Sierra 4-dr., $285* (ps); Custom Royal 
(8) 4-dr., $280*. 


FORD—’60 Falcon (6) 4-dr., 
‘58 Country Sedan (8) 4-dr., 


$1,520°*. 
$1,080* 


. {red a 300 ©) ae (ps) $645*, $572 
y rlane 500 (8) 2-dr., °, . was . * ‘J 
’56 Ranch Wagon (8) 2-dr., $510, $480*;| "54 (88) 2-dr., $210*. pee “030°, Se eee 
Custom (8) 4-dr., $470*; Custom (6) | PLYMOUTH—'58 Plaza (8) 4-dr., $750*. | FORD—: , a ctoria 
4-dr., $415* (ps); Main (8) 2-dr., 57 Suburban (6) 2-dr., $595; Belvedere $1,080° wipe), gu. teoe , (peri ‘ees 
R $385. ‘ i (8) 4-dr., $550*. (8) 4-dr, Victoria, $1,840* (ps); Fair- 
’55 Fairlane (8) 2-dr., $420°. 56 Fury (8) 2-dr. hardtop, $350 lane (8) 2-dr., $1,420; Fairlane (6) 
54 Custom (8) 2-dr., $185. *55 Savoy (8) 2-dr., $140*. 4-dr., $1,365* "(ps); Custom 300 (8) 
53 Main (8) 2-dr., $170*. "54 Savoy 4-dr., $125. 4-dr., $1,300*; Custom 300 (6) 4-dr., 
IMPERIAL—’59 Imperial 4-dr, hardtop,| RAMBLER —'59 American (6) station $1,207, $925. 
$2,650* (ps); 2-dr, hardtop, $2,650* wagon, $985*. ’58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
(ps). "58 Super (6) Cross Country, $1,000. (Continued on Page 52, Col, 3) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782/ 


SALE EVERY TUESDAY 
11:00 A.M. 
George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





Crossroads 


. « . Where they meet... 
buyers and sellers . . ; new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 























MARYLAND NEW JERSEY OHIO 
BEL AIR—Bel Air Auto Auction. Ti- AKRON—A-1 Auto Auction, U.S, 224, 
tles, checks guaranteed. Cars i oh guaran . 
ed. Thur., 12 noon. Establish 1947. Minutes from New York City oad he ed Tease Thurs., 12:30. 
canciones cinta aD Nell aig - © 
MICHIGAN " PENNSYLVANIA 
NU Cae AUTO AUCTION 
DETROIT'S 





Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


Dealers who want 
Auction Action 


Just '/2 mile from Detroit City Limits 
MELVINDALE, MICHIGAN MINIMUM RATES come fo the 
PHONE: DUnkirk 3-0150 We issue auction checks— . 
ou worn ie Manheim Auto 
ey CO val Lane Sale—4 Auctioneers A e 
uction 


AUCTION INSURANCE AGENCY, 
mer arveon | OM Set aeew re 

Every ee at 9 4. ee 
MANHEIM AUTO 

AUCTION, INC. 


Route 72 - Manheim, Pe. ~ 


\ 


STATE FAIR AUTO AUCTION 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C, Simpson, Pres — Sam Goodman, Mgr. 





EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 





5-2401 








Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 





























NEW JERSEY 
OVER NEW YORK 
| 3 TROY—Troy Auto Auction, Inc., Box 
460, RD 4. Insured checks & titles. 
are | AUCTION Every Thurs. 12:30. 
ery Weel LANES At 
Fe rey eae ; LAFAYETTE—Syracuse Auto AUctiOn, | gsqssSISS 
Aa te Center of Empire State. Check and 
Title Protection. (Wed.) AMARILLO AUTO 


AUCTION, INC. 
10TH Phone: DR 2-9503 
WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 
——Auction Checks Issued—— 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


N-A-D-E 
SNA DUO 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 


3202 E. 


Albany 5, N. Y. 
Menday — |! O'Clock 
60 car sale average 
All Titles and Checks Guaranteed 





NORTH CAROLINA 


LUCA D, the Deolers’ Directory); RALEIGH — Mann’s Auto Auction 


te Leading Auto Auctions. Sale, Re. 5. Ph. 3-1564, Titles & 
7 checks guaranteed. Mon. 10 A. M. 
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"55 (88) 2-dr. Holiday, $500*; 4-dr., 
$320* (ps). 
PLYMOUTH — ’57 Belvedere (8) 4-dr., 
$670* (ps); Plaza (6) 2-dr., $400. 
"56 Savoy (8) 2-dr., $500*; Plaza (6) 
2-dr., $250*, 
’55 Belvedere (8) 2-dr, hardtop, $500* 
(ps); Savoy (6) 2-dr., $370*, 
PONTIAC—’58 Super Chief 4-dr., $1,050* 


$250 REWARD—for information leading 
to arrest of James Anthony Buffo. White 
male, born July, 1921, Joliet, lil. Dark 
complexion, crooked teeth, receding wavy 
black hair, 6 feet, 200 pounds; salesman (Continued from Page 51) 
——good closer; Social Security No. 334- 

01-0817. Neat dresser, wears dark 560°; conv., $1,100; Country Sedan 


Used-Car Auction Prices 





















(ps). 
550*, $1,400* (ps); 2-dr., $1,520; Bis- ’5S Star Chief 2-dr, hardtop, $410* (ps). 



















(8) 4-dr., $1,220* (ps), $1,132*, $1,- cayne (8), $1,435. RAMBLER—’57 Cust 8) Cc Cc 
glasses, sweaters, and loafers. Stiff left 035* (ps); Fairlane (8) 4-dr., $970*. 58 Bel Air (8) sport sedan, $1,360* 4-dr., seee°. om (8) Cross Country 
shoulder, walks flat-footed, throws right ’57 Fairlane 500 (8) 4-dr, Victoria, $1,- (ps); Bel Air (6) 2-dr, hardtop, $1,- ’56 Super (6) 4-dr., $520. ; 


360* (ps), $1,255* (ps); Brookwood 
(8) 4-dr. (9 pass.), $1,305* (ps), $1,- 
175; Biscayne (8) 4-dr., $1,175*, 

’57 Two-ten (8) station wagon 4-dr., 


a. : : 090*, $1,085*; Fairlane (8) 4-dr. Vic- 
foot out. May be in ‘59 Cadillac. Skip toria, $820; 2-dr., $810; 4-dr., $595°: 


‘56 Pontiac 4-dr. 870, 8-cylinder. Serial Custom (8) 2-dr., $750* (ps); 4-dr., 
A756H21109 tag, ‘60 Fla. 7W-4191. Skip $612*; Custom (6) 2-dr., $540. 


MISCELLANEOUS—’59 Chevrolet %-ton 
pickup, $1,020, 
’56 Chevrolet %-ton pickup, $510. 


a naar. 


' : 56 Main (8) 2-dr., $420, $400; Custom $1,125; Bel Air (8) 4-dr., $1,100°; 
59 Olds, serial 598A-03744, Super 88 (6) 2-dr., $337. One-fifty (6) 4-dr., $685, $650 DANVILLE, VA. 
sport sedan. May be using ‘60 Fla. dealer ’55 Fairlane (8) 4-dr., $445*; Country 56 Two-ten (8) 4-dr., $695* (ps); 2-dr., pelvite: Ante & ti sal 
tags 8M-70, 8M-71, 8M-97, 8M-101, 17M- Sedan (8) 4-dr., $425; Main (6) 2-dr., $600; Bel Air (8) 4-dr., $650*; One- Ww nine a ate a! oS i ae oe 
60, bive letters, yellow plate. Wanted 2 at $390; Custom (8) 4-dr., $325. Atty (8) 2-dr., $550. BUICK ooT Cent oy com oas1,000°" ( ; 
° . Y' . 54 Custom (8) 4-dr., $450, $247; Crest} °55 Bel Air (8) station wagon 4-dr., oat entury conv., $1, (ps), 
two counts, Grand Larceny. Contact Thurs- (8) 2-dr, Victoria, $290*. $680; 4-dr., $590; Two-ten (6) Delray, moe 2-dr, Riviera, $860*, 
Sheriff Volusia County, Deland, Fla. 53 Crest (8) 2-dr, Victoria, $187. $630. ; . i 
- ™ : MERCURY—'S6 Montclair 4-dr, hardtop,| ‘54, Two-ten station wagon 4-dr., $270;| “Saviors “gagge,” St’ MADO": ar. 
$650°. ee eet oe 55 Super 2-dr., $600* (ps); Century 2- 


’53 Bel Air conv., $225. 
’52 Deluxe 2-dr., $180. 


DeSOTO — ’57 Firesweep 4-dr, hardtop, 
$915* (ps). 
’53 Fireflite 4-dr., $230. 
DODGE—’56 Royal (8) 4-dr. hardtop, 
$730°*. 
FORD—’60 Galaxie (8) starliner, $2,280* 


’55 Monterey station wagon, $470*. 
"54 Monterey 2-dr, hardtop, $225. 
NASH—’55 Ambassador 4-dr., $490*. 


OLDSMOBILE — ’57 (88) conv., $930* 
(ps). 
’56 (98) 2-dr. Holiday, $700* (ps); (88) 
7 , a ' 4-dr, Holiday, $620*. 
s / e : "54 (88) 2-dr., $407*; 4-dr., $300*; (98) 
he Broadest and Most Profitable 2-dr, Holiday, $400° (pe), $870° (pa). 
PLYMOUTH—’59 Savoy (6) 4-dr., $1,200*; 
Suburban (8) 4-dr., $1,162* (ps); 
Plaza (8) 4-dr., $1,150*. 
‘58 Savoy (8) 4-dr., $1,000*; 2-dr., 


4 
dr, Riviera, $510*. ' 
53 Special 4-dr., $275* (ps), $155*, 
’50 Special 2-dr.,. $135, 
CADILLAC—’49 (62) 4-dr., $250*. 
CHEVROLET—’59 Impala (8) conv., $1,- 
725* (ps); Bel Air (8) 4-dr., $1,425* 
(ps), $1,195*, $1,260*, 
"58 Bel Air (8) 2-dr., $1,500*; Impala 
(ps). (8) 2-dr., $1,400*, $1,210*, $1,165*; 
‘59 Thunderbird (8) 2-dr, hardtop, $2,- conv., $500; Biscayne (8) 2-dr., $1,- 
800* (ps); Fairlane (8) 4-dr., $1,430*; 050*. 
Galaxie (8) 4-dr, Victoria, $1,170*; 4- 
r., $1,150. 
’58 Fairlane (8) 4-dr., $1,145; Custom 
300 (8) 2-dr., $1,095*. 
’57 Country Sedan (8) 4-dr., $905*; Cus- 
tom (8) 2-dr., $480*. 
’56 Custom (8) 4-dr., $625. 
55 Fairlane (8) Crown Victoria, $650. 
’54 Custom (8) 2-dr., $275*; Main (6) ; 
Ranch Wagon 2-dr., $175. | 


Consumer Credit Insurance 

57 Bel Air (8) 4-dr, hardtop, $1,100*; 
Two-ten (6) 2-dr., $760. 

°56 Bel Air (8) 2-dr. hardtop, $870*, 
$850*, $700*; 4-dr, hardtop, $660*; 
Two-ten (6) 2-dr., $675, $660*, $270*. 

’55 Bel Air (8) 2-dr., $625, $590*; Two- 
ten (8) 2-dr., $535*; Two-ten (6) 2- 
dr., $500. 

’54 Two-ten (6) 4-dr., $405, $350; Bel 
Air (6) 4-dr., $380*; 2-dr, hardtop, 


Market Ever Developed 


'750*. 
57 Belvedere (8) 4-dr., $667*; Plaza (6) 
2-dr., $517. 


Coverages Available powrine@ of aunt Gist tir, e000, 
55 Chieftain 2-dr., $450; 4-dr., $390*; 


; Star Chief 4-dr., $415*' (ps). 
Automobile RAMBLER — ‘59 Ambassador (8) Cross 


Country, $1,500; Super (6) Cross ’53 Crest (8) 2-dr. Victoria, $200*; Cus- $375, $370. 
p i. re D io re tend en . -"a — an oo’ $100. ’53 Bel Air 2-dr., $355* (ps); Two-ten 
5) , juper 4-dr., ; Toss untry, ‘ ‘ustom ) 4-dr., 4-dr., $225. 
| SIC ei e m 2) e 5 n $ ur a n $ < $370. LINCOLN — ’57 Premiere 4-dr., $1,300* ’52 Deluxe 2-dr., $120. 
STUDEBAKER—’59 Lark (6) 4-dr., $1,- (ps). CHRYSLER—’53 Windsor 4-dr., $115, 
‘ g Sere res ae Theft eet 000*. MERCURY—’55 Monterey station wagon/ DeSOTO—’52 Firedome 4-dr., $105. 
. p sli did li Re Le ’55 Commander (8) 4-dr., $257*. 4-dr, (8 pass.), $690*. DODGE—'53 Coronet 4-dr., $275, $150*. i 


’54 Monterey 4-dr., $350*, $295, 

‘53 Monterey 2-dr, hardtop, $195. 
NASH—’52 Ambassador 4-dr., $175. 
OLDSMOBILE —’58 (98) 2-dr. Holiday, 

$1,465*. 


FORD—’59 Galaxie (8) 4-dr., $1,600*; 
conv., $1,500*. 
58 Custom (8) 2-dr., $845, 
’57 Fairlane (8) 4-dr. Victoria, $910*; 
2-dr., $850*; Country Sedan (8) 4-dr., 


MISCELLANEOUS—'00 Ford (6) %-ton 
: : pickup, $1,200. 

¢ as ren L I a | nsurance 58 Chevrolet (6) %-ton pickup, $902. 
‘29 Ford %-ton pickup, $202. 


SALT LAKE CITY PLYMOUTH—’59 Savoy (8) 4-dr., $1,285. $800*; Custom (8) 2-dr., $595; 4-dr., 
PONTIAC—’59 Bonneville Safari 4-dr., $380", 

Salt Lake Auto Auction, Sale every $2,400* (ps); Catalina 4-dr, Vista, ’56 Fairlane (8) 4-dr., $735* (ps), $550*, 
Thursday. Prices are for sale of Sept, 15. $2,110* (ps); conv., $2,050* (ps). $510*; 2-dr, Victoria, $725*, $705*; 
BUICK—’60 Invicta Estate Wagon 4-dr., ’56 Chieftain 2-dr, Catalina, $625*. Country Sedan (8) 4-dr., $610*; Cus- 

$2,970* (ps). RAMBLER—’59 Super (6) Cross Country tom (8) 2-dr., $605, $560*, $525. 

’59 Electra 4-dr., $2,050* (ps). 4-dr., $1,720. ’55 Fairlane (8) 2-dr., $590, $350*; 4- 

’58 Special 2-dr. Riviera, $1,345*; Cen-| MISCELLANEOUS — ‘60 Chevrolet LWB dr., $450*; Custom (8) 4-dr., $395*; 

tury 4-dr. Riviera, $1,325* (ps). flatside, $2,000; El Camino, $1,800. 2-dr., $395, $355. 

°57 Special Riviera Estate Wagon 4-dr., 58 Willys 4-dr. wagon, $1,250; Ford ’54 Custom (6) 2-dr., $400. 

$1,025*, $995*; Super 4-dr. Riviera, %-ton pickup, $995. ’53 Main (6) 4-dr., $235. 

$975* (ps); Special 2-dr, Riviera, 57 Ford pickup, $895; Ford pickup, ’51 Custom (8) 2-dr., $150, 

$860", ; 4-dr., $690. $675. ’50 Custom (8) 2-dr., $385. : 
"56 Century 4- dr, Riviera, $835* (ps); "56 Ford %-ton pickup, $720; %-ton| LINCOLN — ’56 Premiere 2-dr. hardtop, 


pickup, $665; pickup, $535. 


Estate Wagon 4- dr., $795* (ps); 2-dr. 
"55 International pickup, $460. 


Riviera, $540*, $225* 


$700* (ps). 
MERCURY—’57 Monterey 4-dr., " $800*, 


Established 192 re} OADILLAC—’59 (62) 4-dr., $3,755* (ps); ’53 Chevrolet %-ton pickup, $525. ’56 Montclair 2-dr, hardtop, $610*; 4- 
de Ville 4-dr, hardtop, $3,500* (ps). *49 Chevrolet %-ton, $165, dr., $550* (ps). j 
58 (62) 2-dr. hardtop, $2,745* (ps); ’48 Dodge, $225. ’55 Montclair 2-dr. hardtop, $555* (ps), : 
SPECIALISTS Coupe de Ville, $2,625° (ps). $400°. 


"66 (62) 2-dr, hardtop, $1,4$0* (ps), 
$1,355* (ps); (60) Special 4-dr., $1,- 
275* (ps). 

Ps '55 (60) Special 4-dr., $1,155* (ps); (62) 

Hartford 2, C Tah ts Se 

ar ons - OR stii om Genes "54 (62) 4-dr., $740* (ps). 
CHEVROLET—’'60 Impala (8) sport coupe, 

3 at $2,400° (ps), $2,350*, $2,330*; 

4-dr., $2,140*; Corvair (6) 2-dr., $1,- 


605. 
"59 Corvette (8) conv., $2,700; Impala 


’54 Monterey 4-dr., $200*. 
OLDSMOBILE—’57 (88) 4-dr., $750*. 
"56 (88) 4-dr., $600*, $475*. 
"55 (88) Super 4-dr., $600*; (88) 2-dr. 
Holiday, $450*, $360*, $350°*. 
PAOKARD—’56 Clipper 4-dr., $375*. 
"55 Clipper 4-dr., $165*. 
PLYMOUTH—’'58 Plaza (8) 2-dr., $825*. z 
"57 Belvedere (8) 2-dr., $750*; Plaza 
(6) 2-dr., $510*. 
’56 Belvedere (8) 4-dr., $635*, 
’53 Cambridge -2-dr., $300. 
‘ 
8 
| 
: 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Sept. 12. Hurricane Donna made walking 
and driving conditions hazardous, wind 
gusts up to 45 miles per hour sweeping 
almost 6 inches of rain—almost paralyzing 
the auction. Despite the weather, we sold 
110 out of 150 consignments, Prices held 
about steady with last weeks low market. 
BUICK—’60 LeSabre 2-dr. hardtop, $2,- 

275* (ps). 

’68 Special 4-dr., $1,200* (ps). 

56 Special 4-dr. Riviera, $650* (ps); 
2-dr. Riviera, $420°. 

’55 Special 2- dr, Riviera, $475*; Super 
2-dr, Riviera, $150* (ps). 

54 Special 2-dr. Riviera, $150*. 

CADILLAC—’60 (62) 2-dr., $4,225* (ps), 
$4,150* (ps). 

’59 (62) 2-dr., $3,400* (ps), 

"56 (62) 4-dr., $1,030* (ps). 

"565 (62) 2-dr., $850*; 4-dr., $600* (ps). 

"54 (62) 4-dr., $540* (ps). 
CHEVROLET—’60 Impala (8) conv., $2,- 

200*; Corvair (6) 4-dr., $1,325. 

’59 Bel Air (8) 4-dr., $1,500* (ps), $1,- 
485* (ps), $1,375*; Bel Air (6) 4-dr., 
$1,440*; Parkwood (8) ere $1,450; 
Biscayne (8) 2-dr., $1,300. 

"658 Impala (8) 2-dr., $1, 275°; Biscayne 
(8) 2-dr., $1,125*; 4-dr., $i, 030*. 

'57 Two-ten (8) 2-dr., $935; station wag- 
on 4-dr., $850*; One-fifty (6) 2-dr., 


IN CONSUMER CREDIT INSURANCE 


PONTIAC—’60 Catalina conyv., $2,300*, 
’59 Catalina 4-dr., $1,400*. 
’57 Chieftain 2-dr. Catalina, $925*. 
55 Star Chief 2-dr., $630*; Chieftain 2- 
dr., $440*. 
*54 Star Chief 2-dr., $375*. 
"53 Star Chief 4-dr., $275. 
MISCELLANEOUS—’58 Ford (8) 2-dr. 
pickup, $850. 
’55 Ford (8) 2-dr, pickup, $525. 
’52 Chevrolet (6) pickup, $225. 
‘51 Ford (8) 2-dr., $225, 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Sept. 13. Our demand 
for automobiles is great for all makes and 
models. Sold 333 cars from 509 consign- 
ments. 

BUICK—’59 LeSabre conv., $1,910* (ps); 
4-dr. hardtop, $1,800* (ps), $1,760* 
(ps); Electra 4-dr. hardtop, $1,900* 
ps) 





CUT ROCKER PANEL RECONDITIONING COSTS IN HALF | 


Now, In 30 Minutes Or Less Your Least Experienced Mechanic 
Can Install New, Universal Rocker Panel Repair Kits 
Cut Costly Delays . . . Display Trade-Ins Sooner ... Sell Them Faster . .. At Better Prices 


Are rusty, pitted rocker sills 
on trade-ins tying up your re- 
a ie partment, caus- 

ys in getting sal- 
units on the lot? 

Now, with the new Univer- 





A 


ghee rene 


= hits ‘cocky as ve 
can panel re- 
eh orate costs in half! 
You can display trade-ins 
sooner, sell them faster. 
Your least experienced me- 
chanic can install these kits in 
30 minutes or less! A drill and 
screwdriver are the only tools 
he needs. 


Rust-proof back plates fit underneath ing stainless STOCK ONLY FOUR PAIR TO FIT 9 OUT OF 10 TRADE-INS 


steel moulding to cover rusted out holes. Screws fasten sock No, 


out-of-sight on the bottom of the rocker panel. No weld- pp> 2," 
ing. No painting. No color matching. RP-3 , hs ws 

How many rocker panel jobs tied up your shop last RP-4 4" 
month? This month, order an assortment of Universal RP-4C 4” 


cut rocker panel reconditioning costs in half. 


ORDER TODAY! WE PAY TRANSPORTATION 
CHARGES. FULL MONEY BACK GUARANTEE. 


BUY FROM YOUR LOCAL JOBBER 
OR, MAIL THIS COUPON TODAY 


| Seabed tadeurton, tons 910 W. Matn Serene 
| teumodiately cond following pairs of Universal Rocker Panels: \ 
j a Neo. Pairs Steck No. Ne. Pairs j 
| aps ihdiedlinaes RP-4C | 
| Terms: 2% 10th Prox—n 30 da. We pay shipping charges. | 
} Money returned in full if you are not fully satisfied. | 
I ache scree ithiinaeetivebionimgsietemimy { 
| Compeny— pabeiensi ; 
§ Addrece—_——__ | 
I i alicia hatisaieehdersieniniidiniaeipnd Ameritas ncicisieninionie' 
f 


DeSOTO—’59 Firedome 4-dr., $1,500* (ps). 





DODGE — '57 Custom Sierra ie) 4-dr., 


Dealer's Cost | FORD—’60 Galaxie (8) 2- = hardtop, $2,- 
$10.56 a pair 
. 13.65 a pair 
- 13.65 a pair 
- 13.65 a pair 
Rocker Panel Repair Kits. See for yourself how you caf Us This Handy Chart to Select Panels for Your Specific Needs 


LINCOLN—'55 Premiere 4-dr., $250* (ps). 
MERCURY—'59 Monterey 4-dr., $1,510° 


NASH—’'55 Statesman (6) 4-dr., $225. 
OLDSMOBILE—’57 (88) 4-dr., $920°. 





$600. 
"56 .Two-ten (6) station wagon 4-dr., 
90 


$690. 

‘55 Bel Air (6) 2-dr., $600°%; 4-dr., 
$590*; Bel Air (8) 2-dr., $510°, $310°*; 
Two-ten (6) 2-dr., $385*, $370; Two- 
ten (8) 2-dr., $335, 

54 Two-ten station wagon 4-dr., $380*; 
One-fifty station wagon 4-dr., $330; 
Bel Air 2-dr., $185. 


’58 Firesweep 4-dr., $875* ll 
‘56 Firedome 4-dr., $495* (ps 


$790 
"56 Royal (8) 2-dr, hardtop, $625° (ps); 
Coronet (6) 2-dr., $260 


050° (ps); 4-dr., $1,950*; Fairlane 500 
(8) 2-dr., $1,750°, 

*59 Country Squire (8) 4-dr., $1,750*; 
Custom 300 (8) 4-dr., $1,350°; Ga- 
laxie (8) conv., $1,690°. 

"58 Fairlane (8) ‘conv., $i, 110* (ps); 4- 
dr., $1,000* (ps); Ranch Wagon (8) 
4-dr., $875*; Country Sedan (8) 4-dr., 
$720; Custom (8) 2-dr., $700*. 

’S7 Fairlane (8) 4-dr., $620*; Custom 
(8) 2-dr., $460°; 4-dr., $460, 

56 Fairlane (8) 2-dr. Victoria, $725*, 
$560*, $400*; Custom (8) 4-dr., $600°, 
$525°, $510°*; Country Sedan (8) 4- dr., 
$525 (ps); ‘Ranch Wagon (6) 2-dr., 
$410; Main (8) 2-dr., $320. 

'55 Country Sedan (8) 4-dr., $530*, 
$450°; Fairlane (8) conv., $350; Cus- 
tom (8) 4-dr., $230*%; Main (8) 2-dr:, 


$200 
"b4 Custom (8) 2-dr., $330; Custom. (6) 
4-dr., $245°, $205°. 


(ps). 

57 Monterey 4-dr., $680°*. 

*56 Monterey 2-dr., $500*°; Custom 2-dr., 
$370°. 

’55 Monterey 2-dr., $230*. 


’56 (88) 2-dr. Holiday, $625° (ps); (88) 
Super 4-dr., $560° (ps). 





(ps). 

’58 Century Estate Wagon, $1,525* (ps); 
Super 4-dr. Riviera, $1,325* (ps); 
Century 4-dr. Riviera, $1,135* (ps). 

57 RM 4-dr. Riviera, $995* (ps); Spe- 
cial conv., $890* (ps); 4-dr., Riviera, 
$835* (ps), $795* (ps), $750°* (ps); 
2-dr. Riviera, $735*. 

’56 Special 2-dr. Riviera, $395*. 

'55 RM 2-dr. Riviera, $475* (ps); 4- 
dr., $335* (ps); Special 2-dr. Riviera, 
$355*; Century 2-dr. Riviera, $335* 


(ps). 
CADILLAC—’59 (62) conv.,' $3,450* (ps); 


2-dr. hardtop, $3,210* (ps); de Ville 
4-dr. hardtop, $3,400* (ps). 

’58 (62) Sedan de Ville, $2,420* (ps); 
4-dr., $2,190* (ps), $2,165* (ps). 

57 (62) Sedan de Ville, $1,770* (ps), $1,- 
650° (ps). 

56 (62) Sedan de Ville, $1,275* (ps); 
4-dr., $1,170* (ps). 

55 (62) Coupe de Ville, $1,200 (ps), 
$1,075* (ps). 

"54 (62) 4-dr., $635* (ps). 

*50 Limousine, $780*. 


CHEVROLET—’60 Impala (8) sport sedan, 


$2,240* (ps), $2,215*" (ps), $2,190* 
(ps); sport coupe, $1,960*. 

*59 Impala (8) conv., $1,965* (ps), $1,- 
960° (ps), $1,730° "(ps), $1,700* (ps), 
$1,625° (ps); sport sedan, $1,790* (ps); 
Parkwood (8) 4-dr., $1,630*, $1,590°; 
Bel Air (8) 2-dr., $1,405*, $1,365° 
(ps), $1,265; 4-dr., $1,385*; Biscayne 
(8) 4-dr., $1,320° (ps). 

’58 Bel Air (8) sport sedan, $1,400*, $1,- 
310°, $1,265* (ps), $1,240°; 4-dr., 
$1, 250°, $1,145*; 2-dr., $950; Biscayne 
(8) 4- dr., $1,265*, $1,150°, $950; 2-dr., 
$1,230, $1, 165, $905° (ps); Brookwood 
(8) 4-dr., $1,165; Yeoman (8) 2-dr., 
$1,040; 4-dr., $1, 025°, 

57 Corvette (8) conv. $1,300; Bel Air 
(8) 4-dr., $1,120, $990* (ps), $965*; 
sport sedan $1,085°*; conv., $1,085*, 
$910* (ps); rwo-ten (8) station wagon, 
$1,025° (ps); 4-dr., $975*, $815*, 
$805* (ps); Two-ten *(6) sport sedan, 


(Continued on Page 54, Col, 2) 
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TAUNUS—12 M Super—2-dr. sed., $1,- 
701; 2-dr. Combi-wagon, $1,875. 17-M 
Standard—4-dr. sed., $2,120.50; 2-dr, sed., 
$2,028.50; 2-dr. Combi-wagon, $2,237. 17-M 
Deluxe—4-dr, sed., $2,266.50; 2-dr. sed., 
$2,174.50; 2-dr, Combi-wagon, $2,383. 
TEMPO—Viking Rapid—6-passenger stat. 
wag., $2,170.60; 9-passenger stat, wag., 


Port-of-Entry Prices 





365. (Heater standard on Crown Custom.) 
TRIUMPH—4-dr. stat. wag., $1,899. Her- 


ald — 2-dr. sed., $1,849; coupe, $2,149; 
conv., $2,229. TR-3 (sports car) — conv., 
$2,675; hardtop, $2,835. (Heater standard 


sports roadster ’ 
$2,345; Stage II roadster, $2,735; Coven- 


sunroof sed., $1,655; conv., $2,055; stat. 
$2,245; deluxe stat. wag., $2,620. 
Karmann Ghia—cpe., $2,430; conv., $2,- 
695. (Heater standard on all models.) 
VOLVO—Special 2-dr. sed. (60 horse- 
power), $1,895; Deluxe 2-dr. sed, (60 horse- 





The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U, S, excise tax 
and import duty. They do not include 
dealer preparation charges, U, 8. trans- 
portation fees, state and local taxes or 
optional eq t. 

(Copyright, 1960, by Automotive News) 
ALFA ROMEO — Giulietta — Spider, 
$3,520; Super Spider, $3,890; Sprint Coupe, 
$3,843; Veloce Coupe, $4,149; Sprint Spe- 
pe $5,555. 2000—Spider roadster conv., 
$5,372 


ARMSTRONG-SIDDELEY — Star Sap- 


phire 4-dr. sed., $6,950. (Automatic trans- 
mission and power steering are standard.) 

ARNOLT-BRISTOL— (Prices are F.O.B. 
Sa, buen to $3,995; Bolide, 
245; Deluxe, $4,99: 

ASTON-MARTIN DBA —epe., $10,400. 
G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295, A-40— 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1,856; 
Countryman 2-dr. stat. wag., $1,835; Coun- 
tryman deluxe 2-dr. stat. $1,879. 
A-556 Mark II—4-dr. sed., 
Westminster—4-dr. sed. (overdrive), $3,095; 
4-dr. sed., (automatic transmission), $3,- 
275. (Heater standard on A-40 models.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2, 300.99; 2-dr. stat. wag., $2,321.07; sport 
cpe., $3,924.68; Bronco multi-purpose ve- 
hicle, $2,775. (Heater standard on all mod- 
els.) 

BENTLEY—Series S 2 — Standard Steel 
Saloon, $15,355. (Automatic transmission, 
power steering, power brakes, radio, heater 
standard.) Other models are custom-built 
and vary considerably in price. 

BERKELEY — B-95 — Roadster, $1,795. 
(West Coast port-of-entry price). 

BMW—502—Deluxe 4-dr. sed. (2.6-liter), 
$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr, sed. (3.2-liter), $6,700. 507—Touring 
Sport coupe (3.2-liter), $10,500. 

BMW 600—5-passenger sed., $1,398; 5- 
passenger sed. (automatic clutch), $1,493; 
sunroof sed., $1,487, (Heater standard on 
all models.) 

BMW 700—Coupe, $1,898; coupe (auto- 
matic clutch), $1,993; 2-dr. sed., $1,648; 
2-dr, sed. (automatic clutch), $1,743; 2-dr. 
sunroof sed., $1,737. (Heater standard on 
all models.) 

BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella—2-dr. sed., $2,- 
295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, $3,550. 
(Heater standard on all models.) 

CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,695. DS-19—4-dr. sed., 
$3,245. (Citromatic Drive, power brakes, 
power steering standard on DS-19). 

DAF—600—Standard 2-dr. sed., $1,395; 
Deluxe 2-dr. sed., $1,545. (Variomatic au- 
tomatic transmission standard on both 
models.) 

DAIMLER—SP-250 (V-8)—Conv., §$3,- 
702; conv. with full equipment, $3,923; 
hardtop with full equipment, $4,073. (Heat- 
er included in equipment group.) 

DATSUN—-4-dr. sed., $1,616; 2-dr. stat. 
wag., $1,818; sport conv., $2,099; half-ton 
pickup truck, $1,588, 

DKW—‘‘750’’—2-dr. sed., $1,665. (Heater 
standard. ) 

FAOCEL VEGA—H. K.-500 cpe., $9,000; 
Excellence 4-dr, hardtop, $12,800. 

FERRARI—250 Granturismo—cpe. (Far- 
ina body), $12,600; California conv, (Scag- 
lietti body), $12,600. (Heater standard on 
both models.) 

FIAT—500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr. Bian- 
china, $1,298; 2-dr. Bianchina sport, $1,- 
428; Jolly, $1,760. 600 Serites—2-dr. sed., 

,398; 2-dr. sunroof, $1,460; 4-dr, stat. 
wag., $1,658; Jolly, $1,906. 1100 Series— 
4-dr. sed., $1,659; 4-dr. deluxe sed., $1,- 
782; 4-dr. stat. wag., $1,918. 1200 Series 
—4-dr. sed., $1,998; roadster (Farina), 
$2,812, 1500 Series—Roadster, $3,298. 2100 
Series—4-dr. sed., $2,798; 4-dr. stat. wag., 
$3,058. (Heater standard on all models.) 

FIAT-ABARTH—750—Coupe (43 horse- 
power), $3,195; coupe Sestriere (33 horse- 
power), $2,895; Spyder Allemano (43 horse- 
power), $3,195. 850—-Coupe, $3,195. (Other 
engine options available.) 

FORD (England)—Anglia — 105E 2-dr. 
sed., $1,608. Prefect—4-dr. sed., $1,686. 
Escort—2-dr. stat. wag., $1,714. Consul— 
4-dr. sed., $2,059; conv., 
4-dr. Sed., 
4-dr. sed., $2,412; conv., 

GOGGOMOBIL—T-400—2-dr. sed., $995 
Florida Sunroof Deluxe 2-dr, sed., ’s1, 035 
2-dr. Step-In van, $1,350; Coupe’ deVille. 
#1, 395; Coupe deVille conv., $1,445: T-700 

-» $1,395; sport roadster, $1,445; 
Roust-About, $1, '595; Sprint cpe., $1,695. 

GOLIATH—1100 Series—Hansa_ 2-dr. sed., 
$1,883; Hansa 2-dr. stat. wag., $2,024; 
Tiger sport cpe., $2,365. 

HILLMAN—4-dr. Special sed., $1,735; 
4-dr. Deluxe sed., $1,875; conv., $2,149; 
2-dr. stat, wag. (Husky), $1,679; 4-dr. 
stat. wag. (Minx), $2,299. Commer 
van—‘‘Mobile-home’’ type vehicle, 

HUMBER—Super Snipe—4-dr. sed 
995; 4-dr. stat. wag., $4,575. 
transmission, power brakes and heater are 
standard.) 


JAGUAR — 3.8-Litre Sedan — 4-dr. sed. 
(overdrive), $4,765; 4-dr. sed. (overdrive 
and power steering), $4,895; 4-dr. sed. 


(automatic transmission and power steer- 
ing), $5,045. Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. XK-150-— coupe, $4,642.50; coupe 
(overdrive), $4,807.50; coupe (automatic 
transmission), $4,892.50; conv., $4,762.50; 
conv. (overdrive), $4,927.50; conv, (auto- 
matic transmission), $5,012.50, XK-150-S— 
roadster (overdrive), $5,120; coupe (over- 
drive), $5,142.50; conv, (overdrive), $5,- 
262.50. (Heater standard on all models.) 
JENSEN—641-R—2-dr. sports sedan, 


$7,750. (Radio and heater standard.) 
LANCIA — Appia — 4-dr. sed., $2,892; 
conv. (Vignale), $4,490; coupe, $4,438; 


coupe (Zagato), $4,558. Fiaminia — 4-dr. 
sed., $5,998; coupe (Pinin Farina), $6,355; 
sport (Zagato), $6,485; G. T. Touring, $6,- 
485 


LLOYD—600 Series—-2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1, 500; 
2-dr. 6-passenger stat. wag., $1, 675; 2-dr. 


ererenresreneerernrars ee 


On Imported Cars 


$4,- 


6-passenger sunroof stat. wag., 
2-dr. 6-passenger stat. wag. 
base), $1,795; 2-dr, 
stat. wag. 
bella 900—2-<r. 
roof sed., $1,830. 


$1,740; 
(long wheel- 
6-passenger sunroof 
(long wheelbase), $1,895. Ara- 


sed., $1,745; 2-dr. 


MERCEDES-BENZ—180—4-dr. sed.. $3,- 





sun- 


$2,203.60. Matador—3-passenger stat. 
wag., $2,482.75; 6-passenger stat. wag., 
$2,514.65: 9-passenger stat. wag., $2. 
546.55; 12-passenger stat. wag., $2,712.50. 
TOYOPET—Crown Custom 


— 4-dr. sed., | ( 
$1,999; 2-dr. stat. wag., $2,111; 4-dr, stat. 
wag., $2,211. Toyota Land Cruiser ewan | $1. 


drive)—canvas top, $2,930; steel top, $3,- 


try Climax Stage I roadster, $3,170; Cov- 
entry Climax Sta II roadster, $3,570. 

VAUXHALL — —4-dr. sed., as 
957.50; 4-dr. 2-seat stat. wag., $2,262 
Heater 











power), $1,995; PV-544 2-dr. sed, (85 
horsepower), $2,195; 122-8 4-dr. sed., $2,- 

495. (Heater standard on all models.) 

WARTBURG—Standard 4-dr, sed., 
sunroof sed., a3.T16; 

standard on both models. ) deluxe 4-dr, sed., $1,799; deluxe 

— — V-400 — 2-dr. sonnet sed., » $1,889; 2-dr. stat. wag., $1,898: 
‘car. luxe stat. wag., $2,085; conv., $2,- 
VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. | 099; coupe, $2,199; sports roadster, $2,799. 





$2,900; 2-dr. sed., $2,835; 4-dr, hardtop, 
$3,034; 2-dr. hardtop, $2,956; conv., $3,- 





250. 180-D (diesel engine) —4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 284; 4-dr. 2-seat stat. wag., $3,363; 4-dr. 
sel engine)—4-dr. sed., $3,718. 190-SL— 3-seat stat. wag., $3,471. Super 88—4-dr. 
roadster, $5,032; coupe, $5,244; coupe sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
(with removable hardtop and convertible hardtop, $3,325; conv., $3,502; 4-dr. 2-seat 
top), $5,428. 220—4-dr. sed., $4,283. 220-8 stat, wag., $3,665; 4-dr, sgeat stat, wag., 
—4-dr. ‘sed., $4,583. 220-SE—4-dr. sed., = ee the sug- DeSOTO—Firefiite — 4-dr. sed., $3,017; | $3,773. Series '98—4-dr. sed , $3,887; 4-dr. 
$5,018; conv. or coupe (folding emergency| ested base factory list prices, Federal |4-dr. hardtop, $3,167; 2-dr, hardtop, $3,-| hardtop, $4,159; 2-dr. $4,083; 
seat), $8,091; conv. or coupe (bench-type| ©*¢ise tax amounts and suggested dealer | 102. Adventurer—4-dr. sed., $3,579; 4-dr.!conv., $4,362. (itydre- Matic, ewer steer- 
rear seat), $8,184. 300—4-dr. hardtop,| delivery charges. Not in- | hardtop, §3,727; 2-dr. hardtop, $3,663.| ing, power brakes standard on Series 98.) 
$10,070; 4-dr. hardtop (automatic trans.| Clded are variable items passed on’ to | (TorqueFlite standard on Adventurer.) PLYMOUTH — (On six-cylinder models, 
hon , 3 the retail buyer, such as State and local DODGE— .| add $119 for a V-8 engine.) Fleet Special 
mission), $10,438; 4-dr. conv., $12,644; taxes tion Dart—(Dart prices are for six 
4-dr. conv. (automatic transmission), $13,- tonal tansperte charges and op- quate models. For V-8s, add $119). Dart | Six—4-dr. sed., arg 2-dr. sed., $2,227 
629. 300-SL—roadster, $10,950; coupe, $11,- t Special—4-dr. sed., $2,296; 2-dr. sed., | S@voy Six—4-dr. » $2,310; 2-dr. sed., 


128; coupe (with removable 
convertible top), $11,397. 
180—4-dr. stat. wag., $5,000; Kombi, $4,- 
903. 180-D (diesel engine) — 4-dr. stat. 
wag., $5,228; Kombi, $5,131. 199 — 
4-dr. stat. wag., $5,196; Kombi, $5,100. 
190-D (diesel engine) —4-dr, stat. wag., 
$5,423; Kombi, $5,328. (Heater standard 
on all models. Power brakes standard on 
all models except Series 180, 180-D, 190 


and 190-D.) 
hardtop, $1,- 


METROFOLITAN — 2-dr. 
672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHC—conv., $3,069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). tte Mark IlI—4- 
dr. sed., $2,695. (Heater standard on 


horsepower) — 
Super Panoramica 4-dr. » $2,495; Coupe 
Turismo, $2,495. 750 aeckoe (43 horsepower, 
dual carburetors)—Super Coupe Turismo, 


$2,995; Spyder conv., $2,995, 
MORGAN — Series II — 2-seat roadster, 
$2,240. Plus Four—2-seat roadster, $2,810; 


— roadster, $2,850; 2-seat coupe, $2,- 


MORRIS—850—2-dr. sed., $1,295. 1000 
Standard—4-dr. sed., $1,678; 2-dr. sed., 
$1,495; conv., $1,574; 2-dr, stat. wag., 
$1,798. 1000 Deluxe—4-dr. sed., $1,718; 
2-dr, sed., $1,599; conv., $1,636; 2-dr. 
stat. wag.. $1,825. Oxford—4-dr.  sed., 
$2,259. 

NSU PRINZ—2-dr. sed., $1,398; 2-dr. 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—2-dr. sed., $1,498, (All are 


5-passenger models.) NSU Prinz— 
(Heater standard on all 


epe., $2,200. 

models. ) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 


(Heater standard on both models.) 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 

697; Grand Standing 4-dr. sed., $1,7: 25. 
PEERLESS—G. T. 2-litre coupe, $3,985. 


sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. (Heater 
standard on both models.) 
PORSCHE — Roadster, $3,780; Super 
Roadster, $3,995; Super 90 Roadster, $4,- 
320; Coupe, $3,920; Super Coupe, $4,140; 
Super 90 Coupe, $4,470; Hardtop, $4,170; 
Super Hardtop, $4,390; Super 90 Hardtop, 
$4,720; Cabriolet, $4,250; Super Cabriolet, 
$4,470; Super 90 Cabriolet, $4,800. 
PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 
RENAULT—4ICV 4-dr. sed., $1,292; 4- 
dr, Sunroof sed., $1,352. Dauphine 4-dr. 
sed., $1,645; 4-dr. Sunroof sed., $1,700. 
Caravelle—conv., $2,395; hardtop, $2,445; 
hardtop-conv., $2,525. (Heater standard on 
all models.) 
hn he aoe dr, sed., $3,695. 3-Litre 
—4-dr. sed., $4,6 
ROLLS-R OY OR filiver Cloud—Standard 
Steel Saloon, $15,655. (Automatic trans- 
mission, power steering, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 
SAAB — 93-F — 2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019. Granturismo 750 — 2-dr. 
sed. (four-speed transmission), $2,788. 
(Heater standard on all models). 
SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; Etoile 
4-dr. sed., $1,658; Elysee 4-dr. sed., $1,898; 
Montihery 4-dr. sed., $1,971; Chatelaine 
2-dr. stat. wag., $1,963; Grand Large 2-dr. 
hardtop, $2,071; Monaco 2-dr, hardtop, §$2,- 
146; Plein Ciel hardtop sport coupe, $2,947; 
Oceane conv., $3,167; Oceane 8 conv., $2,- 
795. Ariane (4- -cylinder) —4- dr. sed., $i, 998. 
Ariane (V-8)—4-dr. sed., $2,098. Vedette 
(V-8)—Beaulieu 4-dr. sed. $2,298. (Heater 
standard on ali Aronde models except 


Etoile. ) 
SINGER — Gazelle — 4-dr. sed., e 095; 
$1, 575; 


conv.. $2,349; 4-dr. stat. wag., $2,425 
SKODA — Octavia 2-dr. sed., 
Octavia Super 2-dr. sed., $1,675; Touring 
Sport 2-dr. sed., $1,775; Felicia conv., 
$1,995; Felicia (with removable hardtop 
and convertible top), $2,150. (Heater 
standard on all models.) 
SUNBEAM—Rapler—2-dr. hardtop, $2,- 
499; conv., $2,649; Alpine—Roadster, $2,- 
595. 


‘hardtop and 
Station Wagons— 



















$2,260. Belvedere ‘Bix —4-dr, sed., $2,439; 
2-dr. sed., $2,389; 2-dr. porate - 
Fury Six—4-dr. sed., rae a Ps 
top, $2,656; 2-dr. $2,599 

Wagon Six--2-dr. aecat Deluxe Suber. 
$2,602; 4-dr. 2-seat Deluxe Suburban, §$2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761, 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr. 3-seat 
Custom Suburban, $2,990; 4-dr, 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 


(Copyright, 1960, by Automotive News) 

BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr, sed., $2,756; 4-dr, hardtop, $2,991; 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
wag., $3,493. Invicta—4-dr. sed., $3,357; 
4-dr. hardtop, $3,515; 2-dr, hardtop, $3,-|sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 
447; conv., $3,620; 4-dr, 2-seat stat. wag.,| hardtop, $2,618; conv., $2,868. 
$3,841; 4-dr, 3-seat stat. wag., $3,948.|Matador V-8 — 4-dr. sed., $2,930; 4-dr. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, | hardtop, $3,075; 2-dr. hardtop, $2,996; 
$3,963; 2-dr. hardtop, $3,818. Electra 225 | 4-dr. 2-seat stat. wag., $3,239; 4-dr. 3-seat 
—4-dr, hardtop (flat roof or sloping roof), | stat. wag., $3,354 Polara V-8—4-dr. 


$2.2 245. Dart Seneca—4-dr. sed., $2,330; 
2-dr, sed., $2,278; 4-dr. 2-seat stat, wag., 

Dart Pioneer—4-dr. sed., ort 
2-dr, sed., $2,410; 2-dr, hardtop, $2,488; 
4-dr. 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 


$4,300; conv., $4,192. (Turbine Drive trans-/|sed., $3, 141; 4-dr, hardtop, $3,275; 2-dr. 

mission standard on Invicta, Electra and hardtop, $3,196; conv., $3,416; 4-dr, 2-seat | Suburban, $3,134. 

Electra 225. Power steering and power|stat. wag., $3,506; 4-dr, 3-seat stat, wag.,|  PONTIAC—OCatalina—4-dr. sed., $2,702; 

brakes standard on Electra and Electra | $3,621. 2-dr. sed., $2,631; 4-dr, hardtop, $2,842; 

225.) FATOON—4-dr. sed., $1,974; 2-dr, sed., | 2-F. hardtop, $2,766; conv., $3,078; 4-dr. 
GADILLAO—Sixty- Two — 4-dr. hardtop | $1,912; 2-dr. 2-seat stat. wag., $2,225; 4-| 2-Seat stat. wag., $3,099; 4-dr, 3-seat stat. 

(flat roof or sloping roof), $5,080; 2-dr.| dr, 2-seat stat. wag., $2,287. wag., $3,207. Ventura—4-dr. hardtop, $3,- 

hardtop, $4,892; conv., $5,455; Sedan 047; 2-dr. hardtop, §2, ry Star 


de Ville 4-dr. hardtop (flat roof or sloping| ,¥ORD—(Prices are for six-cylinder mod- | 4-dr, sed., $3,003; 2-dr. $2,932; 4-dr. 


: . For V-8s, add $113.) Custom 300/ hard 136 hnmestae-e-ae hardtop 
roof), $5,498; Coupe de Ville 2-dr, hardtop, | °!S ) top, $3,136, ‘ * 
$5.282;" Midarado’ ‘eville 2-dr, beréten, (Fleet)—4-dr. sed., $2,284; 2-dr. sed., | $3,331; 2-dr. hardtop, $3,255; anys $3,- 
$7,401: Eldorado Biarritz conv., $7,401. | $2:230. Fairlane—4-dr. sed., $2,311; 2-dr.| 476; 4-dr, 2-seat stat. wag., $3, 
Sixty -dr. hardtop, $6,233. Seven-| 8¢4-, $2,257; business 2-dr., $2,170. Fair- BLER — American Deluxe — 4-dr. 
ty-Five — 8-pass. sed., $9,533; limousine, | #7 500—4-dr. sed., $2,388; 2-dr. sed., sed., $1,844; 2-dr. sed., $1,795; 2-dr. | 2-seat 
$9,748. Eldorado Brougham—4-dr, hardtop, | 52,334. Galaxte—4-dr. sed., $2,603; 2-dr.| stat. wag., $2,020, American Super—4-dr. 
$13,075. (Hydra-Matic, power — steering, | 5¢4-» $2,549; 4-dr. hardtop, $2,675. Star-|sed., $1,929; |2-dr. sed., $1,880; 2-dr. 
power brakes standard on all models.) 2-dr, hardtop, $2,610. Sunliner —/2-seat stat. wag., $2,105, American 
CHECKER—S —4-dr, sed., $2,-| CONV.» $2,800. Wagons—2-dr. 2-|—4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr, 
; seat "Ranch Wagon, $2,586; 4-dr. 2-seat 2-seat stat. wag., $2,235. Deluxe Six ——4-dr. 


542.42. (Price does not include dealer prep- 
aration charge.) 

VROLET—(Prices are for six-cylin- 
der models. For V-%s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Biscayne—4-dr. sed., $2,316; 2-dr. 
sed., $2,262; utility sed., $2,175. Bel Air— 
4-dr. sed., $2,438; 2-dr. sed., $2,384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 
pala—4-dr. sed., $2,590; 4-dr. hardtop, $2,- 
662; 2-dr. hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr, 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr, 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat stat. 
wag., $3,733; 4-dr, 3-seat stat, wag., 
$3,814. Sara -dr. sed., $3,929; 4-dr. 
2-dr, hardtop, $3,989. 
sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr, hardtop, $4,461; 
conv., $4,874.50; 4-dr, 2-seat stat, wag., 
$5,022; 4-dr. 3-seat stat, wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 

COMET—4-dr. sed., $2,053; 2-dr. 
$1,998; 2-dr, 2-seat stat. wag., $2,310; 4- 
dr, 2-seat stat. wag., $2,365. 

CORVAIR—500 Series—-4-dr. sed., $2,- 
038; coupe, $1,984. 700 Series—4-dr. sed., 
$2,103; coupe, $2,049. Monza 900—coupe, 
$2,238. 


Ranch Wagon, $2,656; 4-dr. 2-seat Country | se 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 
Thunderbird—(V-8 standard)—2-dr, hard- 
top, $3,755; conv., $4,222. 


IMPERIAL—Custom—4-dr. sed., $5,029; 
4-dr. hardtop, $5,029; 2-dr, hardtop, $4,- 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr, hardtop, $5,403; 
conv., $5,773.50. -dr, sed., $6,- 
318; 4-dr. hardtop, $6,318. (TorqucFlite, 
power steering, power brakes standard on 
all models.) ‘ 

LINCOLN—Lincoln—4-dr. sed., $5,441; 
4-dr, hardtop, $5,441; 2-dr, hardtop, $5.- 
253. Premiere—4-dr. sed., 4-dr. 
hardtop, $5,945; 2-dr. 8. 
Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.36; 2-dr. hardtop, $6,- 
598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 

MERCURY—Monterey—4-dr. sed., $2,- 
730; 2-dr. sed., $2,631; 4-dr. hardtop, 
$2,845; 2-dr, hardtop, $2,781, conv., $3,- 
077. Montelair—4-dr. sed., $3,280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, $3,331. 
Park Lane — 4-dr. hardtop, ak 2-dr. 
hardtop, $3,794; conv., $4,018. Station 
sed., | Wagons—4-dr. $3,127: 
4-dr. 2-seat Colony Park, $3,837. (Merc-O- 
Matic standard on Montclair cae Colony 
Park. Dual range Merc-O-Matic, power 
steering, power brakes standard on Park 
Lane.) 

OLDSMOBILE—Series 88 -—4-dr. sed., 


New Commercial-Car Registrations, 
Six States for August, 1960-1959 


Truck a by states are 


» $2,098; 4-dr. 2-seat stat, wag., $2,- 
ra Super Six—4-dr. sed., $2,268; 4-dr. 
2-seat stat. wag., $2,562; 4-dr, 3-seat stat. 
wag, $2,687. Custom Six—4-dr, sed., $2,- 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat. wag., $2,677; 4-dr, 3-seat a wag., 
$2,802. Rebel Super V-8—4-dr. sed., $2,- 
387; 4-dr, 2-seat stat. wes.,_ o.8 $2,681; 4-dr. 
3-seat stat. wag., $2,806 Custom 
V-8 — 4-dr. sed., $2,502; co hardtop, 
$2,577; 4-dr. 2-seat stat. wag., $2,796; 
4-dr. 3-seat stat. wag., $2,921. 
dor Super V-8—4-dr. sed., $2,587; 4-dr. 
2-seat stat. wag., $2,881; 4-dr. B-seat stat. 
wag., $3,006. ‘Ambassador Custom V 8— 
4-dr, sed., $2,732; 4-dr, hardtop, $2,822; 
4-dr. 2-seat stat. wag., $3,026; 4-dr. 2-seat 
hardtop stat, wag., ‘33, 116; 4-dr, 3-seat 
stat, wag. $3,151. 

Six—4-dr. 


STUDEB. Deluxe 
mao $2, 046; 2-dr. sed., $1,976; 2-dr. 2-seat 
wag., 


'$2,366; 4-dr. 2-seat stat. 
$2, $2.44. Lark ‘Deluxe V-8—4-dr, sed., $2,- 
181; 2-dr, 


sed., pega 111; 2-dr, 2-seat stat. 
wag., $2,501; 4-dr, 2-seat stat. wag.. $2,- 
576. Lark Regal Six—4-dr. wed. $2,196; 
2-dr. hardtop, $2,296; a? $2,621; 4-dr. 
2-seat stat. wag., $2,591. Lark ‘Regal v-8 
—4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
conv., ,756; 4-dr, 2-seat stat. wag., 
$2,726. wk V-8—5-passenger sport cpe., 


,650. 

VALIANT — V-100 — 4-cr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. S-aeat 
stat. wag., $2,488. V-200-—4-dr. sed., 

130; 4-dr. 2-seat stat. oan $2,443; 4-ar. 
3-seat stat. wag., $2,566. 
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AUTOMOTIVE NEWS, SEPTEMBER 26, 1960 


‘55 Firedome 4-dr., $305* (ps). 
DODGE—’ 57 Custom Royal (8) 2-dr. hard- 
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Hall Lamp Adds 































































































































° * e top, $830* (ps). 
Line of Horns sed-Car Auction Prices ie aaa ul te ae 
FORD— a 
DETROIT.—C. M. Hall Lamp Co. $3,190" {g0)) Daistane (6) ian Bee 
last week announced that the com- 900; Fairlane 500 (6) 4-dr., $1,705. 
pany is tooling up for the produc- (Continued from Page 52) "Sen" tonir Galeaie ) Gan Eh 
ps); alaxie conv., ’ 
tion of horns, a new product for; 740+. '59 Coronet (8) 4-dr., $1,545* (ps). (ps); 4-dr., $1,710*; 2-dr.,’ $1,690* 
the company, ’56 Bel Air (8) 4-dr., $855*, $785* (ps), ’58 Coronet (6) 2-dr. hardtop, $875* (ps). (ps); Fairlane 500 (8) 4-dr. Victoria, 
$740* (ps), $710*, $660*; sport sedan, ’57 Coronet (8) 2-dr. hardtop, $665* $1,460* (ps); Custom 300 (8) 4-dr., 
Hall Lamp now makes a wide $825* (ps); Bel Air (6) sport coupe, (ps). $1,325; Ranch Wagon (6) 2-dr., $1,- 
variety of auto parts for both the $550*; Two-ten (8) 4-dr., $745*, $565*; *56 Coronet (8) 2-dr. hardtop, $345*. ; . 

i sport ‘sedan, $680; 2-dr., $655°. FORD—'60 Thuhderbird (8), $3,350* (ps);| "S27 hunderbird (8) 2-dr. hardtop, $2,- 
original equipment and automotive| ‘55 Bei Air (8) sport coupe, $780* (ps), Galaxie (8) 4-dr. Victoria. $1,965*: come (ps); Fairlane 600 (8) 4-dr., $1,- 
aftermarket, including mirrors,| $745: (pe), $086"; ar. 9610"; Zar] Car."Gs Foor: Cuatom 300 (6) ar | Pein yao ge osees Se: 

; -dr., ; # 1,390*, $1,300*. : = : F 4 
headlamps, taillamps and stamp- ten (8) oo" $650*, $450; 2-dr., $545, ’59 Thunderbird (8) 2-dr. hardtop, §$2,- ‘et Golan tien rs aon 
ings. of team ¢-t.. $400°. = oa? aan Game reer,” oan Fairlane 500 (8) 4-dr. Victoria, $925*, 

Production of the auto horns will| 53 Bei Air 2-ar., $305. Vietorin, $1.575°" (pe), $1,800°:' 4-ar., $890*; 4-dr., $850" (ps), $725" (Ps); 
be assigned to the company’s new unre an aus 2a - i. sie. $1,540* (ps); Fairlane 500 (8) 4-dr.| +56 Fairlane 500 (8) ddr secu"; Cus- 
Clinton (N. C.) facility, which was| jesoro_'57 Fired . Victoria, $1,550° (ps); Fairlane (8) tom (8) 4-dr., $580*; 2-dr., $535; Cus- 
ome 4-dr, hardtop, $860 S > ~~. ) r., ; Pay ; Cus 
recently doubled in size, It is ex- (ps). en auee” Geaden Gao tal ba, Gua, tom (6) 2-dr., $500; Fairlane (8) 2- 
’ , ’ Pa *, , ’ * 
pected that the horn will be avail- = ee 4-dr., $390° (ps), $320° Custom’ 300 (6) 4-dr., $1,055*. ao “ ‘i 
able to the ind f 58 Thunderbi 8). $2.035° . Fal 54 Custom (8) 4-dr., $405, $390*; Crest 
le e industry for the 1962|popar'60 Dart (8) Pioneer 2-ar., $1,- underbird (8), $2,035* (ps); Fair- (8) 2-dr. Victoria, $400*; Country Se- 
model year 705° (ps). lane 500 (8) 4-dr. Victoria, $1,250* dan (8) 4-dr., $345* 
¢ ~ (ps); Fairlane 500 (8) conv., $925*| +53 Crest (8) 2-dr. Victoria, $315 
(ps); Custom 300 (8) 2-dr., $920*; ’40 Deluxe 2-dr., $415 . - 
Custom 300 (6) 4-dr., $650*. : rr? M ‘ ‘ 
'S7 Fairlane 500 (8) 4-dr., $900*; Sky-|*57 Mentclane 2 de nacdton $600". 
i k liner, $850* (ps); 2-dr. Victoria, $815*| +56 Medalist 4-dr., $430. ; 
Available tor the FIRST time! (ps), $790* (ps); Fairlane 500 (6)) +55 Custom 4-dr., $510. 
: conv., $710° | (ps); 2-dr. | Victoria, | OLDSMOBILE — ‘59 (98) 4-dr., $2,000° 
" Te OTIVE , $680* (ps); Fairlane (8) 2-dr. Vic- (ps) ” : 
j T *. * . 
LUTOMOTIVE REPLACEMENT toria, $780*, $755*; Fairlane (6) 2 ar. ‘58 (88) Super 4-dr., $1,425* (ps). 
Victoria, $640* (ps), $575*, $475*;| , * 
z 57 (88) Super 2-dr, Holiday, $1,150 
‘Gi i , a 2-dr., $600*; Custom 300 (8) 4-dr., (ps); (88) 4-dr., $900*. 7 5 
stalin Wagon CARGO DECK MATS $705*; Custom 300 (6) 4-dr., $470:| +56 '(98) 4-dr., $775* (D8). 
Custom (8) 2-dr., $650*; Custom (6) 55 (88) 4-dr.. $610* (ps) 
4-dr., $415, $380°. 54 (88) 4-dr. $420°; (88) Super 4-dr 
56 Country Sedan (8), 4-4r., $630*, $625; $390° ‘? ° - ~ 
Fairlane (8) 2-dr., $625*; Fairlane (6) 53 (88) su * 
per 2-dr., $210*. 
2-dr. Victoria, $405; Custom (8) 2-dr. ore) as 
Victoria, $600*; 2-dr., $450; Custom a ata ee, wury (5) é-dr. Rardtep, 
(6) 2-dr., $430; Ranch Wagon (6) 59 Savoy (6) 2-dr., $1,010. 
‘an eles eu 405: Fai 2 ’58 Suburban (8) 4-dr., $980*; Savoy 
TAILORED-TO-FIT Each set contains all components for ustom (8) 4-dr., $495; Fairlane (8) (6) 4-dr., $700. 
let of 2-dr., $490, $385; 4-dr., $405*° (ps), ’57 Belvedere (8) 4-dr. hardtop, $880* 
complete replacement of mat panels $400* (ps), $395*, $310* (ps). : * : 
é (ps); Suburban (6) 2-dr., $710. 
54 Crest (8) 4-dr., $380°; 2-dr. Victoria,| +56 suburban (8) 4-dr., $580*; Plaza (8) 
COLOR-KEYED Available in colors and patterns 28 $365*. 4-dr., $455*; Savoy (8) 4-dr., $400*. 
66 fnede interior tisk. = aE Ga Premiere 4-dr. hardtop, $1,- a aw og ae 
® za = oT ° 
MERCURY—’59 Park Lane 4-dr. hardtop, | PONTIAC—’59 Catalina 4-dr., $1,675*, $1,- 
$1,910*; Monterey 4-dr., $1,300* (ps). 410*. 
'68 Montclair 4-dr. hardtop, $1,200* ’57 Star Chief Safari 4-dr., $1,345* (ps); 
‘ (ps); Commuter 4-dr., $805*. conv., $1,025*; Chieftain 2-dr. Cata- 
57 Monterey conv., $845*; 2-dr. hard- lina, $1,000*; 4-dr., $945*; 2-dr., 
Made from top, $830*; Commuter 2-dr., $800. $670°. 
strong ’56 Montclair 4-dr. hardtop, $680* (ps);| °55 Chieftain 2-dr., $410*. 
ae aaavewe Monterey 2-dr. hardtop, $505*, $385*| RAMBLER—’59 Ambassador (8) Super 
(ps). Cross Country, $1,570, $1,330* (ps); 4- 
Vinyl Automat 55 Montclair 4-dr., $525; Monterey 2-dr. dr., $550*. 
hardtop, $460* (ps), $430* (ps); Cus-| STUDEBAKER—’59 Lark (8) 4-dr., $1,- 
ECONOMICAL tom 4-dr., $345, $315. 100; Lark (6) 2-dr., $1,050; 4-dr., 
Low in cost. Pre-cut to save OLDSMOBILE—’60 (88) 4-dr. Holiday, $2,- $1,000. 
tly labor charges. Quic 710* (ps); 4-dr., $2,495* (ps). MISCELLANEOUS—’59 Chevrolet (6) El 
atte 9 iby '58 (88) Super 4-dr. Holiday, $1,695* Camino, $1,250. 
insta’ anyone. (ps); (88) 2-dr., $915* (ps). ’56 Ford (8) %-ton pickup, $570*. 
"57 (98) 2-dr. Holiday, $1,150*; 4-dr., ’55 Chevrolet (8) %-ton pickup, $610. 
INDIVIDUALLY BOXED $1,065* (ps); (88) Super 2-dr, Holi-| °’54 Ford 2-ton truck, $560; %-ton pick- 
omplete wi day, $970* (ps), $960* (ps); (88) 4- up, $310. 
ace io with a labeled for easy dr. Holiday, $810* (ps). 50 Ford %-ton pickup, $280. 
sive & Applicator identification. *56 (98) 4-dr., $700*; (88) 2-dr. Holiday, 
$590*; 4-dr. Holiday, $465* (ps); (88) 
Super conv., $565* (ps). DETROIT 
‘55 (88) 4-dr. Holiday, $360* (ps); 2-dr., Aptco Auto Auction, Sale every Wednes- 
$320* (ps): 4-dr., $320*. day, Prices are for sale of Sept. 14. 
$1,-| BUICK—’59 LeSabre 4-dr., $1,940*; 2-dr., 


$1,735*. 
*58 Special 2-dr, Riviera, $1,155* (ps). 
Special 2-dr. 


PLYMOUTH—’60 Suburban (8) 4- dr., 
950. 
"59 Belvedere (8) 4-dr. hardtop, $1,450*. 


"58 Belvedere (8) 4-dr., $1,080* (ps); "57 RM conv., $970* (ps); 
Plaza (6) 2-dr., $425. Riviera, $860*. 
'56 Belvedere (8) 4-dr., $485. ’56 Special 4-dr., $445*; Century 4-dr., 
PONTIAC—’59 Bonneville sport coupe, $2,- $435*. 
375*; 4-dr. Vista, $2,000* (ps), $1,- ’55 Super 2-dr, Riviera, $375* (ps). 
950*; conv., $1,900. CADILLAC—’60 (62) conv., $4,460* (ps); 
'57 Star Chief Safari 4-dr., $1,320* (ps); 2-dr. hardtop, $4,150* (ps), $4,075* 
4-dr. Catalina, $1,010* (ps), $910* (ps); 4-dr., $4,075* (ps); de Ville 4- 
eek UNLIMITED (ps); 2-dr. Catalina, $875* (ps); 4-dr., dr, hardtop, $4,150* (ps). 
/ $815* (ps), $795* (ps). *59 Eldorado conv., $3,650* (ps). 
"55 (62) Coupe de Ville, $1,030* (ps). 


56 Star Chief 2-dr. Catalina, $625* (ps). 
’55 Chieftain 4-dr., $315*, 
RAMBLER — ’58 Ambassador (8) 
Country, $1,280; American (6) 
$725. 


55 Super Suburban 2-dr., $340*. 
STUDEBAKER—’59 Lark (8) station wag- 
on, $1,465* (ps); Lark (6) 2-dr., $1,- 
100*, $895; 4-dr., $1,045, $915. 
VALIANT—’60 Valiant station wagon, $1,- 


CHEVROLET—’60 Impala (8) conv., §2,- 
100; Corvair 700 (6) 2-dr., $1,620. 
"59 Impala (8) sport sedan, $1,850*; 4- 


r., $1,760*. 

’58 Impala (8) 2-dr., $1,375*; Brook- 
wood (8) 4-dr., $1,280%; Biscayne (8) 
2-dr., $900*, $890, 

’57 Bel Air (8) 4-dr., $1,075* (ps); sta- 
tion wagon (8) 4-dr., $850*. 


Cross 
2-dr.. 











950°. ’56 Bel Air (8) conv., $710*; Two-ten 
MISCELLANEOUS — ’58 Dodge pickup, (8) sport sedan, $565". 
$755. '55 Two-ten (6) 4-dr., $400; 2- dr., $325*. 
A f i 57 Chevrolet pickup, $690. CURINAD— 98 Windsor 2-dr. hardtop, 
i 4 00* (ps). 
'g ] a) / F | ’55 Windsor 2-dr, hardtop, $325* (ps). 
S 14 a MASON CITY, IA. DeSOTO—’56 Firedome 4-dr., $425*. 
~ Central States Auto Auction. Sale every| DODGE—'59 Coronet (8) 2-dr. hardtop, 
_ a Wednesday. Prices are for sale of Sept. 14. $1,440. 
) y ) ; Buyers cautious and selective but still pay-| ‘57 Coronet (8) 4-dr., $700* (ps). 
; ( | ( ( ing top buck for nice ones, Sold 77 per- ’56 Royal (8) 4-dr., $500*. 
\ cent of 168 consignments. ’55 Royal (8) 4-dr., $415*. 
BUICK—’60 Electra 2-dr. hardtop, $2,600* | EDSEL—’58 Corsair (8) 4-dr., $785*. 
; (ps). FORD—’'60 Thunderbird (8) 2-dr. hard- 
4 ’58 RM conv., $1,375* (ps); Special 2- top, $3,265* (ps), $3,000 
C dr., $1,070*. '59 Galaxie (8) 2-dr., $1, 815° (ps); 4- 
'S7 Century Estate Wagon, $1,295* (ps); dr, Victoria, $1,700*; conv., $1,650° 
- Special 4-dr. Riviera, $865* (ps). (ps); Fairlane 500 (8) 2-dr., $1,600*; 
Be we, °56 Super 2-dr. Riviera, $560* (ps). 2-dr. Victoria, $1,585* (ps); Country 
tm , '65 Special 2-dr., $450*; Super 4-dr., Sedan (8) 4-dr., $1,450*; Fairlane (8) 
$375* (ps). 2-dr., $1,100*. 
CADILLAC—’59 (62) 4-dr., $3,175* (ps). '58 Thunderbird (8) 2-dr, hardtop, $2,- 
'58 (62) 2-dr, hardtop, $2,250* (ps). 190* (ps); Fairlane (8) 4-dr., $1,100; 
’57 (62) Coupe de Ville, $1,940* (ps). 2-dr., $975; Country Sedan (8) 4-dr., 
’55 (62) 2-dr,. hardtop, $1,150* (ps); $1,080*, $1,050; Custom 300 (6) 2- 
4-dr., $845* (ps); (60) Special 4-dr., r., $725". 
$1,050* (ps). ’57 Fairlane 500 (8) 2-dr. Victoria, $965* 
VRO — "60 Corvair 700 (6) 4-dr., (ps); 4-dr, hardtop, $895* (ps); conv., 
$1,400*. $815* (ps); Fairlane (8) 2-dr. Vic- 
"59 Impala (8) sport coupe, $1,810* (ps); toria, $800*; Country Sedan (8) 4-dr., 
4-dr., $1,700* (ps); Bel Air (8) sport $720*; Custom 300 (8) 4-dr., $600*; 
sedan, $1,675*; 4-dr., $1,485*, $1,440*, Custom (8) 4-dr., $500*, 
$1,340; Bel Air (6) 2-dr., $1,395; 4- ’56 Country Sedan (8) 4-dr., $790*, 
dr., $1,300; Parkwood (6) 4-dr., $1,- $595*, $575*; Fairlane (8) 2-dr., 
600; Brookwood (6) 4-dr., $1,370; Bis- $525*, $470*°; Ranch Wagon (8) 2-dr., 
cayne (6) 4-dr., $1,285. $345. 
"6S Impala (8) sport coupe, $1,530* 55 Thunderbird (8) 2-dr., $1,300; Coun- 
(ps); Yeoman (8) 4-dr., $1,285; Bel 
= (8) 4-dr., $1,195*; Biscayne (8) 
-dr., $1,050*. 
HELAND COMPANY 'S7 Bel Air (8) conv., $1,250* (ps); Model Breakdown 
ay $1,080; Bel Air (6) sport sedan, Of A +i A 
1,170*; Two-ten (8) 2-dr., $925, 
INDRY DIV N $885°; 4-dr., $835*; Two-ten (6) 2-dr., ucrion verages 
: $765°. Sept, 1960 Aug., July, 
’56 Two-ten (8) station wagon, $875*| Model To Date 1960 1960 
(ps); 4-dr., $720, $6409*, $575; Two- 
ten (6) station wagon, $765; Bel Air on eae. — —_ oo 
(8) 4-dr., $795". | | 2888............ D , 801 
’55 Bel Air (6) 4-dr., $675, $620; Bel| 19658............ 1,170 1,242 1,256 
Air (8) 4-dr., $545*; Two-ten (8) 
4-dr., $470*; Delray, $400*; One-fifty — rae = a a 
(6) business Sees, Bie a ay teettveee 
OHRYSLER — ’'57 Windsor 4-dr., $830°| 1956............ 399 412 422 
(ps). 
'56 Windsor 4-dr., $625*. aio eras = = = 
‘655 NY 2-dr. hardtop, $575 (ps). 9 | 7 rrr rrres 
COMET—’'60 Comet 2-dr., $1,875°*. Overall —_—— 
DeSOTO—’'58 Fireflite station wagon, $1,- Average $ 917 $ 954 $ 963 


450° (ps). 
’57 Fireflite 2-dr. hardtop, $775* (ps). 








try Squire (8) 4-dr., $565* (ps); Fair- 
lane (8) 2-dr., $380; Custom (8) 4-dr., 


$350, $230*; Ranch Wagon (8) 2-dr., 
$300. 

LINCOLN—’55 Capri 2-dr. hardtop, $450* 
(ps). 

MEROCURY—’58 Monterey 4-dr., $1,070*; 
2-dr., $1,000*, $850*. 


"57 Monterey 2- ‘ar., $720*, 

’56 Monterey 2-dr, hardtop, $480°*; 
clair 4-dr, hardtop, $465*. 

"54 Monterey 2-dr, hardtop, $275*, 

'53 Monterey 2-dr. hardtop, $355*. 

OLDSMOBILE — ’60 Holiday, 
$2,500* (ps). 

'568 (88) Super 2-dr. 
conv., $1,450* (ps); 
day, $1,280*, 

’57 (88) 2-dr., $1,125°*. 

’56 (88) 2-dr., $750*. 

55 (88) 2-dr., $290*. 

"54 (88) Super 4-dr., $235*, 

PLYMOUTH—'60 Fury (8) 4-dr. hardtop, 
$2,050* (ps); Belvedere (8) 2-dr, hard- 


top, $1,800*, 
’59 Belvedere (6) 2-dr., $1,200, 


Mont- 


(88) 4-dr. 


Holiday, 
(88) 2-dr, 


$1,500*; 
Holi- 


‘58 Belvedere (8) 2-dr, hardtop, $910* 
(ps); Savoy (8) 4-dr., $795*. 

’57 Belvedere (8) 4-dr., $550*; Savoy 
(8) 2-dr., $500*, $350°%; 4-dr., $475*. 

’56 Savoy (8) 4-dr., $220°, 


PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 


595* (ps); Ventura 4-dr. Vista, §$2,- 
455* (ps). 
’58 Chieftain 4-dr., $1,025*. 
’57 Chieftain 4-dr., $790*, 
’56 Chieftain 2-dr, Catalina, $390*, 
RAMBLER—'60 Super (6) 4-dr., $1,800, 


$1,675; American (6) station wagon 


2-dr., $1,460, 

"59 Ambassador (8) 4-dr., 
tom (6) Cross Country 4-dr., $1,700; 
Super (6) Cross Country 4-dr., §$1,- 
200*; American (6) station wagon 2- 
dr., $1,035; 2-dr., $955, $880, $875. 

MISCELLANEOUS — ‘60 Chevrolet (8) 
Apache, $1,370. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are 
for sale of Sept, 13, 

BUICK — ‘'59 LeSabre Estate Wagon, 
$2,250* (ps); Invicta 2-dr, hardtop, 
$2,150* (ps), $2,025* (ps). 

’58 Century 4-dr, Riviera, $1,325* 
2-dz, Riviera, $1,200* (ps), 

’57 RM 4-dr. Riviera, $1,130* (ps); Su- 
per 4-dr, Riviera, $1,050* (ps); 2-dr. 
Riviera, $1,000* (ps); Special conv., 
$765*; 4-dr. Riviera, $760*, 

56 Super 2-dr. Riviera, $710* (ps); 4- 
dr, Riviera, $650* (ps); Century conv., 


$1,800; Cus- 


(ps); 


$660* (ps); 4-dr, Riviera, $515* (ps); 
Special 4-dr, Riviera, $560*; RM 2-dr. 
Riviera, $455* (ps). 

55 Special 2-dr, Riviera, $565* (ps), 
$445* (ps); 4-dr, Riviera, $525* (ps); 
2-dr., $315*. 

’54 Special 2-dr., $390*; RM 2-dr. Rivi- 
era, $340* (ps); Super 4-dr., $285*. 

53 Super 4-dr., $135*, 

CADILLAC—’59 (60) Special 4-dr, hard- 
top, $4,070* (ps); de Ville 2-dr, hard- 
top, $3,900* (ps); (62) 2-dr, hardtop, 
$3,675* (ps), $3,540* (ps); conv., $3,- 
500* (ps); 4-dr., $3,360* (ps). 

’5S (62) Sedan de Ville, $2,615* (ps), 
$2,300* (ps); 4-dr, hardtop, $2,550* 


(ps); 2-dr, hardtop, $2,525* (ps). 

57 (62) Sedan de Ville, $2,135* (ps), 
$2,025* (ps); 4-dr., $2,010* (ps); 2- 
dr, hardtop, $1,980* (ps). 


"56 (62) 2-dr. hardtop, $1,225* (ps). 
’55 (62) Coupe de Ville, $1,180* (ps); 
2-dr. hardtop, $985* (ps), $750* (ps). 


54 (62) 2-dr. hardtop, $995* (ps); 
Coupe de Ville, $875* (ps). 

’53 (62) conv., $385* (ps), $250* 
Coupe de Ville, $215* (ps). 

52 (62) 4-dr., $170*, 

"51 (60) Special 4-dr., $215*, 

"50 (61) 4-dr., $305*. 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,390; Impala (6) sport coupe, §$2,- 
175; Biscayne (6) utility sedan, §$1,- 
560. 

’59 Impala (8) sport coupe, $2,100, §$2,- 
090* (ps), 2 at $2,050* (ps), $1,990* 
(ps), $1,910*, $1,905*, $1,870*; conv., 
$2,050* (ps); sport sedan, §$2,000* 
(ps), $1,885* (ps); Impala (6) sport 
coupe, $1,950* (ps); Parkwood (8) 4- 
r., $1,935* (ps), $1,915* (ps); Brook- 


(ps); 


wood (8) 4-dr., $1,875*; Kingswood 
(8) 4-dr., $1,830* (ps); Bel Air (8) 
sport sedan, 2 at $1,700* (ps); 4-dr., 
2 at $1,625* (ps), $1,610* (ps), $1,- 
600* (ps); 2-dr., $1,400*; Biscayne (8) 
4-dr., $1,500*; Biscayne (6) 2-dr., $1,- 
360*. 


’58 Impala (8) conv., $1,495* (ps), $1,- 


395* (ps); Brookwood (8) 4-dr., §$1,- 
385* (ps); Delray (8) 2-dr., $1,190; 
Biscayne (8) 2-dr., $1,190* (ps), $1,- 
025*; Bel Air (8) sport sedan, $1,035* 
(ps); Biscayne (6) sport coupe, $840. 

’57 Corvette (8) conv., $1,700*; Bel Air 
(8) conv., $1,230* (ps). 

56 Bel Air (8) 2-dr., $805*%, $735*%; 
conv., $785* (ps); sport sedan, $550*; 


Bel Air (6) conv., $630*; One-fifty (6) 


2-dr., $620; utility sedan, $485, $460; 
Two-ten (8) 4-dr., $585*; station wag- 
on, $585*. 

’55 Bel Air (8) sport coupe, $740*, $720; 
4-dr., $695*; Bel Air (6) 2-dr., $570*; 
4-dr., $435; Two-ten (8) station wag- 
on 4-dr., $665*, $635, $550*°; 4-dr., 
$435; Two-ten (6) station wagon, 
$490*; One-fifty (6) utility sedan, 
$390; 4-dr., $385. 

’54 Bel Air 2-dr., $435*% (ps); 4-dr., 
$310*, $275; Two-ten 2-dr., $390, 
$350°. 

53 Bel Air 2-dr. hardtop, $330*; 4-dr., 
$235. 

’52 Deluxe 4-dr., $195*, $110; 2-dr, hard- 
top, $180°. 

CHRYSLER—’57 Saratoga 2-dr, hardtop, 
$1,050* (ps); 4-dr., $1,010* (ps). 

’54 NY 2-dr., hardtop, $385. 

DeSOTO—’56 Firedome 4-dr, hardtop, 
$795°*. 

'54 Firedome conv., $160*, 

DODGE—’58 Coronet (8) 2-dr, hardtop, 
$1,245* (ps). 

’57 Coronet (8) 2-dr, hardtop, $985* 
(ps); 2-dr., $625*; Coronet (6) 4-dr., 
$705*. 

’56 Coronet (6) 2-dr, hardtop, §480*; 
Suburban 2-dr., $450; 4-dr., $395*. 


‘55 Coronet (6) 2-dr. hardtop, $510. 
FORD—'60 Galaxie (8) starliner, $2,100* 
(ps); Falcon (6) 2-dr., $1,700. 

59 Thunderbird (8) conv., $3,000* (ps); 
Galaxie (8) skyliner, $2,250* (ps); 
4-dr. Victoria, $1,840* (ps); conv., 
$1,785* (ps), $1,775* (ps), $1,675* 
(ps); 2-dr, Victoria, $1,715* (ps), $1,- 
700* (ps); Fairlane (8) 2-dr., $1,410*; 
Ranch Wagon (6) 2-dr., $1, 160°. 

'58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
135* (ps); conv., $1,125*, $795* (ps); 
4-dr., $1,075* (ps); Ranch Wagon (8) 


(Continued on Page 56, Col, 1) 
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Automatic Drive Standard 


Buick Has New Body, 15 Models 


What's New: 

New body and frame , . . short- 
er and narrower than last year 
-.. interior dimensions increased 
. . « redesigned rear suspension 
... lower transmission tunnel. , . 
automatic transmission standard 
on all models . . . new instrument 
panel with recessed controls .. . 
ignition-key starter replaces foot- 
operated starter ... two-piece 
driveshaft. 


* * * 


IFTEEN Buick models in four 

series will take their places in 
dealer showrooms Oct. 5. The ’61 
offerings feature a new body and 
frame and are shorter and narrow- 
er than the ’60s. ; 

Automatic transmission is stand- 
ard equipment on all models this 
year. It was an extra-cost option 

on LeSabres last season. 

The ’61 Buick presents a racy 
profile. Front fenders are missile- 
shaped, and fender, body and 
quarter panels are sculptured. A 
strip of molding outlines the 
front fenders and sweeps the 
length of the car above the venti- 
ports and door handles. 


The wide grille encompasses the 
dual headlights and has a Buick 
medallion in the center. The rear 
deck is clean, and the horizontal 
taillights are sectioned by vertical 
chrome strips. 

* * * 
HE 15 models include 12 roof 
designs. The windshield dogleg 
has been eliminated, and interior 
dimensions have been increased 
even though the car is two inches 
narrower than last year. 


The instrument panel is new and 
features recessed controls and a 
five-position ignition switch. The 
positions are “off,” “on,” “start,” 
“accessory” and “lock.” Thus, an 
ignition-key starter has replaced 
the foot-operated starter. 


LeSabre models utilize a 364- 
cubic-inch engine, but buyers 
have a choice of compression 
ratios and horsepower. 

The regular LeSabre V-8 develops 
250 horsepower and has a compres- 
sion ratio of 10.25 to 1, Horsepower 
rises to 300 with a four-barre] car- 
buretor, LeSabre’s regular-fuel en- 
gine is rated at 235 horsepower and 
has a 9-to-1 compression ratio. 

The Invicta, Electra and Electra 


225 series employ a 401-cubic-inch 
ae 
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on LeSabre ... 


engine. Horsepower is 325 and com- 
pression ratio is 10.25 to 1. 
* * + 

HE automatic transmission is 

six inches shorter and 20 pounds 

lighter than last year’s. Buick said 
this has resulted in a lower floor 
tunnel, 

Also contributing to a lower tun- 
nel and more legroom is a new two- 
piece driveshaft with a constant- 
velocity universal joint. Buick said 
it resembles two conventional joints 
placed back-to-back and makes 
possible an extremely smooth-run- 
ning driveline. 

The new driveline made it nec- 
essary to redesign the rear sus- 
pension because of the elimina- 
tion of the torque tube. Forces 
which formerly were transmitted 
from the rear wheels to the chas- 
sis through the torque tube now 


Plymouth Club 
Increases Trips 


For Top Salesmen 


DETROIT. — Plymouth salesmen 
this year have the best chance ever 
of winning the expense-paid, four- 
day holiday for two awarded annu- 
ally to top members of the Plym- 
outh All-Star Salesmen’s Club, ac- 
cording to Club Director Don Julius. 

“This year we have increased the 
chances of winning by offering 
trips to 144 salesmen compared 
with 126 who previously made the 
trip,” Julius said. 

He also announced that San Fran- 
cisco has been selected as the site 
of the award holiday. Salesmen and 
their wives will stay at the Fair- 
mont Hotel. 

First-half sales report show that 
1959 competition is the closest in 
club history, Julius reported. “At 
the present time several thousand 
salesmen are in strong contention,” 
he explained. 

All salesmen have an equal 
chance to win since they compete 
against other salesmen having simi- 
lar sales opportunities based on the 
volume of Plymouth business done 
by the dealership. 

In addition to the San Francisco 
trip, winning salesmen become 
members of the club’s Diamond 
Chapter, which directs club activi- 
ties throughout the year, Each 
member also receives a diamond- 


studded pin. 




























































are taken by a pair of lower con- 
trol links. 
The links are connected to the 
frame at their front ends and to 
a bracket attached to the lower 
axle housing at the opposite ends. 
An adjustable third link keeps the 
axle housing from rotating between 
the two lower control links during 
braking and acceleration. 
Buick retains its transverse muf- 
fler (the muffler is mounted cross- 
wise at the rear of the car) and its 
finned aluminum front brake 
drums. The 15-inch wheels have 
12-inch diameter drums with a 
gross lining area of 197.3 cubic 
inches. * * «* 
E SABRES and Invictas have a 
123-inch wheelbase and are 213.2 
inches long, 78 inches wide and 56.3 
inches high. Electra and Electra 
225 dimensions are: Wheelbase, 126 
inches; length, 219.2 inches, and 
height, 57.1 inches. 
LeSabres and Invictas are 4.7 
inches shorter than last year; Elec- 
tras are two inches shorter. 
There are 15 models for 61, four 
less than last year. Gone are the 
Invicta four-door sedan, the two 
Invicta station wagons and the 
Electra 225 flat-roof four-door 


SOUND DEADENERS 
SPECIALIZED CAULK EXTRUSIONS 
BODY SEALERS 


ADHESIVES 


door sedan, four-door hardtop, two- 
two-door hardtop, convertible, four- 
door two-seat station wagon and 
four-door three-seat station wagon. 

Invicta—four-door hardtop, two- 
door hardtop and convertible. 

Electra — four-door sedan, four- 
door hardtop (flat roof) and two- 
door hardtop. 

Electra 225—four-door hardtop 
(sloping roof) and convertible. 


Talcum Research 
Seen Bringing 
Quieter-Ride Tire 


NEW YORK.—Quieter, smoother 
riding auto tires may result from 
research on talcum powder, a 
chemical engineer told the Ameri- 
can Chemical Society last week. 

Talc, a mineral containing mag- 
nesium and silicon, is ordinarily 
used in the rubber industry as a 
dusting powder to keep raw rubber 
from sticking to processing machin- 
ery. It also has been used as a filler 
in solid rubber products. 

The discovery has now been made 
that talc, when ground by newly 
ueveloped “ultrafine” techniques, 
becomes an effective reinforcing 
agent for one type of synthetic rub- 
per. Perhaps more important, the 
finely ground tale enhances the 


powerful rubber reinforcing quali- 
ties of carbon black, according to 
M. F. Warner, chemical engineer 
with Sierra Talc Co., South Pasa- 
dena, Calif. 

When the new talc was used in 
a ratio of one part to four parts 
of carbon black, the rubber com- 
positions showed higher tensile 
strength and stretchability than 
with either black or talc alone, he 
told the society’s Division of Rub- 
ber Chemistry. 

While improving these key phys- 
ical properties, the ultrafine talc 
also makes the carbon-black re- 
inforced rubber easier to process 
by reducing heat buildup and 
shrinkage, Warner added. The 
practical results of this would be 
smoother extruded rubber parts and 
a decrease in mixing and milling 
costs, he said. 
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Buick Features Missile-Shaped Fenders— 


Clean and sweeping lines, exemplified by missile-shaped front fenders, and in- 
creased interior roominess are the outstanding characteristics of Buick's two-door 
Invicta hardtop. The Invicta is powered by a 401-cubic-inch V-8 engine. As in all 
regular-sized Buicks for 1961, the floor tunnel in the Invicta has been lowered through 


shortening the transmission and the use of a new driveline. 
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India Planning 


Low-Cost Car 


NEW DELHI, India.—The Indian 
Government has announced its in- 
tention to manufacture a low-cost 
car and has set up a committee to 
consider the feasibility of producing 
one for about $1,400. The committee 
has been directed to report within 
four months. 

With a view to economies in for- 
eign exchange, the committee will 
examine existing engineering facil- 
ities in the country in both the pri- 
vate and public sectors before 
selecting the car to be built, the 
government said. 





For the Open Road— 


Buick's 1961 styling is demonstrated in the Electra 225 convertible with its broad, 
flat rear deck lid and heavy rear bumper tailored to the contours of the rear body 
design. The convertible features a leather interior. Bucket seats are optional. Power 
steering, power brakes, power windows and turbine transmission are standard on all 
Electra 225 models. 
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(Continued from Page 54) 
‘57 Belvedere (8) 2-dr. 


4-dr., $1,075*; Custom 300 (8) 2-dr., 
$775, $765. 

"57 Fairlane 500 (8) 2-dr, Victoria, $1,- 
220° (ps), $1,000* (ps), $975*; 2-dr., 
$1,170* (ps); conv., $975* (ps), $800* 
(ps); 4-dr., $800* (ps), $780* (ps); 

Custom 300 (8) 2-dr., §710*; 4-dr., 
$485*; Ranch Wagon (6) 2-dr., $680; 
Custom (6) 4-dr., $410, 

"66 Thunderbird (8) conv., $1,450 (ps); 
Parklane (8) 4-dr., $720* (ps); Fair- 
lane (8) conv., $660* (ps), $600* (ps), 
$565* (ps); 2-dr, Victoria, $575* (ps), 
$385* (ps); 4-dr, Victoria, $525* (ps); 
2-dr., $385; Custom (8) 2-dr., $470; 
4-dr., $400*, 

HUDSON—’53 Wasp 4-dr., $175*. 
IMPERIAL—’57 Imperial 4-dr. hardtop, 
$1,365* (ps); 2-dr, hardtop, $1,300* 


(ps). 
LINOOLN—’'57 Premiere conv., $1,385* 
(ps). 
56 Premiere 4-dr., $1,210*, 


$975* (ps). 
'65 Capri 2-dr. hardtop, $650* (ps), 
$380* (ps). 
MERCURY—’'58 Monterey 2-dr., $1,235* 
(ps). 


56 Monterey 2-dr, hardtop, $555* (ps); 
4-dr., $375*; Custom 2-dr., $395*. 
55 Montclair 2-dr, hardtop, $565*, 
$500*; Monterey 2-dr. hardtop, $395°. 
OLDSMOBILE—’60 (88) Super conv., $2,- 
985* (ps); (88) 2-dr. Holiday, $2,900° 
(ps). 
’58 (88) Super 2-dr, Scenic, $1,665* (ps). 
’5T (98) 4-dr, Holiday, $1,300* (ps), 
$950* (ps); (88) Super 2-dr, Holiday, 
$1,100* (ps); (88) 2-dr, Holiday, $740* 
(ps). 
’56 (98) conv., $950° (ps); 4-dr, Holli- 
day, $525* (ps); (88) 2-dr, Holiday, 
$860* (ps), $610* (ps); 4-dr, Holiday, 
$705* (ps); 2-dr., $435. 
PACKARD—’55 Clipper Custom 4-dr., 


$555* (ps). 
PLYMOUTH—’60 Fury (8) 2-dr, hardtop, 
$2,125* (ps). 
'58 Suburban’ (8) 4-dr., $1,095* (ps), 
$1,035°. 





ALBANY 
Renault—'59 Dauphine 4-dr., $600. 


Volvo—'60 2-dr., $1,289. 


BORDENTOWN, N. J. 
Fiat—’'60 2-dr., $765. 
Renault—'60 4-dr., $965. 
Volvo—’59 2-dr., $1,050. 


CALDWELL, N. J. 
Ford (English)—'58 Consul 4-dr., $575; 
Anglia 4-dr., $275. 
Jaguar—'55 Mark VII 4-dr., $675*. 
Mercedes-Benz—’60 1908L conv., $1,750. 
Triumph—’60 roadster, $1,700, $1,675, 


CHICAGO 


Ford (English)—'59 Anglia 2-dr., $650. 
Volkswagen—'60 Karmann-Ghia conv., $1,- 


950. 
Volvo—'59 2-dr., $1,320. 


COLUMBUS, O. 


Vauxhali—’'59 Super 4-dr., $890. 
Volkswagen—'60 2-dr., $1,485. 


DANVILLE, VA. 
Renault—’'60 2-dr., $1,075. 


DAYTONA BEACH, FLA, 
Ford (English)—’58 2-dr., $515. 
Goliath—’60 Hansa, $650. 
Jaguar—’57 roadster, $1,175. 

NSU Prinz—’59 2-dr., $480. 
Simea—’'59 4-dr., $600; 2-dr., $400, 


DETROIT 
Renault—'59 Dauphine 4-dr., $650. 
’58 Dauphine 4-dr., $525, 
Volvo—'58 2-dr., $890. 


DYER, IND. 
Renault—'59, $655. 
"58, $375. 
Triumph—’'59, $590. 
Volkswagen—'57, $615. 


FLINT 
Hiliman—’59 Minx 4-dr., $570. 
Renault—'57 4-dr., $435. 
Volkswagen—'57 2-dr., $550. 


KANSAS CITY 
Ford (English)—'59 Anglia 2-dr., $620. 
Renault—’59 Dauphine 4-dr., $657. 


LOS ANGELES 
Oltroen—’'58 DS19, $400*. 
Ford (English)—’'57 Zephyr conv., $375. 
Hiliman—'57 Husky, $350. 
Jaguar—'55 KL40M conv., $725. 
MG—'59 roadster, $1,500. 

"54 roadster, $675. 
Merecedes-Benz—'57 300C 4-dr., 
Simea—'60 Grand Large 2-dr, 

$1,050, 
Volkswagen—'60 2-dr., $1,550. 
‘58 Karmann-Ghia 2-dr., $1,380, 
'6S 2-dr., $635, 
Voelvo—' 58 2-dr., $535. 


MASON CITY, IA. 
Metropolitan—’60, $1,250. 
Opel——'54 2-dr., $260. 
Volkswagen—'58, $1,025. 


WAREHOUSE POINT, CONN. 
Hiliman—'57 Husky station wagon, $285. 
Renault—'58 Dauphine, $470. 
Triumph—’'59 station wagon, $300. 
Vauxhall—'58 4-dr., $565. 
Volkswagen-——'57 Karmann-Ghia, 

'66 2-dr., $385, 


WEST PALM BEACH, FLA. 
Ford (English)—'57 Anglia 2-dr., $340, 
Hiliman—'59 Minx conv., $850. 

‘58 conv., $650. 
MG—'68 MGA roadster, $1,150. 
Morris—'58 Minor 2-dr., $350. 
Renault—'60 4-dr., $800. 

‘58 Dauphine 4-dr., $505 
Sunbeam—'56 Rapier 2-dr. 
Taunus—'59 4-dr., $900. 
Volkswagen—'57 2-dr., $670. 

‘56 Karmann-Ghia 2-dr, hardtop, $910. 


$2,350. 
hardtop, 


$1,105. 


hardtop, $465. 


Used-Car Auction Prices 
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Camino, $2,100* (ps). 


El Camino, $1,310; 
$1,235; (6) 





hardtop, $750*; 


WILLYS—’49 station wagon, $245. 4-dr., 
MISOELLANEOUS—’60 Chevrolet (8) El 


59 Chevrolet (8) El Camino, $1,800; (6) 
(8) %-ton pickup, 
i%-ton fleetside pickup, 

$1,180; Ford (8) F-100 pickup, 

295; (6) F-100 pickup, $1,150, $1,075. 
"58 GMC (8) %-ton panel, 
"66 Ford (8) F-100 pickup, $795, $775. 


$850* (ps); Century 2-dr, Rivi- $965; Yeoman (6) 4-dr., $1,090. 
ett $830*. "57 Bel Air (8) 4-dr., $1,165*, $880; 4- 
56 Special 2-dr. Riviera, $710*; 4-dr. dr, hardtop, $665*; 2-dr. hardtop, 


$875; Two-ten (6) 2-dr., $805; Two- 
ten (8) 4-dr., $755, $735*; 2-dr., $685. 
7 a Air (8) 4-dr., $725*, $595*; 2- 
$575; Two-ten (8) Delray, $500*; 


Riviera, $590* (ps); Century 4-dr, Ri- 

viera, $655*; 2-dr. Riviera, $530* (ps), 
$525* (ps); Super 4-dr., $500* (ps). 

$1,- ae ae” (62) Sedan de Ville, $1,- 
ps). iekese wagon 4-dr., $480*; One-fift 

"55 (62) conv., $830* (ps). (6) 4-dr., $430. r 

CHEVROLET—’60 Impala (8) 2-dr. hard-| CHRYSLER—’58 NY 4-dr., $1,440* (ps). 


top, $2,215*; Biscayne (6) 2-dr., $1,- 
680; Corvair (6) 4-dr., $1,550, $1,400. EDSEL—’58 Citation 4-dr, hardtop, $750* 


$800. 


ee A ERNE Tate oan 





a 4-dr., $620°; Plaza (8) FLINT ’59 Brookwood (8) 4-dr., $1,780*, $1,- (ps). 
'56 Plaza (6) 2-dr., $320°. Flint Auto Auction, Sale every Wednes- 450°; Impala (8) conv., $1,780*, $1,- FORD—'60 Falcon (6) station wagon 2- 
1, ‘Plaza (8) Suburban’ 2-dr.,_ gator; | Gay. Erices are for site of Sept, 14. Mar-| 758, $1,000; S-de. ardton, $700] ast aes e ay ante F005 (oe): 
oar $340 ees Belvedere - seems only normal for this’ Fg Parkwood (8) 4-dr., $1 675° $1,655; 2 dr. ws 800° (pe); 2 ar, Vietoria: 
wt : R +» $1, , -dr., , ; 2-dr, , : 
PONTIAC '59 Bonneville sport coupe, $2,- Sold 205 cars from 308 consignments. ao * er os — ay wl oe. eons: en eee aan rane my : 
ee Bhan Gklel nome. take BUICH—"00 Biogtrp 4-dr., $3,005° (ps); 2-dr., $1,375, $1,370, $1,350, $1,315; 2-dr., $1,040; Custom 300° (6) 2-dr., | 
‘ST Star Chief conv., $935* (ps). LeSabre 4-dr, hardtop, $2,585* (ps); Biscayne (6) 2-dr., $1,315, $1,180. $1,135. a 
eA s-dr., $410 wor. -. e- pe $2,400° (ps); 2-dr, hardtop, $2,-| +58 Impala (8) conv., $1,395* (ps); Bel| °58 Thunderbird (8) conv., $2,210* (ps); 
185°. R— ’ ’ 8 , 4-dr. hardtop, $1,975* (sp): Air (8) 4-dr., $1,245* (ps); Brook- Fairlane 500 (8) conv., $1,315* (ps), 4 
‘58 Super (6) 4-dr., $1,075. oar. tneth $1 sos°. I adn P); wood (8) 4-dr., $1,200*; Biscayne (8) $1,170* (ps); Skyliner, $1,240* (ps); E 
66 Gustemn Coens Count ves*. nevoe (pene aed Loom Lorene 2-dr., $1,135* (ps); 4-dr., $1,090* 2-dr, Victoria, $970; Custom 300 (8) 
‘3 Sener Dare “a: ry, $ Te. (ps); 4-dr, hardtop, $1,950 (ps); Biscayne (6) 4-dr., $1,075, $985, 4-dr., $850*; Custom 300 (6) 2-dr., 
STUDEBAKER—’59 Lark (8) station wag-| '58 Super 2-dr, Riviera, $1,400* (ps); at tans a Saree ai : 
on, $1,350*; Lark (6) 4-dr., $1,075, Special 4-dr. Riviera, '$1,290° (ps). The AUTOMOTIVE NEWS ALMANAC is geen; Damtone 96 3) be Ge 
VALIANT—’ 60 Valiant station wagon, $2,- ’57 Special 2-dr,. Riviera, $1,080*, $700*; | a year-round friend, Use it often for statis- ; z > dlr te dima 
350°. Super 2-dr. Riviera, $1,050* (ps); RM/| tics, buyer information and personnel data. (Continued on Page 57, Col, 1) 
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Custom (6) 4-dr., $675, $410; Custom 
300 (8) 2-dr., $595*, 


$525"; 4-dr., 
$525. 


’56 Ranch Wagon (8) 2-dr., $500; Fair- 
lane (8) 2-dr, Victoria, $435*; conv., 
$405*; Custom (8) 4-dr., $355, $325. 

'55 Custom (8) 2-dr., $315; Ranch Wag- 
on (8) 2-dr., $270. 

"54 Crest (8) conv., $115*. 

HUDSON—’54 Jet 4-dr., $235. 


LINCOLN—’55 Capri 4-dr., $310*. 
wear edd Monterey 2-dr. hardtop, 


'55 Montclair conv., $380*, $200. 
OLDSMOBILE—’60 (88) Super 4-dr., $2,- 
550° (ps). 
*59 (98) 4-dr. Holiday, "; , (ps). 


Super 4-dr., $755* (ps). 

’56 (88) Super 4-dr. Holiday, $580* (ps); 
(88) 2-dr, Holiday, $565*. 

"55 (98) 2-dr. Holiday, $525* (ps); (88) 
conv., $375* (ps); (88) Super 4-dr., 
$225°. 

’53 (88) 4-dr., $175*. 

PLYMOUTH—’60 Suburban (8) 4-dr., $2,- 


115* (ps). 

'59 Fury (8) 2-dr., $1,655* (ps); Belve- 
dere (8) 4-dr., $1,095*; Savoy (6) 2- 
dr., $990. 

*58 Savoy (6) 2-dr., $485. 

’57 Savoy (6) 4-dr., $650*, $320; Belve- 


dere (8) 4-dr., $550*, $505* (ps); Su- 
burban (8) 4-dr., $530*. 
"56 Savoy (6) 2-dr., $390; Savoy (8) 2- 





"55 Plaza (6) 2-dr., 
4-dr., $110. 
PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
840* (ps); Ventura 4-dr. Vista, $2,- 
550° (ps), $2,500* (ps); Star Chief 


$370; Savoy (6) 


Brass Firm Renamed 
Anaconda American 


WATERBURY, Conn.—American 
Brass Co. will officially change its 
name to Anaconda American Brass 
Co. on Oct. 3, it was announced by 
President Richard M. Stewart. 

“Since the end of World War II 
there has been a decided trend in 
our business toward advertising, 
marketing and packaging our 
goods under the brand name ‘An- 
aconda,’ and it is only common 
sense that we identify our brand 
name with our company name,” 
Stewart said. The firm is a wholly 
owned subsidiary of Anaconda Co. 


2-dr., $2,475* (ps), $2,375*. 
’59 Bonneville 4-dr, Vista, $2,375* (ps); 
Star Chief 4-dr., $1,915* (ps). 

’58 Star Chief 4-dr., $1,350* (ps), $1,- 
345* (ps); Chieftain 2-dr., $1,025*. 
'57 Chieftain Safari 4-dr., $840* (ps); 
—. , $650*, $625; 2-dr, Holiday, 


$5 
56 Chieftain 2-dr_ Holiday, —. $450° 
(ps); Star Chief 4-dr., $475 
"55 Chieftain 2-dr, Holiday, 925°; 2-dr., 
$160*. 
STUDEBAKER—’60 Lark (6) Deluxe 4- 
r., $1,475*. 
‘56 Commander 4-dr., $380*, 
MISCELLANEOUS — ’'60 Dodge pickup, 


$1,320 
"59 Chevrolet %-ton pickup, $1,295* 


(ps). 
*56 Dodge %-ton pickup, $230. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday, Prices are for sale of 
Sept. 15. Auction bidding was active, but 
retail continues on slow side, Ready to sell, 
clean '58 and older cars in demand, Sold 
147 cars from 238 consignments, 
BUICK—’ 60 Invicta Estate Wagon, $3,075* 





"58 (88) Super 4-dr., $1,3 dr., $350*; Belvedere (8) 4-dr., $315* 
'57 (88) 4-dr. Holiday, see5°. (ps); (88) (ps). 
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WHEELING STEEL CORPORATION - IT’S WHEELING STEEL! 
District Sales Offices located at Atlanta, Boston, Buffalo, 
Chicago, Cincinnati, Cleveland, Detroit, Houston, New York, 

Philadelphia, St. Louis, San Francisco, Wheeling 


















(ps). 
’57 Century 4-dr, Riviera, $975* (ps). 
’56 Special 4-dr., $590*; Century 4-dr. 
Riviera, $550* (ps); RM 2-dr, Riviera, 


$475* (ps). 

'55 Special 2-dr. Riviera, $395*, 2 at 
$260*; 4-dr., $385*; 2-dr., $285, 2 at 
$250; Century conv., $360* (ps), $300* 
(ps). 

’64 Century conv., $305* (ps), $285 (ps); 
Special 2-dr., $§285*, $125°; 4-dr., 


$220; Super 2-dr, Riviera, $230* (ps). 

CADILLAC—’'59 (62) conv., §3,600* (ps). 
’68 (62) Sedan de Ville, $2,400* (ps). 
’57 (62) Sedan de Ville, $1,870* (ps). 

"56 (62) conv., $1,885* (ps), $1,165* 


(ps). 
’54 (62) 2-dr, hardtop, $585* (ps). 
CHEVROLET—'60 Impala (8) 4-dr., §2,- 
110* (ps); Bel Air (8) 2-dr., $1,800* 


(ps). 

’59 Impala (8) conv., $1,765* (ps); Bel 
Air (8) 4-dr., $1,585° (ps); Biscayne 
(6) 4-dr., $975*. 

‘68 Impala (8) conv., $1,025; Yeoman 
(8) 4-dr., $1,000*; Bel Air (8) sport 
sedan, $950° (ps), $930* (ps); 4-dr., 
$850 (ps); Biscayne (6) 4-dr., $945*; 
Delray (6) 4-dr., $800*° (ps). 

’57 Bel Air (8) conv., §875*, $830*; Two- 
ten (8) 4-dr., $825*, $750*°; Two-ten 
(6) station wagon, $810*. 

’56 Bel Air (8) conv., sport coupe, 

$575, $525°; 4-dr., " $575. 

‘oo One-fifty (8) station wagon, $450; 
Two-ten (6) 2-dr., $250; Bel Air (6) 


2-dr., $220. 
a 4-dr., $320*, $265°; 2-dr., 
10. 
'53 Two-ten 2-dr., $250. 
CHRYSLER—’55 NY 2-dr. hardtop, $420* 
(ps); Windsor 2-dr, hardtop, $450* 
(ps). 


’54 Windsor 4-dr., $225* (ps). 
'52 NY 2-dr., $175. 


DeSOTO—’'57 Fireflite 4-dr., $1,070* (ps). 


55 Custom 4-dr., $435 (ps). 
DODGE—’60 Dart (8) Pioneer station 
wagon, $1,950*. 

‘56 Coronet (8) 4-dr., $375*. 

*53 Coronet (6) 2-dr., $155*. 

FORD—’60 Galaxie (8) 4-dr., $1,765* (ps). 

*59 Galaxie (8) conv., $1,650° (ps). 

58 Fairlane (8) 2-dr, Victoria, $925* 
(ps); 4-dr., $875* (ps); 2-dr., $850°; 
4-dr, Victoria, $785*; Custom 300 (6) 
4-dr., $705. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 
day. Prices are for sale of Sept. 15. Mar- 
ket shows slight downward trend here this 
week as a very high percentage of en- 
tries were sold. Clean and sharp cars still 
bringing top dollar with rough and off cars 
being sold only at a price, Sold 219 cars 
from 270 consignments, 
BUICK—’59 LeSabre conv. $1,875* (ps). 


"58 RM 4-dr. Riviera, $1,460* (ps); 
Limited 4-dr. Riviera, $1,390* (ps), 
$1,175* (ps); Special 2-dr., $1,085* 


(ps). 

’57 RM 2-dr. Riviera, $955* (ps); 4-dr. 
Riviera, $760* (ps); Century 4-dr., 
$845* (ps); Special 4-dr., $780* (ps), 
$775* (ps); Super 4-dr. Riviera, $720* 


(ps). 

56 Century 2-dr. Riviera, $640* (ps); 
Special conv., $630* Som 

’55 RM 2-dr., $450* (ps 

’54 RM 4-dr., $260* pe); Special 2-dr. 
Riviera, $200*. 


CADILLAC—’59 (62) 4-dr. hardtop, $3,- 
275* (ps). 
"58 (62) 4-dr. hardtop, $2,700* (ps), 
$2,300* (ps). 


’56 (60) Special 4-dr., $1,200* (ps); (62) 
4-dr., $1,120* (ps), $1,000* (ps). 

*53 (62) 4-dr., $270* (ps). 

CHEVROLET—’60 Bel Air (6) 4-dr., 4 at 

$1,825* (ps), $1,765*, 

’59 Corvette (8) conv., $2,600; Impala 
(8) conv., $1,710* (ps); Bel Air (6) 4- 
dr., $1,450*, $1,425", $1,350, $1,350°*, 
$1,330*, $1,325*, $1,320, 2 at $1,300, 
$1,295, $1,280; 2-dr., $1,250, $1,225, 
$1,125; Bel Air (8) 4-dr., $1,425*, $1,- 
390*, $1,385*, $1,360*, $1,350*, $1,- 
2 * 


80". 

58 Bel Air (8) 2-dr, hardtop, $1,330* 

; 4-dr., $1,150* (ps); Brookwood 
4-dr., $1,110*, $1,100, $1,600*; 
Brookwood (6) 4-dr., $1,045; Biscayne 
(8) 4-dr., $1,055", $1,050*, $1,040*; 
Biscayne (6) 4-dr., $1,050%, $990*, 
$980*, $925°*. 

’57 Bel Air (8) sport sedan, $1,125* 
(ps); Two-ten (8) sport coupe, $940; 
One-fifty (6) 2-dr., $725. 

’56 Two-ten (8) station wagon 2-dr., 


$230. 

55 Bel Air (8) 4-dr., $515*; conv., 
$380*; One-fifty (6) 2-dr., $275. 

‘54 Bel Air (6) sport coupe, $300*; Bel 
Air (6) 2-dr., $290; Two-ten (6) 2- 
dr., $230; Two-ten (8) 4-dr., $160*. 

’53 Bel Air (6) 4-dr., $225*, $105; conv., 
$105, $100*. 

’51 Deluxe 4-dr., $135*, 

’5O station wagon 4-dr., $100*. 
OCHRYSLER—’58 NY 4- dr. ., $1,340* 
Saratoga 4-dr., $1,200* (ps), 

57 NY 2-dr. hardtop, $1,075* (ps). 

COMET—’60 Comet (6) 4-dr., $1,470*. 

DeSOTO—’58 Firedome 4-dr., $1,085*. 

’57 Fireflite 4-dr., $840*. 

'56 Firedome 4-dr., $540*. 

DODGE—’58 Sierra (8) 4-dr., $1,200* 
(ps); Coronet (8) : dr. hardtop, $900*° 
(ps); 4-dr., $880* (ps), 

’57 Coronet (8) 4-dr., P3715°; 4-dr, hard- 
top, $685* (ps). 

’56 Coronet (8) 4-dr., $510* (ps); 2-dr. 
hardtop, $150*. 

FORD—’60 Galaxie $2,140° 


(ps). 
’59 Thunderbird (8) 2-dr. hardtop, $2,- 
610* (ps), $2,550* (ps); Galaxie (8) 


(Continued on Page 58, Col, 3) 


(ps); 


(8) conv., 











Inflates with vacuum cleaner or Sur- 
prise fun for family; visible foe mi miles as 
adv, for new and -car dealers, gas 
stations and new store openings. Genuine 
neoprene, extra durability. New; orig. 
value $20, While P< last $2, plus Oe 
post, and hndig, 5 for $10, Ne C.0.D. 


PRESTON’S, 102 Main ‘ Sroenpert, N.Y. 
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Ford's Wright Honored— 


J. O. Wright, Ford Division general manager, was honored by the State of North 
Carolina in a special ceremony which took place in Dearborn. Wright, center, was 
Presented with a special proclamation, signed by North Carolina's Gov. Luther B. 
Hodges, which designated Wright as an “Ambassador of Good Will" for North Caro- 
lina. Wright was graduated from North Carolina State College “with high honors” in 
1934, Bestowing the award is R. W. Shoffner, assistant director, Agricultural Extension 
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2-dr. Victoria, $1,630* (ps); 4-dr. Vic- 
toria, $1,585* (ps); Custom (8) 4-dr., 
$1,200; Custom 300 (8) 2-dr., $1,- 
180* (ps); Custom 300 (6) 2-dr., $1,- 
130*; Fairlane (8) 4-dr., $1,100*. 

58 Thunderbird (8) 2-dr, hardtop, $2,- 
450* (ps); Fairlane 500 (8) 2-dr., $1,- 
380* (ps), $950*; 2-dr. Victoria, $1,- 
060* (ps); 4-dr., $980*; Ranch Wagon 
(8) 4-dr., $875. 

’57 Fairlane (8) 4-dr., $820* (ps); 4- 
dr. Victoria, $745*; Custom (8) 4-dr., 
$565*, $400; 2-dr., $560* (ps); Fair- 
lane 500 (8) conv., $500. 

’56 Ranch Wagon (8) 4-dr., $400*; Fair- 


lane (8) 4-dr., $395*; 2-dr, Victoria, 
$390* (ps); conv., $375* (ps). 
’55 Fairlane (8) 2-dr. Victoria, $440* 


(ps); conv., $345*; 4-dr., $300; Ranch 
Wagon (8) 4-dr., $375, $350*; Custom 
(8) 4-dr., $245*. 

’54 Custom (8) 4-dr., $165; Main (8) 2- 
dr., $125*; Fairlane (8) 2-dr. Vic- 
toria, $110*, 

53 Custom (8) 2-dr., $140*, $100. 

LINCOLN—’58 Continental Mark III 4-dr. 
hardtop, $2,220* (ps); Premiere 4-dr. 
hardtop, $1,810* (ps). 

’57 Capri 4-dr., $1,060* (ps). 

MEROCURY—’59 Montclair 4-dr., $1,610* 
(ps); Monterey 4-dr., $985*. 

’57 Commuter 4-dr., $905* (ps); Mont- 
clair 2-dr. hardtop, $845*, $790* (ps); 
Monterey 4-dr., $610*; 2-dr., $380. 

’56 Montclair conv., $420* (ps); Cus- 
tom 4-dr., $415. 

’55 Montclair 2-dr. hardtop, $310* (ps). 

’54 Monterey 4-dr., $300*; 4-dr, hard- 
top, $250*. 

NASH—’55 Ambassador (8) 4-dr., $260*. 


Service, North Carolina State College. Looking on at the left is Archie K. Davis, chair- | OLDSMOBILE—'60 (98) conv., $2,975* 


man, Wachovia Bank and Trust Co., Winston-Salem, N. C. Shoffner and Davis were 
with a group of 125 bankers and businessmen from North Carolina visiting Detroit 
and Dearborn as part of a week-long “Farm Opportunities and Marketing Caravan.” 





Wondering how new-car and truck production and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story every week throughout the year. 


(ps). 

59 (88) 4-dr. Holiday, $1,975*; 4-dr., 
$1,685* (ps). 

’58 (88) Super 4-dr., $1,410* (ps). 

57 (88) Super 2-dr. Holiday, $1,080* 
(ps); (88) 4-dr., $860* (ps), 

’56 (88) 2-dr., $610*. 

’55 (98) 2-dr. Holiday, $550* (ps); (88) 





EXTRA PROFITS 


will go in your 
pocket if you sell 


and install the Prior “LOAD-STER” Helper Spring. Warehouses nearby mean lower 
inventories. The 12 models of the ““LOAD-STER” will fit any make or model passenger 
car, %-ton or %4-ton pick-up truck. Passenger cars pulling utility 
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trailers or mobile homes, salesmen with heavy sample cases, 
pick-up trucks, in fact, anyone with an overloaded vehicle 
Is a mighty good prospect for a “LOAD-STER” Helper Spring 
to increase capacity by 1,000 to 1,500 pounds. The ease of 
installation and complete absence of maintenance will make 
the “LOAD-STER” Helper Spring one of the most profitable, 
sellable items you carry. For further information, write: 


PRIOR PRODUCTS, INC./>. 0. sox 7608 - 


DALLAS, TEXAS 


Super 4-dr., $405*. 
*54 (98) 2-dr. Holiday, $215. 


PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$1,425* (ps); Savoy (8) 4-dr., $1,- 
140* (ps), $1,030 


’58 Savoy (8) 4-dr, hardtop, $885* (ps); 
4-dr., $750; Belvedere (8) 2-dr., $720*; 
Plaza (8) 2-dr., $645*, 


’57 Belvedere (8) conv., $700* (ps); 4- 
dr., $670*, $640*; Suburban (8) Cus- 
tom 4-dr., $575; Savoy (6) 4-dr., 
$510*, $485; Plaza (8) 4-dr., $350. 

"566 Savoy (8) 4-dr., $535* (ps); Savoy 
(6) 4-dr., §435*; Plaza (6) 4-dr., 
$375. 

’55 Plaza (8) 2-dr., $250. 

’54 Belvedere (8) Suburban 2-dr., $290; 
Plaza (8) 4-dr., $170. 

PONTIAC—’59 Star Chief 4-dr., $1,835* 
(ps). 

58 Super Chief 4-dr., $1,165*; Chieftain 
2-dr., $930*, 

’57 Chieftain 2-dr. Catalina, $850*; 2- 
dr., $660* (ps). 

56 Star Chief 4-dr. Catalina, $560* 
(ps); Chieftain 2-dr., $465. 

’55 Star Chief conv., $550* (ps). 

’54 Chieftain 4-dr., $140* (ps); 2-dr. 


Catalina, $115*, 
’53 Deluxe 2-dr., $150. 
RAMBLER—’59 Deluxe (6) Cross Country 
4-dr., $1,250°, 
’58 American (6) 2-dr., $630, 
’55 Super Cross Country 4-dr., $335, 
STUDEBAKER—’59 Lark (6) station wag- 














“LOAD-STER”’ 
HELPER SPRING 





on 2-dr., $1,175, 
’58 Champion (6) 2-dr., $500, 
MISCELLANEOUS—’58 Chevrolet 
panel, $835; 1-ton panel, $820. 
’57 Ford Courier, $220. 
’53 Chevrolet 2-ton panel, $190. 
*50 Chevrolet school bus, $110. 


%-ton 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday (Sept, 14), Buyers again 
showed up in large numbers looking for 
clean units and paying high prices for 
ready cars. Sold 73 percent of 451 con- 


signments. 
* ” * 


CHICAGO 
Greater Chicago Auto Auction Sale 
every Thursday (Sept. 15), Market con- 
tinues to show used cars short, Strong de- 
mand on sharp units keep prices firm. 
Sold 348 cars from 563 consignments, 
* + * 


COLUMBUS, O. 
Capital Auto Auction, Inc, Sale every 
Thursday (Sept. 15), High percentage sold 
on 1956 and '57 Ford and Chevrolets, Sold 


194 cars from 361 consignments, 
+ 


FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day (Sept. 15), 1958 and 59 cars getting 
more play. We need more 1957 and older 
models. Sold 68 percent of 144 consign- 
ments. 


High Overhead 
Shuts Downtown 
Studebaker Deal 


SPOKANE, Wash.—After seven 
years’ operation of their large 
downtown outlet, Madren Brothers 
Studebaker auto dealership will 
close the doors at S. 330 Howard 
St. within the next few weeks. Sale 
of stock and fixtures of the down- 
town branch is nearing completion. 

The announcement was made by 
Gerald L. Madren, who with his 
brother, R. Wayne Madren, founded 
their auto business in the northeast 
section of Spokane 28 years ago. 

The company expects to expand 
its N. 5303 Market St. Studebaker 
dealership to handle its business. 

“We have concluded,” Madren 
continued, “that it is possible to 
make almost as much and to serve 
virtually as many customers by 
having a small staff and a low over- 
head. In addition to that, the oper- 
ation of a small organization does 
not entail so much work from a 
management standpoint. d 

“The automobile business for the 
past two or three years has been 
tough—long hours and not enough 
profit. Costs have gone up, vol- 
umes have gone up and gross prof- 
its, and naturally net profits, have 
gone down.” 

Madren Brothers will continue to 
sell Studebaker, Hillman and Sun- 
beam Alpine. The downtown deal- 
ership has been handling Mercedes- 
Benz, but the Mercedes importers 
think that this car should have but 
one outlet in Spokane and that in 
a downtown location. A new dealer 
will be in line for its franchise. 

Only the used-car lot will remain 
in Madren’s downtown location. 





Rush Takes on Buick 

BOULDER, Colo. — Wilson A. 
Rush has purchased George Gon- 
drezick’s interest in Rush-Gondrez- 
ick Motors, Inc., 2116 Pearl St., 
and acquired a Buick-Opel fran- 
chise. The firm, renamed Rush Mo- 
tors, Inc., also handles the Willys 
Jeep. 
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Customer Control intro- 
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gram to help you increase 
New Car Sales. 
¢ Secure new car 
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Endorsed by Industry, Lloyd Says . . . 


NADA Career Selling Hailed 


WASHINGTON. — The National 
Automobile Dealers Assn.’s plan to 
establish a national education pro- 
gram for automotive salesmen is 
meeting with enthusiastic reception 
by the industry, said J. Saxton 
Lloyd, chairman of the special com- 
mittee appointed to prepare and 
recommend a proposal tothe 
NADA directors at their meeting 
in Detroit next month. 

Franchised dealers, dealer as- 
sociations, salesmen and even 
salesmen’s wives have all en- 
dorsed the committee project, 
said Lloyd, a former NADA pres- 
ident and a Daytona Beach 

(Fla.) Buick-Cadillac-Opel dealer. 
“The industry has long needed 
such a program,” one dealer wrote 
Lloyd, adding that the approach to 
the sales manpower situation has 
left it up to now “pretty much in 
the same position that it was when 
we were selling touring cars and 
roadsters.” 

This particular dealer, located in 
the midwest, cited an experience 
which proved to him, he said, that 
there are a large number of high- 
type men that can be attracted to 
the automobile industry 

“I wrote an ad for salesmen out- 
lining a career in selling automo- 
biles,” the dealer said, “and de- 
manding a college education and 
several other stiff qualifications. 

“The day the ad appeared, we 
booked appointments for interviews 
for three days at half-hour inter- 
vals and ended up by hiring three 
very high-type men, There is no 
doubt in my mind that a program 
such as you have outlined would 
do much to raise the standards of 
our industry.” 

A New England dealer wrote 
saying, “I am for anything that 
will raise the merchandising lev- 
els of our business, and certainly 
the need for qualified high-type 
salesmen will be one of the abso- 
lute requirements if our busines- 
ses are going to succeed and 
prosper to the extent real busi- 
nessmen would have them do.” 
The board of trustees of a major 
state dealer association passed a 
motion endorsing the committee 
project which would make it pos- 
sible for automobile salesmen to 
attain the status of a profession 
just as other industry training pro- 
grams have done. 

The resolution urged NADA to 
“pursue the possibility of establish- 
ing a career salesman’s program 
through education training require- 
ments, stabilized employment con- 
ditions, plug retirement benefits 
which would be not only attractive, 
but also competitive with other in- 
dustries.” 


addressed the committee in this 
fashion: 

“I want to thank you for your 
proposal to make auto selling a 
professional career. This is the best 
news my ears have heard in years. 
Men like yourselves will be the 
only ones who can get the job 
done, but if I can help in any way 
please call on me!” 

Another salesman with six years’ 
experience in the retail end of the 
industry wrote: 

“I do know we sorely lack a 
set of standards and a program 
that would attract high-calibre 
men. I firmly believe we should 
be licensed or have some higher 
level to attain before we can be- 
come a part of this profession. 
It would eliminate timers’ 
and ‘ne’r-do-wells’ and be more 
profitable to dealers and sales- 
men. 

“Keep up the good work, for I 
am sure there are many hundreds 
more, like myself, who are anxious 
to help you attain this goal. Our 
very own future is at stake.” 

A California housewife, married 
to an auto salesman for 30 years, 
complimented the committee on its 
far-reaching proposal. 

“Automobile salesmen,” she 
wrote, “are certainly a vital part of 


Body-Shop Unit 
Formed by Conn. 


Dealer Association 


HARTFORD. — An auto-body re- 
finishers division has been set up 
in the Connecticut Automotive 
Trade Assn. 

Mario D’Addario, past president 
of the Greater Bridgeport Assn. 
and a former member of the GATA 
executive board, will serve as chair- 
man of the division, pending elec- 
tion of officers. 

The initial topics for considera- 
tion by the group include a legisla- 
tive program to protect the licenses 
of body-shop operators, fair pricing 
of body-shop work and analyzing 
body-shop costs. 


to red interiors on the Valiant? 
Throughout the 1960 model 





The Inside Story for "61... 
The Red Badge of Valiant 


DETROIT. — Whatever happened|as a color option for interiors on 


the business and have been given 
the least recognition, They are the 
victims of the ups and downs in 
this great industry and are the 
first to feel the downtrend. 

“In addition, generally speaking, 
most other businesses have estab- 
lished some sort of vacation plan, 
profit sharing or retirement. The 
adoption of your proposal would 
surely upgrade this profession and 
establish the incentives which are 
so needed. ‘Recognition for those 
trained and qualified and an ade- 
quate retirement program for all 
salesmen’ are very pleasant words 
to hear.” 

The program designed to attract 
and hold competent young sales- 





Achild...one of tens 


men brought the following response of thousands who need 
from a top official of one of the your help. Please give 
major auto manufacturers: enerou 
“,.. All of us have a real chal- e aly to the 
lenge and responsibility in con- MARCH FOR 


tributing toward the upgrading 
of automobile selling . .. And I 
feel that a great deal can be ac- 
complished in improving the pub- 


< i ae ae OF AMERICA, INC. 
ic image of an automobile sa 1790 Broadway, New York 19, New York 


“The more we can do to enhance | [ieee 
the economic and social status of 
retail automobile salesmen in the 
eyes of the people graduating from 
colleges and professional schools, 
the more we can professionalize re- 
tail automobile selling.” 

Since its appointment, the com- 
mittee has been researching and 
evaluating training programs now 
in use by other industries to make 
certain that the NADA project will 
combine the outstanding features 


MUSCULAR DYSTROPHY 
MUSCULAR DYSTROPHY ASSOCIATIONS 


Obituaries 

Ted Rodgers Sr., 
National Leader in 
Trucking Industry 


the franchised new car and truck | 
dealer system, Lloyd said. 

In addition to Lloyd, other mem- here Sept. 13. 
bers of the committee include Alton | 
M. Costley, East Point, Ga. (Chev- 
rolet); H. L. Galles jr., Albuquer- 
que, N. M. (Cadillac-Oldsmobile- 
Chevrolet), and J, Melford Sanders, 
Wheaton, Md. (Ford). 

NADA staff members assigned to 
the committee are James C. Moore, 
executive vice-president, and Wal- 
ter M, Kiplinger, executive assist- 
ant to Moore. 






powerful 





T. V. Rodgers Sr, 
al associations. 


Born at Bayonne, N. J., Mr. 










the '61 Valiants. 


According to dealers, they 
screamed so loudly and so long that 


a formal education. 


SCRANTON, Pa.—Ted V. Rodg- 
of all existing successful programs.|¢€rs sr., 72-year-old founder of 

The final product will be tailored| Rodgers Motor Lines, Inc., and a 
to meet the special requirements of | leader in the American trucking 
industry, died in 
Mercy Hospital 












Long recog- 
nized as a leader 
in the trucking 
industry, he was 
credited with al- 
most single-h a n- 
dedly forging the 
Ameri- 
can Trucking 
Assns, from two 
divergent nation- 


Rodgers was the first of 10 chil- 
dren and soon after his birth his 
family moved to Coaldale, Pa., 
where his father became a mine 
worker. At the age of 11, the future 
trucking magnate also entered the 
mines and by the time he was 18 
had become determined to obtain 


He took a course in stenography 








year, red has been by far the 
most popular choice for trim on 
the Valiant, most often coupled 
with white or black exteriors. 
Dealers were shocked, to say the 
least, when they learned that red 
had been discarded by the factory 


Chrysler Corp. reversed its position 
and has restored the red-interior 
option, although the first cars so 
trimmed will not be available until 
after Nov. 1. 

Why did the factory cut out red? 

The official factory explanation, 
according to a spokesman for 
Plymouth-DeSoto-Valiant Division, 
is this: 

“Original programming for the 
1960 Valiant showed that, historic- 
ally, red interiors had only one 
year’s acceptance. So it was origi- 
nally programmed into the 1960 
Valiant, but out of the ’61. 

“About five months ago, when we 
found that acceptance of red was 
not declining, as expected, but was, 
in fact, increasing, we decided to 
program it for '61s. However, we 
won't be able to get it into the field 
until some time in November.” 

An industry cynic, however, 

said, “Who are they kidding? 
They simply have material in the 
other colors running out their 
ears. It stands to reason that if 
they used more red on the ’60s 
than they expected, they used less 
of the other colors. 

“What better time to balance up 
trim inventories than right at the 
start of the new-model run? Two 
months of production without red 
will probably put them in pretty 
good shape.” 

In the meantime, Lancer dealers 
are happy. Lots of Lancers with 
red interiors have already been de- 
livered. 


Lloyd, who first unveiled his idea 
for the program to the NADA 
board three months ago, empha- 
sized that the committee’s objective 
is to provide just such an answer. 

One salesman, selling automo- 


biles in Texas for the last 11 years, 





Maine Firm to Build Economy Car— 

Satellite Corp. of America, Wiscasset, Me., will manufacture the Nobel 200, a British 
economy car, according to York Noble, managing director, York Noble Industries, Ltd., 
London, England. The Nobel is powered by a Sachs one-cylinder, two-cycle, air-cooled 
engine of 10.2 brake horsepower, mounted in the rear. The car is said to give 80 
miles per Imperial gallon of gasoline. It has a wheelbase of 81.6 inches and weighs 
683 pounds. It will be priced below $1,000. Above, Noble, right, explains the opera- 
tion of the car to Gov. John H. Reed. Mrs. Reed is seated in the car. 


Don’t miss the Auto Dealer Changes col- 
umng, They'll keep you abreast of what 
is happening in the field. 





















at Philadelphia Business College 
and later was employed in a cleri- 
cal position with Lehigh Coal & 


Navigation Co. He later went into 


the rock contracting business and 


then opened a Ford dealership at 


Lansford, Pa, 

This venture was followed by his 
establishment of Maccar Truck Co. 
in Wilkes-Barre, Pa., 
which he wags later named pres- 
ident. 

He formed Eshenbach and Rodg- 
ers in 1930, contract carriers for 
the Great Atlantic & Pacific Tea 
Co., and launched his career in the 
trucking industry. Upon dissolution 
of Maccar in 1932, he established 
Ted V. Rodgers Co., Inc. (Autocar- 
Federal). 

He also opened a chain of serv- 
ice stations and set up Airline 
Petroleum Co. in nearby Clark’s 
Summit to serve as a bulk plant 
supplying his rapidly expanding 
fleet of trucks, 

Rodgers Motor Lines was formed 
in 1935. Purchase of the firm 
by Consolidated Freightways, Inc., 
Menlo Park, Calif., is presently 
pending. 

In the early 1930s he was named 
first secretary of the Lackawanna 
County Chapter of the Pennsyl- 
vania Motor Truck Assn, and in 
1932 became president of the state 
federation. He went to Washington 
in 1933 to coordinate the efforts of 
the trucking organizations, success- 
fully combining them into the 


American Trucking Assns., of 


which he was elected president. 
After 14 years as president of 


the ATA he left the presidency in 


a firm of 
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South Bend Salute 
To 61 Lark Ends 
With Big Parade 


SOUTH BEND.—“Time for the 
Lark”—the 1961 Studebaker auto— 
was the theme of a civic promotion 
and celebration which winds up to- 
night (Sept. 26) with a parade. The 
project was sponsored by the Down- 
town South Bend Council. 

A window and lobby-display con- 
test, with $525 in cash prizes award- 
ed by Time magazine, was a feature 
of the eyent. All local and chain 
stores in the downtown area par- 
ticipated in the promotion. 


Phil Welber, chairman, said the 
parade will honor Studebaker- 
Packard Corp., and the 1961 Lark. 
Seventeen high school bands will 
march, representing South Bend, 
Mishawaka, Michigan City, La- 
Porte, La Grange, Nappanee, War- 
saw and Howe, Ind., and Niles and 
Dowagiac, Mich. 

There also will be 25 floodlighted 
floats, plus historical pieces from 
the Studebaker Museum and pri- 
vate collections. 

Miss Indiana, fourth runnerup in 
the 1961 Miss America Pageant, will 
appear in the parade, which Welber 
said will be the largest ever held 
in South Bend. 


1946 and was later named honorary 
chairman of the board for life. 
* * + 


Leo T. 

CLEVELAND.—Leo T, Zahler, a veter- 
an of nearly 40 years in the auto sales 
field, died here Sept. 11, For the last 27 
years he had been with West Park Chev- 
rolet, most of that time as its sales man- 
ager. 

* * + 


R. Dale Austin 
TARPON SPRINGS, Fla.—R_ Dale Aus- 
tin, 76, of Crystal Beach, died here Sept. 
14, He was a member of Strowger Auto- 
mobile Club in Illinois. 
* * * 


Ferdinand N. Masirovits 
ROCK CREEK, O.—Ferdinand N, Masi- 
rovits, 85, pioneer Ashtabula County deal- 
er, died Sept, 9. 
* * * 


R, E. Trent - 
FORT WORTH, Tex.—R, E, Trent, 58, 
Sales manager for Sanford Webb Motor 


Co, (Buick), died Sept. 17 at his home, 
He had been with the company 37 years. 
+ * . 

Donald F, Fraser 
CLIFTON FORGE, Va. — Donald F. 
Fraser, 47, vice-president—manufacturing 


of Garlock, Inc., Palmyra, N, Y., died of 
a heart attack Sept, 12 at the Chesapeake 
and Ohio hospital here. Mr, Fraser joined 
Garlock Feb, 1, 1954, 

* * 


* 
Cc. Stocker 

BUFFALO.—C, Harry Stocker, 17, 
founder and senior partner in Stocker Auto 
Sales Co., 41 Commercial St., Angola, died 
Sept. 13, He was born and educated in 
Angola and in 1919 became a partner in 
the Chrysler-Plymouth dealership known 
as Stocker & Houston, This firm con- 
tinued under that name until 1950 when 
Mr, Stocker’s son, Clayton, joined the 
business. 

* * * 


William B. Brewer 
FINDLAY, O.—William B. Brewer, 60, 
president and chairman of Cooper Tire & 
Rubber Co. here, died in his office Sept, 14 
of a heart attack. 
* * * 


Howard M. Moomaw 
SUGARCREEK, 0O.—Howard M,. Moo- 
maw, 67, an auto dealer here, was killed 
Sept. 7 when the pickup truck he was 
driving crashed into the rear of a milk 
truck. 
* * . 


Frank K, Fraser 
WESTBURY, N, Y.—Frank K, Fraser, 
59, plant manager and a director of Perm- 
afuse Corp, here, died Aug. 27, He had 
been with Permafuse since its inception 
in 1946, 


+ oa . 
Robert H. Olen 
CLEVELAND, — Robert H, Olen, 28, 


president of Olen Motors, Inc., died Sept. 
18 two hours after shooting himself at the 
new Olen Motors Building in East Cleve- 
land. 

* * * 


I. G. Moore 
ENNIS, Tex.—I. G. Moore, 66, who for- 


merly operated Ennis Motor Co, (Ford), 
died of a heart attack Sept. 5. 
* * * 
Grover C. Blaisdell 
NORTH SULLIVAN, Me — Grover C. 
Blaisdell, 76, factory representative for 


New England 
died here 


Hudson Motor Co., serving 
until his retirement in 1952, 


Sept. 5. 
* * + 


George J, Stanley 
PITTSBURGH.-—George J, Stanley, 83, 
director and retired vice-president of Alu- 
minum Co. of America, died here Sept. 7. 
He joined Alcoa as a salesman in 1905 and 
retired as vice-president in 1947. 
» + + 


John Howell Miller 
WINSTON-SALEM, N, C.-—John Howell 
Miller, 60, who for a number of years 
owned and operated a Lincoln and Mercury 
dealership here, later going into the used- 
car business, died of a heart attack, 
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Californian Tells of Pressures .. . 


Referral Prospect Gets Works 


(Continued from Page 1) 


vertising agency when she called 
Mr. and Mrs. Frank Van de Veer, 
Tarzana, Calif. 

“She said they wanted to find 
people in my neighborhood who 
would be interested in participating 
in an advertising campaign,” said 
Van de Veer in a tape-recorded in- 
terview. “I asked her to tell me 
something about it.” 

In Van de Veer’s words, this is 


No. 5 participat- 
of a ing in this adver- 
Series | “sing campaign, 


Chrysler product of your choice. 
A Dodge, or Chrysler, or anything 
you'd like.” 


ler product. For this you’re going 
to give me a car? I asked. 

“Yes,” she replied. “Bring your 
wife and come to Dimmette Mo- 
tors at 900 Santa Monica Bivd., in 
Santa Monica. What time would 
you like to come down?” 

So I checked with my wife and 
made an appointment to visit Dim- 
mette the next evening. 

(Note: The following is an exact 
copy of a “ditto” memo given girls 
calling for Dimmette. It outlines 
what they are to say on the tele- 


phone. 

(Hello Mr. ————. This is Miss 
—— with the public relations 
department of Dimmette Chrysler 
headquarters in Santa Monica. We 
are interviewing a number of peo- 
ple in your area for the purpose of 
selecting advertising representa- 
tives to participate in a new pro- 
gram we are originating. 

(If you qualify for this pro- 
gram, you will be given the op- 
portunity to earn a new Plym- 
outh, Chrysler or Valiant by driv- 


(This will in no way interfere 
with your norma] activities. But it 
does require an interview at our 
offices at 900 Santa Monica Bivd., 
in Santa Monica. This interview 
will require about 45 minutes of 
your time, and it is necessary for 
your wife to accompany you. Are 
you interested in earning a new 
car? 

(Questions: Between 21 and 65? 
Currently employed? Make and 
model of car owned. 

(Police told me the Dimmette 
girls said they were given verbal 
instructions to deviate from the 
“pitch” ag necessary to get people 
to come in.) 

Van de Veer’s story continues: 

So we went down (to Dimmette). 
Regular salesmen in front of the 
showroom motioned us to the back, 
where we sat for 20 minutes wait- 
ing for our appointment to come 


up. 

We filled out a preliminary 
credit form on how much we 
made and all that sort of stuff. 
It looked kind of funny. There 
Was one man who was just run- 
ning back and forth all the time. 
But he didn’t seem to do very 
much, 

Finally, we were called, and went 
into one of the offices. The man 
introduced himself and said, “We 
have a wonderful plan. If you qual- 
ify we’re sure you'll be very happy 
with it. And from the looks of your 
application I see here, you'll qualify 
very well, 

I notice you work at Warner 
Brothers (motion picture studios) 
and your wife works at the col- 
lege. Now, how many people do 
you think you could show this car 
to? The car you will take home.” 

So I said that we'd never thought 
of anything like that, but perhaps 
100 people would be about right. 

“That's wonderful,” he says. “Be- 
cause I see you work at Warner 
Brothers, all your friends, and the 
people you work with. And your 
relatives and all like that?” 

Well yes, I'd show it to all those 
who would be interested, I told 
him. 

“Now before we go any farther, 
we will have to decide on a car,” 
he told us. “Which one of your 
cars will you be turning in?” 

We hadn’t thought of turning in 
any car, but after discussion decid- 


ed that it might be the Chevrolet. 
He wouldn’t tell us any more about 
the program until we’d picked out 
a@ car, so all three of us went into 
the showroom. There were some 
nice-looking Plymouths there, Real- 
ly shined up. 

I started asking a few questions 
.». what would my mileage be... 
what does this do . . . the usual 
questions you ask. But he didn’t 
seem to know anything about these 
answers. My wife wanted a red car, 
so he ran across the street and 
came back in a few minutes to say, 
“We don’t have any red ones, but 
we have a wonderful assortment 
of colors. Won’t you come across 
the street with me?” 

So we went across the street, and 
this wonderful assortment of colors 
turned out to be gray and green 
with one yellow; which is the last 
color I'd have on a car or anything 
else. It wound up there was only 
one car on the lot that had power 
steering (he wouldn’t consider or- 
dering a red car with equipment 
for us), so we selected this one and 
went back to his office to find out 
the rest. of the details. 

“Now Mr. Van de Veer,” he 
says, “the car you have just pick- 
ed is a very nice car and I think 
it’s a wise choice. Now there’s 
a $700 downpayment on this 
car...” 

Gee, I said, I thought you were 
going to give me a car to drive 
around? 

“Well . .. now this car costs 
$3,600, and you'll be given the car; 
however, I'll have to explain a little 
bit more about this program. The 
$700 is merely a good-faith pay- 
ment on your part,” he told us. 
“Now you say you can show it to 
100 people. 

“I’m sure it wouldn’t be any trou- 
ble for you to send 12 (of these) 
people down here to see us. After 
12 people come to see us, and par- 
ticipate in our plan, you'll be given 
the car completely free. For that 
ae you'll be given your $700 

k 


“You don’t have to sell the car. 
Just show your friends the car and 
send them down here. Let us do 
the talking. For each person you 
send down who participates in our 
plan, you will be credited with $100. 
Each of these people will in turn 
naturally try to get other people 
to come down, and if these other 





Mander Motors Moves 


Into Shopping Center 


NORTH VANCOUVER, B. C.— 
James Mander Motors (Ford- 
Monarch - Falcon - Thunderbird) 
has moved into a shopping cen- 
ter which also will include a 
bank, offices and some retail es- 


tablishments. 

A Mander official said it is the 
first dealership in Western Can- 
ada to locate in such a shopping 
center, 





S-P Officials Honored— 


= join the plan, you will get 


After that you’re going to give 
me the car? I asked him. And he 
said yes. Then I figured out that 
$1,200 for the first 12, and $600 
for the second 12 totalled $1,800. 
Se I asked him how he could 
give me a car for that price. 

“Mr. Van de Veer,” he replied. 
“Do you realize how much money 
the Chrysler Corp. spends on ad- 
vertising every year. They spend 
millions and millions of dollars, By 
our plan, we are passing on to our 
customers the advantages of saving 
some of these advertising costs. 

“You realize, of course, this is an 
advertising campaign. Naturally ar- 
rangements can be made. You must 
realize the vast. amount of money 
that Chrysler Corp. spends on ad- 
vertising.” 

Well, I said, supposing I can’t 
get people down here to participate 
in this plan? Then what? 

“In that case there would be 
payments to be made. (He figured 
them out to around $120 a 
month.) Now look,.Mr. Van de 
Veer, you have the wrong atti- 
tude. All you have to do is send 
in two or: three people who join 


are going to enter this plan 
wholeheartedly and use the 


chance given 

I told him I'd like to see a copy 
of the contract, but he wanted to 
be sure we were ready to sign up 
before he got it for us, Finally, he 
asked me again if I didn’t think 
this was a wonderful plan. I told 
him. it sounds like a situation my 
brother got into with a water soft- 
ener. He finally wound up paying 
$1,500 for a softener that barely 
works. 

“How do you compare our pro- 
gram with something like that, Mr. 
Van de Veer,” he said. “This is 
Dimmette Motors, And Chrysler 
Corp. This is a large organization. 
You can’t compare this with any 
water-softener problem your broth- 
er had. This is Chrysler and Dim- 
mette Motors. Everything we do is 
on the up and up, and we wouldn’t 
have anything to do with it if it 
wasn’t so, Now, don’t you think 
this is a wonderful plan?” 

After a lot more conversation, he 
finally got a copy of the contract. 
(This wag the representatives ad- 
vertising agreement, with Raye 
Management Advertising Services, 
representing C. H. Dimmette, Inc., 
in which buyers are paid $100 for 
first referrals and $50 for second 
referrals on standard car sales.) 

This was the signal, it seems. 

As soon as I got the contract, all 
hell broke loose. The door opened 
and people came in, With pads 
and things they had to put on the 
desk. Next they go out, The door 
would open again, and they’d be 
back to get in the closet. 

Then back again to get things 

(Continued on Page 62, Col, 4) 





Forty years of service by E. J. Hardig, center, Studebaker-Packard Corp. chief engi- 
neer, are recognized with a gold pin presented by H. E. Churchill, right, S-P president. 
A. J. Porta, left, executive vice-president and Automotive Division general manager, 
received a 35-year service pin. Hardig joined Studebaker in Detroit as a draftsman, 
moving to South Bend in 1926. Porta, originally employed as a billing clerk, has been 


with Studebaker since 1925. 








Valiant Dealers Discuss Ad Plans— 


Directors of the Atlanta Valiant Advertising Assn. pose at a meeting held recently 
to discuss advertising and merchandising plans for the 1961 model year. From left, 
front row, are Ray Clanton, Savannah, Ga., secretary; E. T. Brooks, Jacksonville, Fia., 


chairman, and Hubert S. Hawke, Tampa, 


Fla., treasurer. Back row: A. C. Williams, 


Miami; Joe Westbrook, East Point, Ga., and J. L. Rouse sr., Montgomery. Two board 
members not present at the meeting were M. E. Willis, Bainbridge, Ga., and C. W. 


Anderson, Huntsville, Ala. 





Seven New Parts Depots 
Added to Rambler Chain 


DETROIT.—In an expansion to| Milwaukee, Pittsburgh and Buf- 
provide 24-hour parts service to/ falo. 


Rambler owners, American Motors 
Sales Corp. has opened four new 
regional parts warehouses in the 
past year and three others are 
about to be opened. 

When the expansion is com- 
pleted the company will have 22 
parts depots located throughout 
the country. The new warehouses 


Chevrolet Official 
Notes Importance 


Of Zone’s Dealers 


DETROIT.—Chevrolet dealers in 
the Detroit zone provide livelihood 
for nearly 15,000 people — enough 
men, women and children to popu- 
late a city the size of the Michigan 
cities of Alpena, Niles, Clawson or 
Grosse Pointe Park. 

The impact of the company’s re- 
tail operations on the economy was 
outlined by K. J. Parish, newly 
appointed Detroit zone manager. 

“One hundred and seventeen re- 
tail Chevrolet dealers in southeast- 
ern Michigan, northern Ohio and 
the northeastern tip of Indiana are 
serviced by our Detroit zone office,” 
Parish said. 

“These dealerships employ 3,706 
people and have a combined annual 
payroll of nearly $25 million. Since 
the average family of each employe 
is four persons, 14,824 men, women 
and children owe their living di- 
rectly to the sale and servicing of 
our product in this area. 

“That $25 million in wages and 
commissions flows directly into the 
economy of this area. Remember, 
too, we are considering only the 
retail organizations, those people 
directly associated with the dealer- 
ships in the zone. These are the 
dealers themselves, their salesmen, 
mechanics and office personnel. 

“The zone offices and the ware- 
house serving this area employ an- 
other 348 people. 

“Volume of business for the 117 
dealers in the year 1959 was in 
excess of $288 million, This includes 
some $173 million in new car sales; 
almost $16 million in new truck 
sales; approximately $67 million in 
used car and truck gales; $15 mil- 
lion in the service department and 
$17.5 million in parts and accesso- 
ries. 

“Certainly a great share of this 
$288 million wag poured into the 
area in wages, in taxes, in con- 
struction and services, and in sup- 
plies for the dealerships.” 

R. B. Johnson, manager of Chev- 
rolet’s north central region which 
includes the Detroit, Buffalo, Flint 
and Cleveland zones, described 
briefly Chevrolet’s wholesale sales 
setup which includes 47 zones in 10 
regions of the nation and services 
some 7,000 retail dealers. 





The Cincinnati and Jacksonville 
buildings are due to open Oct. 1, 
and one in Washington, D. C., is 
scheduled for Jan. 1. 

“These moves were made neces- 
sary by record-breaking Rambler 
sales and the resultant increase in 
the total number of Ramblers on 
the road,” said Roy Abernethy, 
automotive distribution and mar- 
keting vice-president. 


Each warehouse stocks some 10,- 
000 parts to supplement the normal 
inventories carried by all Rambler 
dealers, according to John S. Krider, 
general parts and accessories man- 
ager. These include parts of past- 
years’ models. 

“From those items it would be 
virtually possible to build a com- 
plete car,” Krider said. Not stock- 
ed, however, are items infrequently 
ordered, such as an underbody sec- 
tion of a car. When such a part is 
needed it is ordered from the parts 
plant in Milwaukee. 

A new program to further speed 
up delivery of items from Mil- 
waukee goes into effect Oct. 1. 
Where presently a dealer must 
order a Milwaukee-stocked part 
through his regional warehouse, 
the new system will permit him 
to order it direct, thereby saving 
paper work and delay. 

These instances occur only oc- 
casionally, but this program is de- 
signed to eliminate even those in- 
frequent delays, Krider said. 

Other recent moves to provide 
better service to Rambler owners 
include a fleet of seven mobile 
schools for dealership mechanics 
and the formation of the American 
Motors Society of Automotive 
Technicians, 


Bender Is Given 
Added S-P Duties 


SOUTH BEND.—Roy B. Bender 
has been appointed vice-president 
of the Automotive Division by the 
Studebaker-Packard board of di- 
rectors, it was 
announced by A. 
J. Porta, general 
manager of the 
division. 

Bender will re- 
tain his present 
position ag Parts 
and Service Divi- 
sion manager, 
Porta said, In ad- 
dition to Stude- 
baker products, 

5. 0 See the Parts and 
Service Division also serves Mer- 
cedes-Benz Sales, Inc., a Stude- 
baker-Packard subsidiary. 

Bender, 56, joined Studebaker in 
1939 as a district sales manager in 
Pittsburgh. He hag held his present 
position since Apri] 1, 1958. 
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Few Dealers Wait for Official Opening ‘ 


Selling of ’61s 

























(Continued from Page 1) 

tory desires. Dodge and Plymouth 
dealers were busily moving ’61s last 
week despite a letter from the fac- 
tory urging them “not to dilute the 
benefits” of advertising and promo- 
tion geared to official showroom 
dates. 

This stampede to kick off the 
61 season has alarmed some 
quarters of the industry for two 
reasons: Relatively huge stocks 
of unsold ’60s and requirements 
of the price-sticker law. 

Dealers actively selling ’61s don’t 
seem to be bothered or bewitched 
by either. 

They are a bit vague when asked 
about their plans for disposing of 
60s, but most seem willing to strive 
for the fat deal RIGHT NOW on 
’6ls and to take their licking on 
left-over ’60s—if, indeed, there is 
any licking to take. 

Many say they will still make 
money or at least break even on 
’60s for weeks after the ’61 season 
officially arrives. Five-percent hold- 
over rebates from the factory will 
help dealers to make out on ’60s 
in soMe cases. 

* 


introduction date.” 


concerning such automobile . . 


lowing comment on this section: 


to any dealer. 

“The one exception is in the 
event new models are delivered 
to a dealer prior to the ‘intro- 
duction date’ of the model. The 


* * 


— price-sticker situation is 
more complex. Federal law re- 
quires the manufacturer to affix 
such a sticker to a new car when 
it is shipped to a dealer, and it 
prohibits dealers from removing 
the sticker before delivering the 
car at retail. 

Car makers are excused from 
the sticker provision, however, 
during the period when they are 
shipping new models prior to the 


drawn and confusing” section, 
Jones said, dealers have a loophole 
through which they can push new 
cars and commit “no violation until 


This applies only to ’61s, of 
course, All ’60s must bear a sticker. 
ok * ad 


section of the law to which 

Jones referred reads as follows: 
“Every manufacturer of new auto- 
mobiles distributed in commerce 
shall, prior to the delivery of any 
new automobile to any dealer, or at 
or prior to the introduction date 
of new models delivered to a dealer 
prior to such introduction date, se- 
curely affix to the windshield or 
side window of such automobile a 
label on which such manufacturer 
shall endorse clearly, distinctly, and 
legibly true and correct entries dis- 
closing the following information 


In the committee report on the 
bill in May, 1958, appeared the fol- 


“This paragraph requires that 
the manufacturer affix a label to 
any new car before it is delivered 


Foreign Auto Firms Face 
Crisis Over U.S. Market 


(Continued from Page 2) 


official introduction date, 

Some manufacturers ship cars 
with labels attached or “enclosed” 
which list equipment on that par- 
ticular vehicle but which omit 
prices. Prices are supplied the deal- 
er immediately prior to introduc- 
tion and he fills in appropriate 
figures himself. 

Other makers ship cars sans 
sticker, but mail the appropriate 
stickers, properly filled out, to the 
dealer in time for introduction date. 

* * ~*~ 

OST dealers seem to feel this 

leaves them in the clear, in 

regard to the law, on sales made 
prior to introduction day. 

They take varied approaches to 
the problem, however. Some deal- 
ers who have stickers available 
are filling in ’60 prices. Others 
who have blank stickers leave 
them that way and work from 
conditional invoices to arrive at 
a figure from which they can 
deal. 

Dealers who have no stickers are 
not letting it bother them. 

Said one slyly: “If the new car 
has no sticker, how can I not re- 
move it?” 

+. OK * 
[pela actually have no need 
to worry about the sticker law, 
in the opinion of Orrin Jones, chief 
assistant United States attorney in 
Detroit. ; 

In a verbal interpretation for 
Automotive News, Jones noted 
that the sticker law excuses mak- 
ers from affixing price labels to 
new models shipped prior to in- 
troduction day. 

By virtue of this “rather poorly 





who has studied the whole U, S. 
market for trends in British sales 
shows that Hillman cars have, over 
the past few months, dropped in 
sales by 50 percent, Vauxhall by 37 
percent, English Ford by 30 per- 
cent, Triumph by 20 percent and 
Morris and MG by 11 percent. 

Practically every British car 
maker is finding the golden harvest 
of U. S. sales affected by the blight 
of the compact car. 

New markets have to be found 
and found fast. British makers are 
facing production extensions which 
cannot be retracted. In the inter- 
ests of employment and the nation- 
al economy the present goal of two 


Romney Belittles 


Stock Pessimism 


CINCINNATI. — Predictions that 
Rambler stock may decline next 
year were belittled here last week 
by George Romney, American Mo- 
tors president. 

Romney, speaking before a re- 
gional dealer meeting, said Ram- 
bler has “1,700 of the healthiest 
dealers you ever saw,” adding that 
Rambler was the only line which 
increased its number of dealers in 
the past year. 

Rambler, he said, should capture 
“up to 10 percent” of the 1961 mar- 
ket. He also predicted that depre- 
ciation on used compacts will not 
be as great as on standard cars. 








Dealer Byers Wins Appeal... 
Ohio Tax Method Hit 








COLUMBUS, O.—The present 
method of collecting Ohio’s sales 
tax on cars discriminates against 
dealers and buyers, the 10th Dis- 
trict Court of Appeals has ruled. 

In declaring last year’s sales- 
tax amendment unconstitutional, 


Salt Lake Police Slap 


Compacts, Cancel Order 


SALT LAKE CITY.—The Salt 
Lake Police Department has can- 
celled an order for 27 compact 
autos, scheduled for replacements 
for larger cars. 

Police Chief L. C. Crowther said 
complaints by officers using test 
vehicles led to cancellation of the 
order. 











the court upset a Common Pleas 
judge’s ruling that the law was 
not discriminatory. 

The new collection procedure was 
challenged in lawsuits filed by 
George Byers Sons, Inc. (Plymouth- 
DeSoto-V aliant), Columbus, and 
Edward H. Minor jr., one of its cus- 
tomers. 

Byers contended it was being dis- 
criminated against because it did 
not receive the 2 percent discount 
given other vendors for handling 
sales-tax stamps and collecting the 
taxes. 

Minor said he was deprived of 
$86.71 in tax stamps which he wish- 
ed to give to a charitable organ- 
ization, which can redeem the 
stamps for 3 percent of their face 
value. 





Bergerac 


Before Debut Gets Quiet OK 


manufacturer may wait until 
such date to place the label upon 
the car. 


“This exception is made because 
of the industry practice of delaying 
the pricing until the latest possible 


time in order to gather market 
information for use in pricing new 
models at their introduction.” 

o * * 


_— possibility of a price in- 
crease on ’61s bothers nobody 
making premature deliveries, since 
the deals are being made for what 
the traffic will bear, and what the 
traffic will bear is almost invari- 
ably below the ’60 list price. 

A few dealers say they have 
an understanding with early-bird 
customers that if ’61 prices go 
up, the deal is to be adjusted 


The dealer “grapevine’ rumors 
price hikes of $20 to $25 on most 
popular models for 1961. 

Some dealers say they will sim- 
ply forget about deals already 
made if ’61 prices increase. 

“When we make a deal, it’s a 
firm price,” explained one. 

Certain dealers are “selling” their 
61s, but say they won’t make de- 
liveries until they receive official 
’61 prices and stickers, 

A dealer with this attitude ex- 


to 2% million passenger cars a year 
must be reached. 

This year’s production is run- 
ning at a rate of 1,500,000 cars a 
year, and the new plants in Scot- 
land, on Merseyside and in South 
Wales — unemployment “black 
spots”—are going up fast to make 
achievement of the new goal pos- 
sible. 

The one bright spot in the out- 
look is that the world demand for 
autos is increasing and the British 
makers are now devoting their at- 
tention to markets they have long 
neglected or practically ignored, In 
Canada this year, to the end of 
July, British car sales have gone up 
from 30,000 to 60,000; in South 
Africa from 12,000 to 25,000; in 
Australia from 23,000 to 31,000; in 
New Zealand from 10,000 to 13,000, 
and in Holland from 5,000 to 8,000. 
As a result, total car exports from 
Britain have reached 409,000, com- 
pared with 336,000 in the same pe- 
riod of last year. 

Against this, British makers rec- 
ognize that the European Common 
Market is not yet in full swing and 
that later on it may become in- 
creasingly difficult, if not impossi- 
ble, to try to compete on equal 
terms with the countries of the 
“Inner Six.” That is why many of 
the British companies are striving 
to establish manufacturing or as- 
sembly plants to give them a toe- 
hold on the Continent. 

Time is an important factor in 
this big switchover of markets and, 
for once, luck has played into the 
hands of the British. With the ex- 
ception of Vauxhall, which an- 
nounced 1961 models in mid-Au- 
gust, it is not expected that any of 
the leading British makers will be 
making drastic changes between 
their current models and those they 
will be offering next year. This 
means that they can go right ahead 
now in overseas markets with mod- 
els they will still be offering in 
nine months’ to a year’s time. 

There is one other market 
which will, at least temporarily, 
help the British makers to ride 
the worst of the storm, That is 
their home one, With approxi- 
mately 50 percent of their out- 
put going overseas, the wait for 
@ popular new model in Britain 
has often been anything from six 
months to a year. Now, with one 
or two exceptions, practically any 
desired model can be bought 
“off the peg.” 

It is a crisis all right, but British 
makers say they are confident they 
will ride the storm and find mar- 
kets somewhere (repeat “some- 
where”) for the increased numbers 
of cars they will be turning out in 
1961. 


plained, “We want the customer to 
know what he’s paying when he 
gets the car.” 
* i * 
do dealers sell new models 
prior to introduction date? 
There’s the obvious reason, of 
course: Profit. But dealers also like 
to get as many new models on the 
street as quickly as possible to in-| ~ 
crease “visibility” of their new of-|_ 
ferings. Others feel that in keeping 
new models until introduction day 
they are warehousing cars for the 
factory out of their own pocket. 


Strangely enough, most dealers 
jumping the gun say profits nor- 
mally aren’t as good on prema- 
ture sales as they are on deals 
written during the official open- 
ing period. 

“Deals will get better after in- 
troduction, as this thing moves 
along and we get the '60s out of 
our hair,” said one dealer. 

“We're delivering, gambling on 
price and hoping we make a buck,” 
said another. “We won’t know until 
60 days after introduction whether 
buyers like the cars well enough 
to pay us a profit to get one.” 

“We've taken some short deals to 
get ‘61s on the road,” said an- 
other. “We're a firm believer in 
wheeling ’em out any time. 

“You can always replace the ones 
you’ve sold—the factory ships cars 
like they were bananas.” 

” + * 
ANotuEn said, “The factory al- 
ways wants you to wait until 
introduction day, They say, ‘Don’t 
deliver,’ then they look the other 




















Keeps Drivers Alert— 


Electro Lane, a device to warn motorists 
when they're too close to pavement edge 
or centerline, is undergoing tests at Gen- 
eral Motors Proving Ground in Milford, 
Mich. Developed by GM Research Labora- 
tories, experimental device, top, is mount- 
ed over instrument panel in front of driver 
who can receive visible, audible—or both 
— warnings if car veers off electrical 
“path” of wire in pavement. Lower right 
Photo shows ferrite core coils on front 
bumper which pick up electrical signals 
from wire in center of lane.. Lower left 
photo shows compact transistorized re- 
ceiver package, left, that goes in car and 
oscillator unit, right, which sends out low 
frequency (two kilocycle) signals from 
road. 





















Warning Device 
Keeps Drivers 
On the ‘Beam’ 


MILFORD, Mich.—Electro Lane, 



























way.” 

Commented another, “The fac- 
tory tells us not to sell them, but 
whatever the factory tells you is 
always good for the factory and 
only sometimes good for you.” 


lows: 


101-horsepower engine, 


standard Plymouth. 


said one Dodge dealer. 
* * * 


the sticker price on Lancer will 


Valiant. 

Plymouth dealers agree, and 
some feel Valiant ought to have 
a@ greater price advantage. 

“Lancer will hurt us right off the 
bat,” said one Plymouth retailer. 
Plymouth dealers, however, are 


’6ls they have received, which they 
say is far better than it was on the 
early 60 models. 

One Plymouth dealer said he had 
delivered his first two ’61s “without 
doing a thing—last year it took us 
two days to get the first two cars 
in shape for delivery.” 





Mix on the ’61 cars shipped to 
dealers with public introduction 
dates this week is roughly as fol- 


Foro—Half Falcon and half 
standard. Few if any Falcons with 


PiymMoutH—A 50-50 split between 
standard Plymouth and Valiant. 
Many dealers, however, expect sales 
to run about 60-40 in favor of the 

Dopczs—About 60 percent Dart, 30 


percent Lancer and 10 percent 
Polara, “Just what we ordered,” 


Tye dealers are guessing that 
be only $20 to $50 more than on 


happy with the quality of the first 





an experimental device that visibly 
or audibly warns a motorist when 
he’s too close to the pavement edge 
or centerline, has been put to prac- 
tical use at General Motors Proving 
Grounds here. 

Somewhat comparable to the 
“beam” by which aircraft pilots 
keep course from one airport to 
another. Electro Lane was devel- 
oped by Electronics and Instrumen- 
tation Department of GM Research 
Laboratories. Last Jan. 13, GM 
demonstrated it to the Highway 
Research Board, Washington. 

This will be its first realistic test 
on vehicles using GM Proving 
Grounds’ four-mile Ride and Han- 
dling Loop which resembles a con- 
ventional two-lane highway. In the 
center of each lane is a wire in 
the pavement radiating low fre- 
quency (two kilocycle) power. 

When a car veers to the left or 
right, ferrite core coils on either 
side of the front bumper pick up 
electrical signals from the road. 
Signal strength varies with the 
pickup coil’s distance from the road 
wire. From an individual coil the 
two k.c. signal is amplified and 
fed to one of two warning lights. 

Light intensity is proportional to 
deviation toward that side. In addi- 
tion, the signal from either side or 
pickup coil is applied to a network 
that feeds a speaker only after a 
preset level ig reached. Thus, a 
driver will be alerted by light or 
sound, or both, if he is too far to- 
ward the right pavement edge or 
toward the left roadway centerline. 














































Buick Banking on Special 
To Hike Its Sales Share 


(Continued from Page 6) 





results of an 800-mile test where 
a writer averaged 20 miles per gal- 
lon in a new Special. 
” * * 

Adormion of the 155-horsepower 

Special will increase Buick’s 
market potential by more than 200 
percent, Rollert said. 

“Only about 24 percent of new- 
car buyers can afford to buy a 
Buick at the present time,” he said. 
“With the addition of the Special 
to our line, more than 90 percent 
of new-car buyers can afford a 
Buick.” 

The Special will be offered with 
power steering as the major as- 
sist option, dual carburetors will 
be subsequently offered. Buick 
revealed that a Special sedan will 
weight 2,700 pounds, compared to 
4,300 for a LeSabre, 

It was clear from talks with 


Buick officials that dealer opinions 
are receiving the utmost in atten- 
tion in Flint this year. Not only 
were all dealers brought to town 
for new-model previews this year, 
but the new compact was named 
Special at the behest of dealers and 
Buick igs increasing use of trade 
media advertising. 


The Special will be merchandised 
entirely in a separate program 
from its big brother. 

And it could be concluded that 
Rollert may have been thinking 
of Buick dealers when he declined 
to give a sales forecast for 1961. 
Last fall, at his first Buick press 
preview, he predicted a 20 percent 
gain for 1960. Asked what happened 
to this forecast, he shrugged last 
week, and said: 


“My estimate wasn’t accurate.” 
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Sales Outlook Ranges from Rosy to Gloomy . . . 
Midwest View of ’61 Prospects 


By L. H. Houck 
Travelling Correspondent 
JEFFERSON CITY, Mo.—The ’61 


Midwest dealers who tread- 
ed water during the last half of 
60 look to the ’61gs to recoup, The 
new model year certainly is mak- 
ing a more auspicious beginning 
than last year, when the ’60 models 
were ushered in by a steel strike 
and other work stoppages. Appar- 
ently there will be no similar hur- 
dies in the first quarter and possi- 
bly the first half. 

Another fact that should augur 
well for ’61 profits is the fact that 
dealers never have had so much to 
sell. More new cars and more new 
improvements should generate en- 
thusiasm for putting this merchan- 
dise in the hands of the public. 

However, new models bring new 
inventory and floor-planning prob- 
lems, One of the problems is how 
much the inventory of the average 
dealer must be increased to give 
him an adequate stock and how 
much more volume he must do to 
make good on hig increased ex- 


penses. 

In spite of new technical im- 
provements and cars that give 
better service and sell for less 
money, the retail dealer has no 
new trimmings for fundamental 
business principles. Profit is made 
or lost on inventories. 

A dealer who could not make 
money on an inventory of $100,000 
may be required to carry an in- 
ventory of $150,000 to $200,000, If 

he couldn’t make a decent profit on 
the lower inventory with the same 
physical assets, the same sales 
staff and presumably the same 
overhead, can he sell enough more 
to make a normal! profit on the in- 
creased inventory? 

Increased inventories will be re- 
quired. The need for extra sales 
will run headlong into an old 
axiom of the American buyer when 
faced with a lot of new products: 
“Tll wait until next year to buy 
one so they'll have time to get the 
bugs out.” 

Dealers are faced with many new 


they were received as well as on 
how they like the new models. 
* * * 


Decline in Beefs 


NCIDENTALLY, Worden says 
that in his opinion one of the 
healthiest signs of the effectiveness 
of the owner relations program is 
that the complaints that reach the 
factory have dropped from about 
32 a day to one a day since Chev- 
rolet invited owners to complain. 

“We're still exposing ourselves 
just as strongly, if not more so,” 
Worden said. “The obvious an- 

swer is that those who would 
complain are being taken care of 
by dealers so that they do not 
have to complain to us.” 

While accenting owner relations, 
Chevrolet must still keep in mind 
the equities of all involved in a 
transaction—the customer, the 
dealer and the factory. 

You can’t give the store away 
just to please the customer, and 
you don’t have to. 

“Often,” said Worden, “we find 
that a complaint is largely a state 
of mind. Oh, there’s been something 
wrong, too— but, more often than 
not, we find that what the cus- 
tomer is really sore about is the 


Lippner Heads Up 


Knoxville Assn. 

KNOXVILLE, Tenn, — The fol- 
lowing were elected to head the 
Knoxville Used Car Dealers Assn.: 

Robert L. Lippner, president, suc- 
ceeding William Nelson; Carl 
Hickam, vice-president, and Claude 
Hall, secretary and treasurer. 


Dealer Forum By Robert M. Finlay 


(Continued from Page 3) 


cars and new mechanical develop- 
ments, and few are so naive as to 
think that these notable improve- 
ments will not set up sales resist- 
ances of their own. 

Big unknown factor is how much 
sales enthusiasm can be generated 
by dealers. Never before has there 
been so much that is new to sell. 


In the coming months, many 
dealers are going to have to make 
their profits from the sale of cars 
and forego profits on the sale of 
financing, insurance and finance 
reserves. More and more dealers 


compa- 
nies, This is the path of least 
resistance. , 

There is great activity all over 


Renault Acquires 
John Green’s 
Distributorship 


(Continued from Page 2) 


tive News were unperturbed by 
the shift. None were unhappy 
with the Green operation, but 
most felt a direct factory deal 
was better than working through 
a distributor, no matter how nice 
he is. 

The purchase of Green is the lat- 
est in a series of moves by Renault 
to buy out independent distributor- 
ships and replace them with Re- 
nault-owned operations. 

Early in August, Renault acquir- 
ed and closed down Auto Imports, 
Lid., Hempstead, N. Y., and pur- 
chased Delta Imports, Inc., New 
Orleans, to help make way for a 
new Renault-owned distribution 
center in Kansas City. 

In mid-August, Renault bought 
out Northwest, Inc., Seattle, and 
Integrity Imports, Inc., Chicago. 
Northwest was replaced by a Re- 
nault operation and Integrity’s 
territory was added to the Kan- 
sas City setup. 

Before Renault launched its buy- 
out campaign this summer, there 
were 13 Renault distributors in the 
United States—including two Re- 
nault-owned operations in Boston 
and Denver. 

There are now 11 distributor- 
ships, and only seven are privately 

owned. 


















tone of voice of the telephone oper- 
ator, or the attitude of the service 
salesman.” 


Every individual is conscious of 
his own dignity—and entitled to re- 
spect from his fellow humans. 

“I’m greatly impressed,” said 
Worden, “by the penetrating 
thinking the owner does regard- 
ing his car ... and how he can 
be influenced by little things that 
cost us so little to do if we just 
remember them.” 

This is the human side of the 


business, 
ea x * 


Dealers Adopting 


AN dealers also do an owner re- 

lations job? At first look it 
seems that is all he is doing, but 
dealers have written to Worden to 
tell him that they also have found 
it rewarding to assign someone on 
the staff to work on owner rela- 
tions from the viewpoint of what 
the establishment can do to keep 
owners happy. 

The department also works 
with four permanent owner rela- 
tions boar ds—on service, sales 
promotion and distribution, parts 
and accessories and business 
management, and trucks. A fifth, 
set for Dec. 6-8, will be on fleets 
and used cars. 

Incidentally, the voice of the cus- 
tomer is not always a voice of 
complaint. Some of the owners’ 
statements make fine commercials. 

Like the Corvair owner who is 
forced to drive the family Cadillac 
because his wife likes the Corvair 
so much she won't let him have it. 

















































the Midwest for better disclosure 
of financing costs and details to 
the buyer. Joseph L. O’Brien, pres- 
ident of the BBB, St. Louis, said 
recently: 

“Nearly 60 percent of the persons 
who bought automobiles on the 
monthly payment plan last year 
were not informed of the fact that 
they were paying for life insurance 
to cover the unpaid portion of the 
debt.” 

He said failure of the seller to 
disclose the inclusion of charges 
for such insurance constitutes a 
serious problem nationally, and he 
pointed out that Missouri was one 
of 20 states which does not require 
such disclosures. 


The BBB in St. Louis, ag well as 
in many other parts of the Mid- 
west, is urging purchasers to insist 
on specific and separate listing of 
insurance costs so they will know 
how much they are. There also is 
increased activity to get full rate 
disclosures. 

While Midwest bankers are 
predicting ’61 business will be 
slightly under 1960, it should be 
remembered they are considering 
all types of business and indus- 
try. Auto dealers are heartened 
by the possibility of generating 
enough selling steam to carry 
them above last year’s business. 

It is a fact that nearly all deal- 
ers would have had one of their 
best years in 1960 except for the 


loss of more than 70 early-season 


selling days last year, Early last 


year experts in the field predicted 


that few dealers could make up for 


this loss. 


Most dealers are taking the ad- 
vice to reduce overhead expenses 
with a jaundiced eye, because they 
have been chopping away at over- 
head expense for the last five years 
and many have it reduced to a dan- 


ger point. 


The old standby for the prosper- 
ous dealer, the service department, 
no longer can be beefed up and ex- 
panded at will because of the short- 
age of competent mechanics. The 
run-of-the-mill mechanic can cause 
more trouble than he’s worth with 
customer dissatisfaction. 

Many dealers have in the past 
two or three years been able to 
get good candidates from their 
areas, some from high schools. 
They were sent away to trade 
and factory schools for top-notch 
training. This has worked out 
well in some cases, but not in all. 


One dealer told me recently he 
put one young man through two 
factory schools and that he had 
become a fair automatic-transmis- 
sion man, Just as he was congratu- 
lating himself on the prospect of 
getting some of his money back on 
the training costs, the dealer said, 
the man quit without notice one 
noon and went to a rival dealer 
who offered him more money. 

The small, so-called country deal- 
er who develops trained mechanics 
often finds they go to the city to 
earn more money. This, too, often 
proves a mirage with the increased 


Gaunitz to Leave 





Associates Posts 


SOUTH BEND.—William F. 
Gaunitz, senior consultant and for- 
mer president of Associates Invest- 
ment Co., will terminate active 
duty with the 
company on Jan. 
2, 1961. 

Presently serv- 
ing as a board 
member and Ex- 
ecutive Commit- 
tee member in 
addition to being 
senior consultant, 

¥ cs, Gaunitz will ter- 

a minate all of 
these duties and 

W. F. Gaunits a service of more 
than 25 years with the company. 

Gaunitz joined the company in 
1935, and during the following 
years he advanced through the po- 
sitions of assistant treasurer, treas- 
urer, comptroller, vice-president, 
executive vice-president, president 
and senior consultant. There was 
no word on what he would do after 
leaving the company. 








Dealers Honor Secretary— 


Fay Hahn, secretary, Greater St. Lovis 
Automotive Assn., was honored by more 
than 200 dealers, associate members and 
their wives at a party marking 40 years 
of service to the association. Miss Hahn 
started to work for the association in Au- 
gust, 1920. Ben Lindenbusch, association 
president, presents Miss Hahn with a res- 
olution ovtlining the association's reasons 
for honoring her. 





cost of living, but they seldom come 
back to the original dealer for the 
obvious necessity of saving face. 


The problem of mechanical per- 
sonnel is growing more acute, with 
no relief in sight. Few plans for de- 
veloping more mechanics are work- 
ing too well, and so the dealer’s 
ace in the hole—his service depart- 
ment—in many cases is becoming 
one of his chief headaches. 


Another phase of the dealer’s 


problem is the effect of the com- 
pacts he sells on the sales of his 


higher-priced units and on the 
volume and profits of his used- 

car department. 

No one yet knows much about 
the effect of the compact tradein 
on the used-car market. Only a 
couple of years ago one dealer, who 
handled an import with his stand- 
ard, said this import had done 
more to sell used Chevrolets, Fords 
and Plymouths than anything he 
had ever had. He said he didn’t try 
much to sell the import, but con- 
sidered it of top value in helping 
sell used cars. 

There is a definite groundswell 
for bigger cars and V-8 power 
plants, if interviews by this writer 
in half a dozen states are properly 
analyzed, 

Any number of dealers report @ 
trend from the six to the V-8, and 
there are many who admit they 
have sold sixes to buyers who 
should have been sold larger cars 
and who are now dissatisfied. So 
by taking the path of least resist- 
ance, the dealer lost profit on a 
larger unit and may have lost a 
customer. 

One important fact stands out in 
this survey of Midwest dealers and 
that is that never before was in- 
dividual effort and initiative so 
valuable. 

Dealers who can develop new 
and novel aggressive sales pro- 
grams, generate good local public- 
ity, increase their own personal 
stature by taking more interest in 
local and civic affairs, are the ones 
who are going to make the most 
sales. 





In California Referral Scheme... 


Prospect Gets Pressured. 


(Continued from Page 60) 


they put down just a few minutes 
before. 

While this confusion is going on, 
the salesman is saying, “Mr. Van 
de Veer, 1 want you to read this 
contract, and if there’s anything 
you don’t understand, I want you 
to ask me.” 

Then they wanted to appraise our 
car. 

We didn’t have it with us, but 
when I asked for an estimate he 
said, “We can’t figure out of the 
Blue Book, Lots of time you can’t 
get that much for a car. Now you 
see out the window, that man with 
a Packard over there. I can only 
offer him $150 for that car. I'll tell 
you all we do is use your car for 
cash. We drive it to a used-car lot 
and ask them what they’ll offer us 
for it, and that’s what we credit 
you with.” 

Really, I said. It’s a good little 
ear and I'd rather keep it or sell 
it on my own. Which was all 
right with them as long as I 
came up with $700, I’m still try- 
ing to read the first contract, 
when my wife asked for the 
other contract. This reminded me 
that’s the one that has on it 
how much money I owe, insur- 
ance and all that stuff. 

The first salesman said, “That's 
all included Mr. Van de Veer. It’s 
just an ordinary sales contract. It 
lists price of the car and the pay- 
ments. Thig (representatives ad- 
vertising agreement) is the one 
you’re interested in, But if you’re 
ready to sign, we'll bring in the 
contracts and you'll get a copy of 
both.” 

Really, I told him, I’m not in a 
position to sign right now. I came 
down here tonight, not knowing 
what this was about. I thought I 
was going to be able to take a car 
and drive it around, Now I’m buy- 
ing one, Besides, I have to show 
this to my business manager. After 
all, I’m paying for a business man- 
ager. It’s not up to me to circum- 
vent him. I’m supposed to have all 
contracts get his OK. I don’t want 
to sign it now, but I'll take this 
contract and show it to my busi- 
ness manager, and Ill... 

I hardly got the words out of my 
mouth, “Oh no you won't,” he says. 
And grabbed the contract out of 
my hand. This was kind of annoy- 
ing to me and threw me for a few 
seconds, 

He noticed this and got a lit- 
tle apologetic. “Do you realize 
Mr. Van de Veer that we can’t let 


copies of this contract get out. 
You know other dealers might 

want to get hold of this program. 

We understand this happens 
some times. And I can see you’re 
just not ready to participate.” 

And you know, we never did see 
that other contract, Now they’re 
trying to get rid of us. When I 
mentioned bringing in my business 
manager over to look at the con- 
tract, they wanted no part of any 
such suggestion. 

On the way home we stopped at 
my father’s and told him what had 
happened. It sounded so bad to him 
that he called the police bunco peo- 
ple, who asked us to appear at a 
hearing. We told our story and 
were amused when Mr. Dimmette 
said: “I understand the salesmen 
had as hard a time getting rid of 
the Van de Veers as they did sell- 
ing them a car.” (The Van de Veers 
did not purchase a car from C. H. 
Dimmette.) 

For three days after my wife 
and I appeared at the hearing, our 
telephone would ring at all hours 
of the day and night. We’d go over 
and answer it, then someone would 
hang up. They wouldn’t say any- 
thing. 

That is the end of the Van de 
Veer story. 

In an interview with Automo- 
tive News, C, H. Dimmette, pres- 
ident of C. H. Dimmette, Inc., 
said: “I still feel the plan is hon- 
est and ethical, and there is 
nothing illegal about it. But it’s 
a hard thing to control and you 
get a type of high pressure. We’ve 
only been using this method for 
four months and have 50 or 60 
people on the program.” 

Dimmette has since ceased to use 
referral-sales methods. It is report- 
ed the method was dropped be- 
cause of adverse publicity concern- 
ing the procedure, and possible ef- 
fect of this publicity on a small 
dealer. 

Joe Martin, vice-president of 
M & M Advertising Corp., operator 
of most referral plang in Los An- 
geles, said: “Mr. Dimmette operat- 
ed on his own. He paid Raye Man- 
agement on override for supervis- 
ion and control.” (Later Martin 
mentioned that Raye Management 
had been merged with M & M Ad- 
vertising early in 1960.) 

(Next week Automotive News 
presents opinions of car buyers 
who bought from referral dealers. 
A random selection was made to 
insure a fair cross section of 
buyers.) 
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AUTOMOTIVE NEWS, SEPTEMBER 26, 1960 
Week’s Car Total: 117,802... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 














Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To Te 
Sept. 24, Week, Sept.17, Sept. Sept. 26, Sept. 24, 
1960 1959* 1960* ToDate 1959* 
AMERICAN MOTORS 
Rambler ........................ 4,907 7,750 21,617 284,823 349,395 
CHECKER MOTORS BOO eae 145 463 2,839 5,356 
CHRYSLER CORP. 21,300 12,074 20,729 66,919 538,114 793,841 
Chrysler Division ...... 2,600 1,525 2,501 1,972 74,732 
Chrysler .................. 2,000 733 1,908 6,100 51,941 63,689 
Imperial .................... 600 792 593 1,872 14,391 11,043 
Dodge Division .......... 10,000 5,448 9,650 30,999 118,737 321,586 
Dart-Polara. ............ 6,500 5,448 6,156 19,682 118,737 300,487 
NE i ceiicpnecicckevsictes OU 5 ccs wicesiaee SMOG UAT iicnciens 21,099 
P-D-V Division .......... 8,700 5,101 8,578 27,948 353,045 397,523 
TIO BG oir ccec.cscscovecees 200 364 225 620 §=35,002 = 117,235 
Plymouth. .................. 5,000 4,729 5,095 16,137 318,033 187,619 
MEN = asitasexin-Thoesesniis 3,500 8 3,258 11,191 10 192,669 
FORD MOTOR ** .......... 43,080 21,579 33,996 114,237 1,264,864 1,342,067 
Ford Division .............. 34,490 18,013 26,701 89,248 1,106,695 1,081,767 
UN ist Seliate. 12,640 3,599 11,953 36,319 5,888 375,089 
Ford (Std.) ............... 21,850 13,245 14,748 50,422 1,045,941 637,769 
Thunderbird ............. .......... Die cider 2,507 54,866 68,909 
L-M Division. .............. 8,590 3,245 7,295 24,989 130,617 260,300 
eee BGO. scscitsies CTE SRE ons 135,594 
TI, pssccscexsececniesens -choigni O87 hae ¢ Mee 19,603 13,194 
MHGPOUPY _ ......2...20.000005 2,990 2,828 1,874 7,908 111,014 111,512 
GENERAL MOTORS .. 42,300 49,659 21,073 67,221 2,068,083 2,262,552 
PE 5 ieticin wtetbeiconiiee 6,480 5,599 3,299 10,733 174,176 194,721 
CIS: ~ secaircivoeisxsccisione 1,950 2,897 975 2,925 110,617 112,863 
Chevrolet Division 20,200 26,549 7,157 28,112 1,169,121 1,363,952 
UGE os sitke scectcnstoreotes 3,900 4,387 2,463 6,367 25,627 177,018 
Chevrolet (Std.) 16,300 22,162 5,294 21,745 1,143,494 1,186,934 
Oldsmobile _.................. 7,170 7,350 4,830 13,454 296,029 270,954 
POI: i acii..eeindtes 6,500 7,264 4,212 11,997 318,140 320,062 
S-P CORP. 
Studebaker ................... 2,422 3,120 2,331 7,180 112,820 78,667 
Total Cars, U. S.** ....117,802 91,339 86,024 277,637 4,271,543 4,831,878 
*Revised. 


**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 














Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Sept. 24, Week, Sept. 17, Sept. Sept. 26, Sept. 24, 
1960 1959* 1960* To Da 1959* 1960 
CHEVROLET ................. 7,700 6,352 6,782 18,522 272,301 293,299 
DIAMOND T .................. 40 77 30 96 4,425 2,121 
SEEEGIEED =. jcchacconecehcosentiotesacapah 80 71 79 201 2,331 2,644 
PETITE. gesasasiosancisvabudeapssbi 1,300 1 1,359 4,046 58,281 
ENE: <cassescpdeniesesinsicssiniveitiirn 4,530 6,729 6,085 16,745 251,126 263,684 
ENED, ~<ss adbisovelevenncatensusiies 1,280 1,194 1,288 3,236 63,948 81,104 
INTERNATIONAL. ...... 2,465 2,889 2,401 7,824 108,871 95,187 
IIIS Sevniallaoinkls.cdeanetocncdontia 350 386 336 970 13,354 11,631 
STUDEBAKER. ............. 96 312 48 615 10,023 10,060 
EOI ccavisdoosdhdcshesesobctasas 263 436 261 660 14,671 12,494 
LO a ate 1,575 2,864 1,592 4,798 86,418 98,460 
MISCELLANEOUS ...... 90 90 90 294 3,350 3,441 
Total Trucks, U. S..... 19,769 22,769 20,351 58,007 889,099 927,681 
Total Cars, Trucks 
os Ns a daahé radappieasabennbaneelé 137,571 114,108 106,375 335,644 5,160,642 5,759,559 


3,780 


Grand Total, 
Cars and Truc 


ks, 
U. S. and Canada....141,351 119,123 109,962 


*Revised. 


5,015 


’ 3,587 9,442 291,858 292,165 


345,086 5,452,500 6,051,724 





Output Swings Higher; 
Ford, Rambler Gain 


(Continued from Page 1) 


ened last week with the announce- 
ment that Chrysler Corp. will begin 
cutting '61 model. production by 
next Tuesday (Oct. 4). Layoff 
notices will go to approximately 
5,000 employes. 

“The production buildup re- 
quired for the new-model intro- 
duction period was accelerated in 
anticipation of more serious ef- 
fects than actually developed as 
a result of the Pennsylvania Rail- 
road strike,” the company said. 

A Chrysler spokesman said the 
company had built an estimated 
125,380 new models through last 
Friday and that dealers had a 
“proper supply.” The cars have been 
in production since Aug. 6. 

Despite the cutback, the spokes- 
man said, Chrysler still plans to 
build 31 percent more cars during 
the fourth quarter of this year than 
it did during the October-December 
period of a year ago. 

*” * * 


fees compacts, which now in- 
clude Comet, Corvair, Lancer, 
Falcon, Lark and VA4liant, last week 
upped their numerical output 3,442 
units over the previous week, but 
on a percent of industry basis they 
skidded 8.6 percentage points as 
standard-car output began to climb 
sharply at Ford and Chevrolet. 

The compact group turned out 
an estimated 40,112 cars for 34 
percent of total industry assem- 
blies last week, compared with 
42.6 percent gained on 36,670 as- 
semblies a week earlier. 

Leading the compacts last week 
was Falcon, which turned out an 
alltime weekly high of 12,640 cars 
at its four plants over six days. Its 
previous high of 12,441 assemblies 
was set during the week ended 
July 30. During the week ended 
Sept. 17 Falcon turned out 11,953. 

Rambler, working two-shifts six 
days at Kenosha, upped its output 
from 7,750 units the previous week 
to 8,550 cars last week, while the 
only other compact e working 
six days, Comet, upped its output 
from 5,421 to 5,600 units. 

A breakdown of assembly opera- 
tions among the other compacts 
showed Corvair up from 2,463 to 
3,900 units; Lancer up from 3,494 
to 3,500; Valiant up from 3,258 to 
3,500, and Lark up from 2,331 to 
2,422 cars, m 

* 


+ 
ON A corporate basis, Ford Motor 
led the industry with an esti- 


mated 43,080 assemblies and its 
biggest company-wide outturn of 
cars since last February. Ford’s 
output last week also compared 
with the 33,996 cars turned out a 
week earlier. 

General Motors, rapidly pick- 
ing up momentum on its 61 as- 
sembly operations, increased its 
output from 21,073 cars the previ- 
ous week to an estimated 42,300 
units last week, while Chrysler 
Corp, was up from 20,729 to 21,300 
and Checker rose from 145 to 150 
units. 

Biggest producer for Ford Motor 
last week was its standard Ford 

line which rolled off an estimated 
21,850 cars, compared with 14,748 
assemblies the previous week, The 
line worked seven of its plants six 
days last week. 

The standard Ford output cou- 
pled with the record-breaking 
achievement by Falcon gave Ford 
Division an estimated 34,490 assem- 
blies last week, compared with 
26,701 cars turned out by the two 
lines a week earlier. 

At the Lincoln-Mercury Division, 
Comet jumped its output from 5,421 
to 5,600 cars as its three assembly 
plants worked Saturday. Mercury, 
which worked its St. Louis plant 
Saturday and resumed assembly 
operations at Wayne, Mich., 
Wednesday, increased its output 
from 1,874 to 2,990 units. 

+ * * 


byes standard Chevrolet, picking 
up momentum in its second 
week of ’61 model output, was the 
industry’s second largest producer 
last week with an estimated 16,300 
assemblies. A week earlier, the line 
produced 5,294 cars. Chevrolet did 
not work overtime schedules at its 
assembly plants during the first 
two -weeks of ’61 model assemblies. 

Among the other GM makes, 
Oldsmobile climbed from 4,830 as- 
semblies the previous week to an 
estimated 17,170 cars last week; 
Pontiac was up from 4,212 to 


4 Get Lloyd Franchises 

NEW YORK.—Four more Lioyd 
dealers have been signed. They are 
Dutchess Motors, Pleasant Valley, 
N. Y.; Massing Motors Sales, Erie, 
Pa.; European Motors, Inc., Balti- 
more, and Bill Thomas Auto Sales, 
Stokesdale, N. C. 





Dann Asks Dismissal of Chrysler Libel Suit 


(Continued from Page 6) 


against Chrysler also attacks Mc- 
Evoy and Great Lakes, charging, 
among other things, that Chrysler 
officials induced McEvoy to buy 
Great Lakes and retain an interest 
in the company. 

McEvoy repeated his remarks 
made at the time of the filing of 
the Dann suit—No Chrys?er offi- 
cial induced him to buy Great 
Lakes, none has an interest in 
the business which is owned by 
McEvoy alone. 

In its suit, Metropolitan charged 
that it was trying to merge with 
Great Lakes when McEvoy inter- 
fered and bought Great Lakes. Mc- 
Evoy said the previous owner of 
Great Lakes and the owners of 
Metropolitan had been unable to 
reach a merger agreement and the 
talks were called off before he en- 
tered the picture, 

* * * 

Myc voz said he looked for 

some time for a haulaway 
company to buy and finally pur- 
chased Great Lakes in June of 
1957. He said the company did no 
business with the Newark (Del.) 
plant and had not sought the busi- 
ness. 

He explained that Great Lakes 
hauled Chrysler cars and the prod- 
ucts of other manufacturers in the 
Detroit area to the East Coast and 
had a terminal in Newark, N. J., 
for which it hauls imported cars 
inland. 

Dann offered four main rea- 


sons for asking that Chrysler’s 

$30-million libel and slander suit 

against him be dismissed, He 
asked further for the freeing of 
his Chrysler, General Motors and 

Ford stock which was seized as a 
part of the Chrysler action, 

Dann’s first point was that the 
suit was an abuse of court proc- 
esses in that Chrysler could have 
sued him in Detroit and that the 
seizure of the stock wag an effort 
to harass him. 

* ok + 
E OFFERED to waive service 
of process in Michigan, if the 
Chrysler suit is dismissed in Dela- 
ware and moved to Michigan. 

The second point offered against 
the Chrysler suit is that court ac- 
tion in Delaware is inconvenient 
for Dann and a great distance re- 
moved from the homes of the wit- 
nesses needed by Dann to prove the 
charges he has made against 
Chrysler management. 

Dann’s third and fourth points 
were that the suit was not in the 
interests of Chrysler and that it 
was instituted to interfere with 
Dann’s fight against Chrysler 
management, 

His affidavit charges that the 
seizure of the stock and efforts to 
hold up his dividends from the 
stock were aimed at crippling him 
financially, 

The Dann affidavit also makes 
what amounts to a partial answer 
to the charges on which Chrysler 
based its suit against him. The 


Chrysler action charges, among 
other things, that certain state- 
ments made by Dann at the last 
Chrysler annual meeting were ei- 
ther slanderous or libelous, 

The Dann papers say that it was 
Dann’s complaints at the annual 
meeting which touched off the 
probe which led to the ouster of 
William C. Newberg as Chrysler 
president for his interests in two 
of the company’s suppliers. 

* o* + 


Tex deposition hearing on two 
of the suits against Chrysler 
was toned down and finally ad- 
journed without a great amount of 
information being revealed. 

In the hearing, Chrysler attor- 
neys were questioning Dann on 
the suits the Dann group has 
brought, asking that a receiver 
be appointed for Chrysler and 
for access to a list of Chrysler 
stockholders. 

The hearing, held under direction 
of a Delaware court, first produced 
a clash between attorneys over 
what questions could be asked. A 
Delaware official told the lawyers 
to stick to matters related to the 
suits and the hearing moved ahead 
fairly smoothly. 

Dann was spared disclosing 
names of Chrysler personnel or 
suppliers who supplied him with 
mismanagement information alleg- 
ed in his lawsuit 

” a 


H® HAD refus ed to give the 
names when first asked on the 


grounds that such individuals had 
discussed Chrysler matters with 
him in utmost confidence. He indi- 
cated that such persons might lose 
their jobs if the disclosures were 
made at this time. 

Chancellor Collins J. Seitz ruled 
that Dann did not have to answer 
the question: “Did you ever tell 
anyone that the Chrysler Corp. 
was insolvent and could not meet 
its debts as they matured?” 
Dann’s attorney had objected 
that the insolvency question per- 
tained more to the slander suit 
pending against Dann and 
brought by Chrysler than it did 
the receivership action. 

Chancellor Seitz also cautioned 
counsel for both sides against ob- 
structing the hearing by instruct- 
ing their clients not to answer 
proper questions. He said both 
sides had gone very far afield, 

ak a + 


E final session of the hearing 
sailed along on a rélatively 
tranquil course, except for a strong 
cross-current here and there, Dann 
explained how information as to 
Chrysler mismanagement had come 
to him at his office and at home. 
Dann told of discussing the con- 
tents of the receivership lawsuit 
with officials of Prudential Life In- 
surance Co., a creditor of Chrysler, 
and he named several Prudential 
officials with whom he talked, The 
witness testified that various people 
had apprised him of Chrysler mis- 
management. 


6,500; Buick jumped from 3,299 
6,480, and Cadillac wag up from 


Dodge Division was Chrysler 
Corp.’s biggest producer with its 
Dart-Polara series accounting for 
6,500 of the division’s 10,000 assem- 
blies. 

The uth-DeSoto-V aliant 
Division climbed from 8,578 to 
8,700 assemblies despite the fact its 
Valiant unit showed the only pro- 
duction gain. Plymouth was off 
from 5,095 to 5,000 assemblies, and 
DeSoto declined from 225 to 200. 

Chrysler Division climbed from 
2,501 to 2,600 assemblies as Chrys- 
ler rose from 1,908 to 2,000 and Im- 
perial edged up from 593 to 600. 


* * * 


Cee eees output de- 
cline@d from 20,351 assemblies 
the previous week to an estimated 
19,769 units last week as Ford, 
Dodge, GMC, and Willys showed 
production losses. During the week 
ended Sept, 24 last year the makers 
turned out 22,769 trucks. 

In Canada, car and truck pro- 
duction continued to climb as 
Studebaker-P ackard Corp, re- 
sumed assembly operations and 
the other makers slowly increas- 
ed output of ’61 models. 

The Canadian auto industry turn- 
ed out an estimated 2,630 cars and 
1,150 trucks last week, compared 
with 2,422 cars and 1,165 trucks as- 
sembled a week earlier. During the 
week ended Sept. 24 a year ago, the 
industry turned out 5,015 vehicles. 

+ * * 


Diamond T Shifts Output 


To Reo’s Lansing Plant 


CHICAGO.—Diamond T Division, 
White Motor Co., is in the final 
stages of moving its truck produc- 
tion to White’s Reo plant in Lans- 
ing. 

According to Z, C. R. Hansen, 

Diamond T president, the firm 


is expected to start in the “very 
near future.” 

In answer to an offer by workers 
to take a wage cut to keep their 
jobs, Hansen said factors other 
than wages prompted the firm to 
move its assembly operations. 

“Our Chicago plant is antiquated 
and our lease expires at the end of 
this year,” Hansen said. “Besides, 
the Reo plant has a great deal of 
unused space.” 


Classified Want Ads - 





eset 





REGIONAL SALES MANAGERS 


for aggressive 
automobile men to join prominent manufac- 
turer actively developing further U. S. mar- 
ket. Experience in development of territories 
and dealer appointment essential. Box 1779, 
c/o Automotive News, Detroit 7. 





LARGE SAN FRANCISCO Chevrolet dealer 
desires two top grade, experienced new 
Chevrolet salesmen. $400 month draw 
against 5% new and 7% used commis- 
sion, 10% on accessories. Liberal demon- 
strator plan with $35 per month demon- 
strator operating allowance, Write giving 
fullest details to: Ingold-Olsen, ‘‘Chev- 
rolet Headquarters,’’ 999 Van Ness Ave- 
nue, San Francisco, 


USED CAR MANAGER—under 35—imagi- 
nation, industry, management caliber, 
knowledge of values and trading ability 
are prime requisites. Unlimited opportun- 
ity with long established midwest Cadil- 
lac dual. Send resumé and recent snap- 
shot to Box 1828, c/o Automotive News, 
Detroit 7. 

SALES REPRESENTATIVES — National 
advertising concern will train salesmen 
to contact automobile dealers with sales 
and service direct mail program. Exclu- 
sive territory, high earnings, repeat year- 
ly business, established accounts. Good 
salary and commission, Box 1814, ¢/o 
Automotive News, Detroit 7. 

SERVICE MANAGER: Must be thorough- 
ly experienced in shop supervisory work, 
factory claims, etc., Lincoln, Mercury, 
Comet and foreign cars, Top salary plus 


incentives, Mr. Scarafoni, A, J, Scara- 
foni, Inc., 526 North S8t., Pittsfield, 
Mass. 





WANTED—RETAIL SALES MANAGER— 
Long established Rambler dealer in 
northeastern Pennsylvania, 250 car po- 
tenti:), Right man can acquire interest 
in business after proving ability, Write 
stating your qualifications and salary ex- 
pected — all inquiries confidential, Box 
1833, c/o Automotive News, Detroit 7. 


SALES MANAGER, Buick, Pontiac, Ram- 
bler automobiles, International trucks, 
Well established dealer in irrigated val- 
ley, small western Nebraska town, Must 
be aggressive and able to supervise en- 
tire automobile department, Write Box 
1835, c/o Automotive News, Detroit 7. 


ae 








HELP WANTED 


AUTOMOTIVE DEALERSHIP ACCOUNT- 
Controller-accountant position 
large Chevrolet dealership lo- 
cated in Arizona. C.P.A, preferred but 
Must be thoroughly ex- 
perienced in automotive accounting meth- 
ods and systems, with special emphasis 
expense control, 
daily operating control, 
improving office 


HELP WANTED 


DISTRICT MANAGER for New 
New Jersey—for imported car distribu- 
tor, Must be experienced and capable of 
making decisions in field, Retail experi- 
ence heipful, ry. 
employes know about this ad. Send full 

c/o Automotive 


not essential. 


to Box 1834, 
on budgeting, 
ment financing, 
auditing and 
procedure, Compensation will! 
profit sharing as well 
with earning potential 
$25,000 area. Fringe benefits include life 
insurance program and hospitalization 
coverage. Please reply with detailed ap- 





SERVICE MANAGER, experienced in all 
service operation, 
shop and estimates, Give 
full particulars and experience in appli- 
Include recent photo if possible. 
c/o Automotive 


as basic salary 
in the $20,000- 


SALES MANAGER—Have excellent oppor- 
tunity for experienced sales manager in 
large General Motors dealership in large 
Southwest city. Desire 
who has a program of hiring, 
and supervising a working 
Must be able to produce new car volume 
in excess of 1,500 units per year. Salary 
and incentive open. Please include resu- 
mé of background together with photo- 
graph, Box 1840, c/o Automotive News, 


WANTED: Professional automotive gen- 
eral managers and sales managers. 
qualified, will 
potential location. Box 1841, c/o Auto- 
motive News, Detroit 7. 

FRANCHISE SALESMEN 
weekly selling local franchises. Patented. 
Car required, Send resumé including pic- 
ture. President, 4264 So, 35th St., 
lington 6, Va. 


references and vital statistics to Box 


1827, c/o Automotive News, Detroit 7. 


AUTOMOTIVE FIELD 
REPRESENTATIVES 


Sales @ Service @ Parts 


Renault distributor for Kentucky and Ten- 
nessee requires experienced field men. 
Our organization is strong and aggressive 
—our dealers’ sales are up 40% over last 
year. We urgently need sales, service and 
parts representatives and are prepared to 
pay top salary to qualified applicants. 
Send resume immediately to Box 1839, 
c/o Automotive News, Detroit 7. 


sales manager 





in top profit 





DO YOU QUALIFY FOR THIS $15,000 (OR 
general 











NEW CAR 
SALES MANAGER 


Executive to run a fop sales force for one of 
GM dealers. Qualifications: 
manager record and excellent 
plus incentive pay 
and opportunity for advancement. 


PACKER PONTIAC 
Flint —DETROIT—Miami 


Contact: W. M. Packer, Jr. 


PACKER PONTIAC 
18650 Livernois, Detroit 











MANAGER — General sales 
manager—Presently used car manager of 
a Ford dealership selling about 125 cars 


per month. Mid 30s, six years’ experi- 
ence, plenty of drive and 
Am looking for a better incentive plan. 


c/o Automotive News, 





SERVICE MANAGER, extremely efficient, 
in Europe for several 
thoroughly experienced and highly skilled 
in servicing cars with American import- 
er, Not afraid of hard work, Will con- 
sider any good opportunity, Box 1837, 
c/o Automotive News, 


SERVICE MANAGER—Chevrolet 
ence; presently employed, wish to relo- 
cate to within 50 miles of New York 
City, Family man, well educated, with 
excellent consumer and factory relations. 
Knowledge of all phases of service de- 
partment management. Desire permanent 
position with potential for better than 

lease write Box 1844, 











NEW LINES WANTED 


AUTOMOTIVE PRODUCTS WANTED 


One of the oldest and most highly rated manufacturers of automotive prod- 
ucts seeks NEW ITEMS, NEW IDEAS, or a GOING BUSINESS TO PURCHASE. 
Has world-wide distribution. Domestic distribution is through central warehouse 
distributors marketing, through 6,700 automotive wholesalers and some 250,000 
dealers, to automobile dealers, independent garages, filling stations, major 
oil companies, and tire manufacturers. Will also consider ideas; the employ- 
ment of scientists or engineers for research and development; licensing or 
cross-licensing; or the purchase of companies with products for the automotive 
after-market. Send details or telephone: 








Edward S. Talimadge, Industrial Consultant 
710 N. Water St., Milwaukee 2, Wisconsin (Telephone: BRoadway 2-0158) 










SINESS OPPORTUNITIES 


Car and Truck Dealers... 


HERE IS A GROWING BUSINESS YOU 
CAN GET INTO QUICKLY... PROFITABLY 


NASSAU 


GOLF CARS 


SIX MODELS COVER THE MARKET 


NASSAU gasoline powered Golf Cars are 
ruggedly built... attractively styled... 
powered for top performance. 


Write for attractive 
Direct-to-Dealer Proposition! 


PARRETT 


MANUFACTURING COMPANY, INC. 
777 Paw Paw Ave. + Benton Harbor, Mich. +» WAlnut 7-3151 
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POSITION WANTED 


EXPERIENCED USED CAR BUYER 
wants connection with large dealer to 
buy for in Michigan, Best of contacts 
and references, Write Box 1786, c/o Au- 


tomotive News, Detroit 7. 


GENERAL MANAGER with 30 years’ ex- 
perience, both wholesale and retail. Best 
references, To locate Los Angeles area. 
Write Box 1830, c/o Automotive News, 


Detroit 7. 


ACCOUNTANT —N.A.A.A, member—spe- 

cialist in GM, Chrysler, Ford, American 
has open time to serv- 
ice dealers in metropolitan N_ Y.-N, J. 
areas. Box 1831, c/o Automotive News, 


Motors systems, 


Detroit 7. 


YOUNG MAN, COLLEGE GRADUATE, 
civic and church leader, having GM, 
desires 
partnership, 
general manager—in nice community. 
Have proven record in America’s tough- 
Excellent references fur- 
nished, Box 1829, c/o Automotive News, 


Ford and Chrysler approval, 
permanent position—buy-in, 


est markets, 


Detroit 7. 


GENERAL MANAGER—Age 35, married, 
five years as general manager 
with a national chain, experienced 
Available 


college, 


every phase of management. 
immediately to right proposition, 


prefer buy-in. Box 1838, c/o Automotive 


News, Detroit 7. 


DISTRIBUTORSHIPS AVAILABLE 


MEXICO 


Small car distributorship in richest state of 
the Republic (Veracruz), now earning 
Unlimited possibilities. 
rights include the whole state (unexploited). 
Ideal climate, seaside town, wonderful game 
fishing. Hours 9? to 7. 
lingual staff, Price for quick sale, $50,000. 


Raul Munoz, 5 de Mayo 44-46, 
Veracruz, Mexico 





to 36 months... 

























GENERAL MANAGER—25 years’ automo- 
Desire opportunity to 


tive experience. 
buy-in. Best references. Box 1842, 
Automotive News, Detroit 7. 


REWARD—1955 Buick hardtop sedan, red 
and white, serial #5B5032719, in posses- 
sion of man known as William Stinson, 


former employe, Pennsylvania 





EXECUTIVE, 35, married with three chil- 
dren, college graduate, desires to learn 
automotive business from dealer wishing 
to retire in near future, or one who 

In business for self 

Midwest 

preferred. Available capital $35,000. Ford 

or GM. Box 1843, c/o Automotive News, 


would like partner. 
successfully for several years. 


Detroit 7. 


average income. 
c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING TWO FRAN- 
CHISED FOREIGN MAKES. Good used 
Middlesex 
Might 


car and repair departments, 
County, New Jersey exclusive. 


consider partnership. Illness forces this 
decision. Sale price $25,000. Box 1777, 
c/o Automotive News, Detroit 7. 





ILL HEALTH requires disposition of agency 
handling Rambler in thriving Florida 
community of 50,000. If interested, please 
reply to Box 1806, c/o Automotive News, 
Detroit 7. 


AUTO AGENCY FOR SALE — handling 





Ford. Small 


Box 1826, c/o Automotive News, 
troit 7. 


FLORIDA EAST COAST, handling top 
import lines. Well equipped, excellent 
location. $15,000.00 parts, tools and 

No blue sky, Reasonable 

lease. Box 1790, c/o Automotive News, 


equipment. 
Detroit 7. 


HIGHLY PROFITABLE COLORADO deal- 

ership handling Chevrolet—near Denver. 
serv- 
ice and parts operation. Take $50,000 to 
handle, No accounts or used cars. Fac- 
tory approval necessary, Illness forces 
decision. Box 1832, c/o Automotive 


Low rent, modern facilities, good 


News, Detroit 7. 


AUTOMOBILE DEALERSHIP LOCATED 
in small Southern city, state of Louisi- 
ana. Desire to retire from business, will 

Now merchandising one of 

top line of cars and trucks. Interested 

parties write: Frank Haynes, Clinton 


sell assets. 


Motor Company, Clinton, Louisiana. 


HANDLING PONTIAC, RAMBLER, TEM- 
in midwest town of 
6,000. Last year’s volume was $924,000. 
Furniture, fixtures, equipment, tools, 
and business complete goes for 
$17,500. $10,000 down will handle. Own- 
er will carry balance payable $100 per 
month until paid, Box 1845, c/o Auto- 


PEST— Dealership 


parts, 


motive News, Detroit 4 ars 
DEALERSHIPS WANTED 





license #N6563. Last heard working in 
also wanted by police. Phone 
William Gold, Roxy Auto Com- 
pany, TR 8-2600, Philadelphia 31, Penn- 


10040 Freeland Ave. 






$200.00 CASH REWARD 


for information leadin 
of these three cars. 


to recovery of any 


— arrants are issued for 






1960 CHEVROLET IMPALA, 4-door hard- 

No. 01839A113567, 

Last known driver man known 

as Rodney Williams, Florida drivers li- 

conse No. 1319567. Last known tag No. 

10E2716 (Fia.). Suspect has relatives in 
ylivania. 





1960 FORD STARLINER, 2-door hardtop, 
No. OAS3W 105482, 
Last known driver man known as Frank 
Florida drivers license 
No. 365295. Last known tag No. 
10E3717 (Fia.). Suspect has relatives in 
Alabama. 


1960 CHEVROLET CORVAIR, 4-door se- 
dan, 1.D. No. 769W131717, color blue. 
Last known driver man known as Robert 
4. Meyers jr., Florida drivers license No. 
776602. Last known tag No. 1062666 
. Suspect has relatives in Tampa, 





town Northern Ohio, good 
potential, low rent. $14,500 parts and 
equipment, Factory approval necessary. 


Contact: Joseph Ki King Car-Truck Rent- 
als, Inc., JAckson 
Florida. 


1 collect, Ft. Lauder- 





WILL TRADE 


SWAP 


YOUR NEW ‘60 CHEVY, FORD 
PLYMOUTH OR COMPACTS 








LOW PRICE SUCCESSFUL 
IMPORT $1368-RETAIL P.O.E. 
DOLLAR FOR DOLLAR 


Franchised Dealers Only 


Confidential. Box 1847, © 
c/o Automotive News, Detroit 7 






BUSINESS OPPORTUNITIES 





SERVICE GARAGE 





FLORIDA—Top cash price. Coastal area. 
In Florida now. Con- 
fidential. Box 1819, c/o Automotive 


Factory approved. 


News, Detroit 7. 


COLLECTION, REPOSSESSION SERVICE 





in California 


DAVID KIKKERT 


and 
ASSOCIATES 


Complete 
Collection 
Repossession 
Skip Tracing 
Deficiency 
Service 


Gl 760 Golden Gate Avenue 
San Francisco 2, California 
PRospect 5-2290 


DOWNTOWN BALTIMORE 


40,000 square feet. Equipped for auto service 
dept., three hyd. lifts, ramps concrete 


AUTO CLINIC, INC, 
1124 E, 25th St., Baltimore, Md. 





DEALER SERVICES 





1961 Auto Costs! 





Discover how much your competitors’ 
really cost, The book, "AUTO COSTS," gives 
you the factory invoice prices of all 
American cars, 25 foreign cars, 4 American 
and all their equipment. 
dealers and banks nationwide, Order your 
edition today for only $i0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, chenser prgaing Company, 



































DEALER SERVICES 





MILITARY ACCEPTANCE 
$2,500/ WILL HELP YOU SELL MORE 


MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 











TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For /Sell Agreements, Annual Fiscal 
ew, Tax, Banking nd Insurance 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
Detroit 27, Michigan 


WEbster 3-6445 








NEW LINES WANTED 


CARS FOR SALE 










ATTENTION FLEET OWNERS 


Place Your Order Now 
For the NEW PONTIAC and 
the ALL NEW TEMPEST 
For Early Delivery 
Wire or Call COLLECT 
AL ABRAMS 
MOTOR SALES, INC. 


Ben Dreli, Vice-President, Fleet Sales 
1110 E. Forty-Seventh St., Chicago 53, Illinois 


KENWOOD 6-6112, Ext. II 








1961 VOLKSWAGENS 


For Immediate Delivery 


uty, excise tax and all charges paid. 
Direct imports from Germany through as- 
sociated German Export firm. Wire, write 
or phone: 


BARBARA RANK 
IMPORT/EXPORT, INC. 


1216 First Ave., New York 21, N. Y. 


Phone: LEhigh 5-3258 











Fleet Owners Only! 
Purchase Your 
NEW ‘61 CHEVROLETS 
AND CORVAIRS 


through a fleet manager who is thor- 
oughly experienced in all phases of 
car and truck fleet sales operations. 


Write, Wire or Cail Collect: 
Dick "Monty" Montanaro 


PAUL McGLONE CHEVROLET 


19000 Joy Road, Detroit, Mich. 
BRoadway 3-1880 











DETROIT SALES REP? Looking for a 
mature guy with top automotive con- 
tacts in sales, marketing, purchasing? 
Native Detroiter, 20 years’ seasoned 
sales experience, Box 1846, c/o Automo- 


tive News, Detroit 7. 
















$ 
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1961 
Volkswagens 


direct shipment to any port 
U. S. A. Our prices will be 


quoted you including cost, 
freight, insurance, customs 
and 


EXCISE TAXES PAID 
Equipped as Follows: 


OARS FOR SALE 


1961 
VOLKSWAGENS 


Sedans © Sunroofs © Ghias 
“World's Largest Importers According to 
the Wall Street Journal.” 
Shipping to: Jacksonville, Fla.; Houston, 
Tex.; Charleston, W. Va.; Mobile, Ala.; 
Baltimore, Md.; New Orleans, La., and 

all other ports, if desired. 


$1,625.00 


(Slighter due to freight 
‘est Coast.) 


on e 
All Excise Taxes and Duties PAID 
Fully Americanized—with Leather 
Phone, Wire, Write: 
B. C. “Buck” Malcuit 
SNUFFY SMITH 


MOTORS, INC. 


Main Office: 
2317 Sevth Main, Houston, Texas 
CApital 2-0363 


- « « Wired for sealed beams. 
PLUS NEW AND USED 1960S. 


Write, Phone or Wire 
MACK IMPORTS 


349 SOUTH RIDGEWOOD RD. 
SOUTH ORANGE, N. J. 


3-0575 


clean used cars! 
you need ’em— 


HERTZ 


All in top shape, clean and sharp —real bell ringers! 
Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 

You name it, we’ve got it—in fast-selling colors — 
equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


1959 and ’60 models are now available at Hertz offices 
across the country. 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


Mr. I. E. Spatig, The Hertz Corporation 
660 Madison Ave., N. Y. 21, N. Y. PL 2-2000 





or 
contact: 








CARS FOR 


500 — FOR SALE — 500 
1959 FORD TAXICABS 


Custom "300," 6-cylinder, standard shift. 
GOOD BODIES « GOOD MOTORS e¢ GOOD RUBBER 


Instrument panels complete. No cutouts or missing pieces. Excellent mechanical 
condition. 


FOB N.Y.C. $375 E ACH cactetes jack, spare wheel, lug 


We will assist in arranging reasonable delivery by trailer or bring license tags 
or in-transit permits. Call-Write-Wire NOW: 


SID LAVENE 


Taxicab Specialist 


1045 Close Ave., N.Y.C. (Bronx 72), N. Y. 
Phone: Tivoli 2-9921—days 
COlumbus 5-6100, Ext. 2157—nights 


MISC NEOUS 


BLACK BEAUTY BUMPER TOWBARS 
WHITE MULE 
TRUCK TOWBARS AND SADDLES 


A COMPLETE LINE OF ENGINEERED 
TOWING EQUIPMENT 


THE MARION MANUFACTURING CO. 
P. O. BOX 1026, MARION, OHIO DU 2-7594 














CARS FOR SALE 























each. Glenway Chevrolet, Cincinnati, 
Ohio. Ph.: BLackburn 1-5555. 


TWO BRAND NEW GMC 16-passenger 
school buses. Immediate delivery. Gen- 
eral Motor Service & Truck Co., Bridge- 
port, Conn, ED 56-1177. 


1945 WHITE 


oon 12 cyl., custom-built interior of 
siding door display cabinets featuring 


Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 |. 

























*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


® 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL “v" 





MO ect 110V fi ent lighti nd lock 
ST MAKES Ori Sriginaly dstigned tor valuable gun display. SECTIONS TO RESIST 
wi 
CU RRY mounted on on rear of Bur supplies” curent for STRAIN & STRESS. 
° 
heating ond air ‘conditioning. Suitable ter oo *Cadalloy Steel Castings 
CHEVROLET pelisatficient howsecer” Sriginally Loe Angeles Minimum Yield Point 
transit system bus; 7500 miles since engine 46,000 Lbs. Per Square Inch 
B'way & 133rd St#., N. Y. C. major, new recepe, ‘brakes, battery, ote. Eve’ 
Ed Hogan AD 4-6000 fo go anywhere. Cost of bus and equipment | UNIVERSAL SWIVEL ACTION 





over $7,000.00 three years ago. 





ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 





PRICED FOR QUICK SALE AT 













SUSPENSION ON ALL CARS 
ATTENTION $2,500.00 FOR SMOOTH & SAFE 
FLEET BUYERS DESERT MOTORS oo 
PLACE YOUR ee ee ee ee eee BOLTS, NUTS & WASHERS 
1961 CHEVY ORDERS ARE USED TO MAINTAIN 
WITH US! | | SNUG FIT OF ALL CONNECTIONS 





NO RIVETS TO LOOSEN AND 


1. We give SERVICE. AUCTION SCHOOLS 
2. Full time fleet BE AN AUCTIONEER — World's largest CAUSE PREMATURE WEAR 
3. One location with for 42 nergy eager mage 2 recognized diplo- & 
s. ma. catalog. Reisch Auction Col- 
“—— cor delivered personally by lege, Mason City 77, Iowa. THE SUPERIOR 
a “ANTIQUE, CLASSICO CARS FOR SALE 
5. We care for oe customer as you Pe IQUE, C aaa Le CARS FOR SALE BLUE CHIP 
ee, wan 1934 DeSOTO AIRFLO SEDAN. Motor 
6. ly at to handle 1 to 200 overhauled, good tires and paint, Drive T W PIL T 
cars. anywhere. $750.00. Schamberger Motor, 
7. Large retail used car operation. Inc., Cedar Rapids, Iowa. 
8. We poy more for used cars than With Lubricated Automatic Brake 


SHOP EQUIPMENT FOR SALE 
LATE MODEL ELECTRIC TURNTABLE 
with attachments and adjusters. Will 
Full price 


and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers’ 25% Discount .......... 17.45 


GLENWAY CHEVROLET 


display any model car. 














ee hha ooo seers Ave.” Phone: ar reahl, Chickgs ane Dealers’ "plus 2 harge $52.35 
‘rest More "Teles Mer. || ———-AODEERBOEEES FOR sae ——| “00° Red. Yams tes. 
PHONE BLACKBURN 1-5555 Ce eee ce ee ae eee Ta eet 
PORTABLE DUAL CONTROLS THE FAMOUS 
Recommended for Setvor- eesetion Cars by MOTO-MATIC 
1960 Models wd 4p Gheeetes. tera. Viencal cat Bae. TOW GUIDE 





bler for all their models, in¢luding compacts. 
=— a ee $25; standard $30. 
uarantee. PORTABLE et 





Rambler American—Corvair With Universal Swivel Action! 














Lark—Ford—Chevrolet ous s" C., 1701 Balmoral, Detroit 3 Four Clamp Hook-Up 
Thunderbird—TR3 Dealers’ List F.0.B. Factory ................ $59.80 
Cadillac Dealers’ 25% Discount ................0000 14.95 
MISCELLANEOUS Dealers’ Net — $44 85 
Sedans—Hardtops—Convertibles || DETACHABLE, RIGHT SIDE DRIVE —| Sure Clamps “e? Fed. Tax. Ine. 






Low mileage—Clean cars. Driver Training, Rambler, automatic, 






1959-'61; Ford, 1955-'61; Plymouth 
Delivery Arranged 1955-'60; Dodge, automatic, 1955-'60 "ON THE BALL" 
Chevrolet, 6-cyl, automatic, 1958-'60 






Morse Auto Rental 


Patented, FOB plant $220, less 25%. 
., 4264 South 35th St., Ar- 





TOW PILOT 






7726 N. E. 2nd Ave. Miami, Florida lington 6, Va 
Plaza 7-2425 QUIGLEY’S REPOSSESSION SERVICE —| with aoe Steel Safety Coupler 











HO 3-0257. We repossess anything, any 













time, any where, 8127 senna, Lemon | Dealers’ 25% Discount .................... 12.73 
CARS WANTED Grove, Calif. (suburb of San Diego). Dealers’ t ih 2 $38.25 
WE BUY MERCEDES-BENZ 300 SL Guill Standard plus 2 Large 
wing coupes. Milano Motors, Bedford Adapter Clamps Fed. Tax. Inc. 
a tated I sport watch 
CADILLAC LIMOUSINES—NEED CLEAN |I/ ig.) 1 } wetter tacketant ’ 
‘56, ‘ST and '58s. Franz Ridgeway, BEI-||| Mens | J water resistant » . . . 92.2% eact-\!| Substantial Discounts 
Sa 2836 N.E. Gandy, Port- Ladies | J sport watch..... each. To Distributors 
- \ Sees Ladies | J water resistant . 00 each. 
Mie. | doten, leather straps - . - 2s each. Write for Illustrated Catalog 





Expansion bracelets, 60c ea. fc catalog. 
TRANSWORLD, 565 5th Ave., N. Y. C. 17 






PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 


1961 ORDERS 
BEING PLACED 
All Makes—All Models—aAll States 














SEE PAGE 51 Phone WO 2-5257 All Depts. 
wane for the nation's "Leaders in the Industry 
National Purchasing Department TOP AUTO AUCTIONS since 1939" 
ROLLINS LEASING 
CORP. 
14th and Union Sts. Waerionarete Din. TBE cineca sine etn tates certbilemtscienstatenstitn equa cnam GED Gan Gan Gua came uD CRED OED GED Gaee aD EN GED cuED ED um aD et — 


Ceorvair - Falcon - F-85 - Lancer - Lark 
Rambler - Special - Tempest - Valiant 
Especially Invited 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 


eee. 





COMPLETE USED CAR INVENTORIES BOUGHT 
FOR CASH OR CERTIFIED CHECK. 


Write or phone: 


I. M. WALD 
1545 Jerome Ave. Bronx 52, N. Y. 
CYpress 9-911! 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 





PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 


CHEVROLET PARTS, antique or classic, 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

12 ENGINES—FORD 8MTH-6009C, new, 
export packed, $220 each FAS N. Ys 
Densio F. Hamlin, 
York, IVanhoe 3-9490. 

LLOYD PARTS—SKODA PARTS—For all 
models, Immediate delivery, Amsko, 5069 
Broadway, New York 34, New York, 

PRINZ AND SPORT PRINZ (NSU) 
PARTS AND ACCESSORIES — Contact 
your nearest distributor or Ludwig Motor 
Corporation, 421 E, Qist St., New York 
28, N. Y. TRafalgar 6-7010, 





COREE EERE HEHEHE HERE HEHEHE EEE HEHEHE HEHEHE HH EEE HEHEHE EERE 


CORREO EEE EHH HHHE HEH HEHEHE EHR HEED 


Hempstead, New 
TRADE CONNECTION: 


Car Dealer (] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [] Financial [] Supplier C) 


Make Of Cor. ccccccccccccvccccccecsecesccsecceces 6 0 Bawies dtndih bes 


Re 
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* Stainless steel resists corrosion— 
makes it virtually impossible for 
troublesome sludge andicarbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 


Stainless steel maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 


_The high number of’spring ten- 
sion points assures oil control in 


Scaled Power 0 5o2 sere 


SLEEVES AND SLEEVE ASSEMBLIES 





VALVES « + WATER PUMPS -° 


Sealed Power has Stainless Staal 
... the very best oil ring metal ever used! 


STAINLESS STEEL OIL RING, U. S. PAT. NO. 2,789,872 


tapered and out-of-round bores. 


Side seals in groove—stops oil go- 
ing around back of ring—no smoking. 


End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove— 
eliminates groove depth problems. 


Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 


TAPPETS 


he 





